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250 Hog Houses 
Built and Sold in 
1937 By Retailer 


WILMINGTON, OHIO, April 4.—The E. S. Collett 
Lumber Yard in this little city of 5,300 is in one of the 
major hog farming areas of the Midwest, and makes 


the most of its location with 
the result that about 250 hog 
houses were built and sold by 
the company in 1937. Over 
100 of the structures had been 
disposed of up to March | of 
this year with the heavy buy- 
ing spring months still ahead. 

One is made aware of the 
company’s merchandising of 
hog feeders, houses, and far- 
rowing pens from the moment 
he sees the yard. It is further 
evident that the manager of 
the firm believes that display- 
ing the articles prominently 
around the shed and office is 
the best way to impress rural 
customers with the knowledge 
that here is the place to buy 
their needs for raising hogs. 
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ABOVE—Three hog feeders 
and some hog houses at one 
side of the driveway. The new 
shed is seen in the background 


CENTER—One of the inexpen- 


sive sties constructed in the 


lumber yard and sold to farm- 


ers in large numbers yearly 


BELOW—Other types of hog 
houses with a farrowing pen 
to the far end are displayed 
at one end of the yard's shed 


Rows of neatly painted far- 
rowing pens, feeders, and hog 
houses stand at each side of 
the driveway at one end of 
the lumber shed, and others 
are displayed in front of the 
office. 

Back in the palmy 1920's 
when prices of pork made big 
profits for farmers, the E. S. 
Collett Lumber Yard sold as 
many as 600 hog houses an- 
nually, according to Dale 
Davis, manager. During much 
of the present decade when 
there was no money in hog 
raising, farmers naturally did 
not spend their needed income 
on feeders, sties, and farrow- 
ing houses. For that reason, it 
is believed that sales of the 
items may be good and even 
increase the next few years. 

The hog houses are priced 
as low as $9, and are scaled 
upward to $20. The cheaper 
ones have no floors. No. | 
lumber goes into construction, 
and all of the structures are 
painted at the yard before be- 
ing trucked out to buyers’ 
farms. (Turn to page 41) 














HERE’S business in sight for you this Spring. New structures. 
modernizing, repairs. Many of these jobs will start with a rush 


—so the first step is to have on hand the items your customers will 


need. Order from Winton. 
lumber. 


ments. 


You'll get supcer-quality in softwood 
And you can be sure of careful service and prompt ship- 
Just remember Winton when you need anything in Idaho 


White Pine, Ponderosa, Sugar Pine, Western White Spruce, Douglas 


Fir, Western Hemlock, Red Cedar Siding and Shingles. 


Why not 


play safe by letting Winton book your orders now, so you'll not miss 


any of this profitable business. 


GOOD LUMBER FOR OVER 52 YEAR 





WINTON LUMBER SALES CO. 


FOSHAY TOWER 


MINNEAPOLIS 
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WHITE PINE MILLS: Winton Lumber Co., Gibbs, 
Idaho. 


SPRUCE MILLS: The Pas Lumber Co., Ltd., The 
Pas, Manitoba. 

PONDEROSA PINE MILLS: Somers Lumber Co., 
Somers, Montana.—Crater Lake Box & Lumber Co.. 
Klamath District, Oregon.—Craig Mountain Lum- 
ber Co., Winchester, Idaho. 





For the GOOD 
of the WOOD 


STOP 


DECAY ¢ TERMITES 
SAP STAIN 










with 


Adds years to 
the life of 
wood exposed 
to weather 


Better than ever, this wonderfui 
new improved PAR-TOX-D gives you 
dependable wood protection. Easily 
applied by brushing or dipping, it 
is especially recommended for 
Frames, Sash, Porchwork, Cornices, 
Exterior Trim. Siding. Fences. etc. 
Colorless. odorless, it penetrates 
rapidly. dries quickly and can be 


painted, stained or varnished over 
at once. Used in warehouse of 
manufacturer, jobber or dealer, or 
by the painter on the job. 
LUMBER DEALERS: GOOD PROFITS 
It will pay you well to push and 
leature PAR-TOX. Get started now. 
Today, send for FREE SAMPLE and 
iull information. 


Another profit-earner: 


PARKER'S PRIMERLESS PUTTY 


Oshkosh, 


Wisconsin 


IRA PARKER & SONS COMPANY 





















ROWE 
“PROFIT” LINES 
for Lumber Dealers 








Save Freight 


Combine your or- 
ders for Gates, 
Ladders, Trel- 
lises, Picket 
Fencing and other 
Rowe Products. 


ROWE BULL’S-EYE LADDERS 


Famous for quality. Extra strong, yet light. Every 
side rail and every rung tested for safety. Only clear 
hickory rungs used. Side rails are clear straight- 
grained fir or spruce. Surface around every rung 
hole hot-seared to seal wood pores—preventing rot. 
Distinctive looking. Line includes Common, Exten- 
sion, Step, Painters’ and Decorators’, Painters’ Trestle 
and Fruit Pickers’ Ladders. 


ys Lid 
GnatSaz GATES 


Universally popular. More than 3,000,000 in use. Al- 
ways a good seller. Combination of wood and angle 
steels make “Can’t-Sags” the lightest. strongest, safest 
gate, and easiest to repair. Made to fit all openings. 
Low in price. Pay you a good profit. 


ROWE TRELLISES 


Most complete line, including Arches, Pergolas, etc. 
Remarkably low prices. Offers exceptional opportu- 
nity to attract new customers to your yard. 


ROWE White Staggered Picket Fencing 


A very popular, attractive fence for home yards, 
around filling stations, etc. Well-built . . fine qual- 


ity. Painted pure snow-white. Easily put up. Low 
WRITE FOR CATALOG 


Rowe Manufacturing Co. 142 Adams St., Galesburg, Ill. U.S.A. 


priced. 
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Consolidation in 1899 of the Northwestern Lumberman and Timberman 
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No, This Tree Didn’t Have lts Heart 
on the Outside 


RDER IN THE courtroom! Hear 
the indictment, the plea, and the 
verdict. The American Lum- 

BERMAN is charged with reversing the 
processes of nature, by putting the heart- 
wood of a tree on the outside and the 
sapwood at the center. Call the first wit- 
ness, Mr. J. H. Austin, president Austin 
Lumber Co., Pittsburgh, Pa., who de- 
poses : 

“T was deeply interested in the article 
on page 56 of your March 12 issue, con- 
cerning timber operations of the Gloster 
Lumber Co., Gloster, Miss., and want to 
congratulate that concern on having such 
fine timber, but at the same time can not 
pass without comment the following 
statement in the story: “This was the 
most beautiful tree I ever saw, there was 
a small ring of heart around the outside 
and the balance was all sap.’ If this tree 
showed a small ring of heart on the out- 
side, and balance of the log all sap, I 
would suggest that a sample be sent to 
Believe It or Not Ripley. There just 
ain’t no such animal.” 


Now let the second witness, Mr. E. E. 
Hall, sales manager, Wier Long Leaf 
Lumber Co., Houston, Tex., take the 
stand. He says: 


“Tt was very interesting to read the ar- 
ticle on page 56 of the March 12 issue 
of your paper. Evidently, however, the 
reporter got Mr. Anderson wrong in the 
statement ‘there was a small ring of heart 
around the outside and the balance was 
all sap.’ Trees do not grow that way. 
The sap is always on the outside.” 


That concludes the indictment. Now 
for the defense, which is exasperatingly 
simple; yet in a way gives rise to doubt 
as to whether “the sap is always on the 
outside.” Sometimes he is on the inside 
—of a lumber journal office—which in 
part accounts for errors of this sort get- 
ting into print. 


The letter by Mr. F. A. Anderson, 
manager of the Gloster Lumber Co., 
quoted in the article, did indeed say, con- 
“cerning the tree referred to: “There was 
a small ring of heart around the outside, 
and the balance was all sap,” exactly as 
was printed, but he of course intended to 
say just the opposite. An AMERICAN 
LUMBERMAN typist copied the letter, an 
editor scanned it and marked it for in- 
sertion in its proper place in the general 
article on the subject discussed. So far 
so good—or so bad. 


Then it went to the “copy desk.” In 
the innocent guise of an exact quotation 
from a well known and thoroughly quali- 
fied lumberman, the error got by, and 
pursued its devious way through the com- 
posing room and the press room, finally 
emerging in the finished paper. Right 
here, let us put Mr. Anderson “in the 


April 9, 19388 


clear” by explaining that his letter, quoted 
verbatim in the article, was signed by his 
secretary, and evidently was not read by 
him after dictating. 

So the defense rests its case, realizing 
that it is technically a little wobbly, inas- 
much as no alibi can excuse careless edit- 
ing and proofreading. More easily im- 
agined than described was the sinking 
feeling experienced by the editors. when 
they read that preposterous statement in 
the finished paper, and realized that it was 
also being read by thousands of lumber- 
men. 


Says Farmers Will Buy New Equipment 
--Why Not Buildings, Also? 


OW ABOUT THE farmer’s buy- 
ing power—is it going to increase 
or decrease ; and if the former, how 

will it be spent? The prosperity of the 
lumber business depends so directly upon 
agriculture that any sidelights upon his 
prospective status as a customer are of 
interest to all of us. Recently the editor 
of the Chicago Journal of Commerce took 
a swing around the circle, in the course 
of which he visited the garden city of 
Madison, Wis., where, as he says, “The 
lakes were never prettier and the green- 
ing grass gives the landscape a fascinating 
spring hue.” Poetic and true, but of 
even greater importance is the fact that 
Madison is in the heart of a rich dairying 
and agricultural section of Wisconsin ; as 
well as being in the view of some, the 
home of certain political vagaries. Here, 
says the Chicago editor, you hear some 
interesting talk in business circles about 
trade and politics. He proceeds to say 


CONTEST ENDS! 


Because of the large number of 
letters submitted in our Credits 
and Collections Contest, which 
closed April 1, it was not possible 
to complete the judging in time to 
enable announcing the winners in 
this issue. 

The names and addresses of the 
fifteen successful contestants will 
be printed in issue of April 23; 
and of course notification and a 
check will be sent to each of the 
winners as soon as the work of the 
judges has been completed. 

The prize-winning letters will be 
printed in the AMERICAN LUMBER- 
MAN, beginning in an early issue. 
Watch for their appearance. 





—and this is the main reason for quoting 
his words: 


“A business man, identification not 
given for obvious reasons, says farmers 
are not buying luxuries, but are using 
their money to buy things like modern 
farm machinery, which will reduce cost 
of production. He says the farmers are 
going to raise every bushel and pound of 
produce possible this year, regardless of 
the farm law, in the belief that Govern- 
ment handouts will soon come to an end, 
and that things in the bin and on the hoof 
will come in handy regardless of Mr. Wal- 
lace’s regulations. Is that horse and 
buggy wisdom? We think so, and that 
it is significant if it represents the general 
trend.” 

If the farmers are indeed going in for 
increased production, and buying modern 
farm machinery in order to attain that 
end, well and good; but if they have 
money or credit to use for that purpose, 
they surely could find a little for farm 
buildings, not only granaries, cribs and 
barns, to conserve the fruit of their la- 
bors, but even more directly for dairy 
barns, poultry and hog houses etc. that 
really may be regarded as production ma- 
chinery, resulting in increased milk and 
egg yields. 

Then, too, does this not suggest push- 
ing the idea of tenant houses on farms, 
regarding which the AMERICAN LUMBER- 
MAN has had considerable to say in recent 
weeks? In short, if this attitude exists 
among the more prosperous farmers, not 
only of Wisconsin but of other States as 
well, it certainly should be a factor in 
planning retail sales campaigns. Granted 
that the answer is affirmative, isn’t it a 
good time to boost for the building of im- 
proved, uptodate farm buildings, poultry 
houses, fences—any equipment that helps 
increase the yield, or that provides for 
better storage of crops, increased produc- 
tion of milk and eggs etc.? 
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| What Do You Think About It? 























SELLING LUMBER and selling coffee may have little in common, but in each 
case the vendor must get his money for the goods delivered, if he is to stay in busi- 
ness. Therefore, some doggerel observed on a card hanging in a coffee shop in 
Milwaukee is equally appropriate for a lumber yard, though we don’t advise its 
use. It’s too crude for our business! But it will do no harm for the lumber 
dealer to let the “sediment”—that is, the “grounds” of the coffee shop card 
percolate into his subconsciousness, especially when dealing with doubtful-pay 
customers. Here it is: 

You want credit, 

I no give, you get sore. 

You want credit, 

I give, you no pay, 

I get sore. 





Better you get sore. 
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Just FOOLISHNESS” is the heading of an editorial from the London 
(England) Sphere, sent by one lumber company to another lumber company, 
which in turn mailed it to us. The editorial is headed “Just Foolishness,” and 
while too long to print here in full, it may be summarized by the statement that 
the United States normally consumes large percentages of many of the leading 
commodities of the world, owns 80 percent of the motor cars in use, possesses 
nearly half of the world’s supply of gold, all this leading up to the conclusion that— 
“Responsible leadership which can not translate such a bulging economy into 
assured prosperity is destitute of capacity. But pompous statesmen, looking over 
the estate, solemnly declare that the methods by which it was created are all wrong, 
ought to be abandoned, must be discarded, that the time has come to substitute 
political management for individual initiative and supervision. There is only 
one way to characterize that proposal—it is just foolishness.” 


* * * * 


We DON’T OFTEN make mention of estates of deceased lumbermen, feeling 
that our forte as a lumber journal is to try to help readers to add a few dollars 
to their profits while alive, rather than to comment upon their disposal of what 
they may leave behind. Nevertheless, because of the excellent advice to his heirs 
embodied in the will of the late W. J. Pulling, of Windsor, Ont., head of W. J. 
Pulling & Co. and the McLean Lumber Co. who left an estate reported to exceed 
$750,000, we are moved to quote this clause: 

“I earnestly request my wife, my children and other beneficiaries to steadfastly 
decline to sign any bonds or obligations of any kind as surety for any other per- 
sons; that they refrain from anticipating their income in any respect; that they 
refuse to make loans except on the basis of first-class, well-known securities, and 
that they invariably decline to invest in any untried or doubtful securities or prop- 
erties or enterprise or business. They should reject any representations or opinion 
of others if involved in any doubt. I also earnestly exhort them to consult my 
trustees in all matters pertaining to investments or business deals, and to heed the 


advice given to them.” 
x * * * 


T IS SAID that in China quite an industry is centered on making “ghost” houses, 
of paper. Some of these are quite large, and equipped with paper furniture. They 
are burned, following the funerals of persons of means; the idea being that thus 
the departed one is provided with a future dwelling suited to his earthly standing. 
We don’t do that here, but “ghost houses” are not unknown. We don’t mean the 
haunted variety, but the “ghosts” of houses that should have been built, but for 
some reason were not. Let’s materialize some of these “ghosts” this year—in good 
lumber, brick-and-mortar, or other suitable material. The NLMA, the NRLDA, 
the FHA and numerous other agencies echo the sentiment, and are helping to 
make it come true. 


x * ke * 
A FREE-LANCE WRITER offers us a feature story about a lumberman who 


took up ballooning as a hobby. Declined with thanks! We know plenty of 
lumbermen who have “been up in the air” for quite a while—not as a hobby either. 
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Shingle Quota for Six Months 
78.8 Percent Used in Three 


[Special telegram to AMERICAN LUMBERMAN] 


Wasuincton, D. C., April 6—Imports of 
red cedar shingles frem Canada under the quota 
provisions of the Canadian trade agreement 
during the period Jan. 1 to April 2, 1938, aggre- 
gated 721,557 squares, according to an an- 
nouncement by the commissioner of customs. 
These importations represent 78.8 percent of 
the quota of 916,246 squares established for the 
first six months of this calendar year. 





-San Francisco AFL Continues 


Boycott Against CIO Lumber 


San Francisco, Cair., April 4.— Despite 
denials of AFL carpenters and building crafts- 
men, a subcommittee of the Committee of 
Forty-three, an organized group of business 
men, reported here recently that its forces have 
maintained an “effective boycott” in San Fran- 
cisco against the sale of lumber from an 
Oregon ClO-manned mill. The activity has 
been carried on, stated the subcommittee, de- 
spite the fact that no local union of the Brother- 
hood has taken official action to prevent the 
use of CIO lumber by its members. The AFL- 
CIO lumber controversy centered locally around 
materials from the ClO-manned West Oregon 
Lumber Co. It was stated the company’s San 
Francisco business had been reduced from 2,- 
000,000 to 30,000 board feet a month by the boy- 
cott. 





Connecticut Dealers in South 


Fotey, Fxa., April 4—Among recent visitors 
at Foley, Fla., home of the Brooks-Scanlon 
Corp., were C. E. Lamb and wife and their 
son, Arthur. Mr. Lamb and his son operate 
the lumber business of H. F. and A. J. Dawley 
(Inc.), at Norwich, Conn. Mr. and Mrs. C. E. 
Lamb have been visiting on the West Coast 
since early in February and Arthur Lamb drove 
down from Norwich to meet them in Florida 
and accompany them home. This was the first 
trip South of Arthur Lamb and he took advan- 
tage of the opportunity to see all the details of 
lumber manufacturing, from an inspection of 
the timber in the woods and the methods of log- 
ging to a view of all the phases of converting 
trees into lumber, preparing the product for 
shipment and loading it in the cars. The Lambs 
first visited the Putnam Lumber Co. operations 
at Shamrock, then went on to Foley, where they 
were entertained by Mr. and Mrs. J. S. Foley 
and piloted over the entire Brooks-Scanlon op- 
eration by M. J. Foley, assistant to the presi- 
dent, and other heads of departments. 





Opposes Differential Rail Rates 
to Gulf Ports 


New Orteans, La., April 4.—Establishment 
of differential rates on export lumber from 
Decatur, Ala., to various Gulf ports, is opposed 
by the New Orleans Joint Traffic Bureau, 
which will take before the full Interstate Com- 
merce Commission the recent decision of Divi- 
sion 2. The Division upheld proposed rates, 
effective April 9, which would replace an 
equalized rate of 21%4 cents with a rate of 20 
cents to New Orleans, 18% cents to Gulfport, 
and 17 cents to Mobile and Pensacola. New 
Orleans interests attacked the rates as destroy- 
ing a long-established parity of rates. 





YouR FARMER CUSTOMERS would be inter- 
ested in a little bulletin (Farmers’ Bulletin 
1643F, rev.) issued by the Department of 
Agriculture, entitled “Fire Safeguards for the 
Farm.” Copies may be obtained from the 
Supt. of Documents, Washington, D. C., for 
5 cents each. 
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TEXAS RETAILER TO GIVE 


... Sixteen High School Boys Ten Days Educational and 
Sight-Seeing Tour of State As Reward For Scholarship 


A very fine project along lines of educational and 
community betterment is being worked out by the 
members of the Wallis Lumber Co., of Crystal City, 
Texas, in co-operation with the superintendent of 
schools. So important does the AMERICAN LUMBER- 
MAN consider this project, especially as an example 
for other communities, that we have obtained from 
the above company first-hand information regarding 
the project so far as developed at this time. Broadly, 
it embraces a ten days tour of interesting industrial 
and historical points in Texas, to be given to sixteen 
high school boys from the graduating and junior 
classes of the local High School, as a reward for 


superior scholarship. The tour is to begin about June 
1, immediately following graduation exercises. It is 
to be made in one of the school busses, furnished by 
the school authorities, and driven by the regular driver, 
who has volunteered for the trip, while all other ex- 
penses will be met, and all other necessary equipment 
supplied, by the Wallis Lumber Co. “See and know 
your State,” is the slogan of the sponsors. In 
order to enable the AMERICAN LUMBERMAN to give its 
readers first-hand information regarding the details 
of the plan, the following data have been obtained 
direct from W. L. Guyler, manager of the Wallis 
Lumber Co., at Crystal City, Tex. : 





“We propose to leave Crystal City 
about June 1, immediately following the 
close of school, returning in ten days. 
Superintendent Sterling Fly of our 
schools is co-operating very closely, and 
will furnish one of the regular school 
busses. The regular driver or chauffeur 
has volunteered for the trip. 

“The Wallis Lumber Co., Crystal City, 
proposes to take eight boys from the jun- 
ior class and eight boys from the grad- 
uating class; their standing scholastically 
will determine the lucky ones. There 
will not be appointing, electing or draw- 
ing for places on the bus. 

“This is a new idea, to our company, 
and already the possibilities of good to 
be accomplished seem unlimited. It is 
strictly an educational trip—visual edu- 
cation—something that the writer has 
been vitally interested in for many years. 
Our boys come out of High School with- 
out ever having had an opportunity to 
see and: compare by actual experience the 
things and activities that lie outside their 
own little community. 


Leader for Each Group 


“Each group of eight boys will select 
its own captain or leader, and will 
be directed solely by him. Superintendent 
Sterling Fly will accompany the group, 
and be in direct charge of the tour. Each 
boy will carry his own bedding, camp 
equipment and sufficient clothes for the 
trip. The Wallis Lumber Co., Crystal 
City, will furnish all cooking utensils, 
radio, water kegs, ice box, wash pans, 
water buckets, gasoline camp stoves, tin 
cups, note or memo books etc. Texas 
still has plenty of shady nooks ‘far from 
the madding crowd,’ and swimming holes 
galore, so it will be strictly a camping or 
‘roughing it’ trip. No hotels or tourist 
camps will be visited on the trip. The 


Wallis Lumber Co. wants these boys to 
see Texas as it is, and to enjoy nature 
as they roll along. 

“Upon return to Crystal City the boys 
each will be asked to submit a written 
report of the trip as he enjoyed it; and 
the one submitting the best report will 
be given a trip to the annual Thanksgiv- 
ing football game between the Uni- 
versity of Texas and Texas Agricultural 
and Mechanical College at Austin, with 
all expenses paid, and a seat on the 50- 
yard line. I can say 50 yards because 
as an A. & M. man, I, with other alumni, 
get the first whack at the choice seats! 


PLACES TO BE VISITED 


“We will leave Crystal City about June 
1, visiting many towns and cities en 
route, and seeing what we can of the 
industries and places of interest men- 
tioned in connection therewith, as fol- 
lows: 

D’Hanis—Brick and tile factory. San 
Antonio—Glazed sewer tile factory; 
earthenware (ceramic) ; flour mill; cement 
mill; sash and door factories; lumber 
yards; new construction, residence and 
industrial. New Braunfels—Lime kilns; 
Landa Park; textile mills; one of the 
large rivers of Texas, Comal, that rises 
in the limits and empties into another 
river in the city limits. Seguin—Oil field. 
Luling—Oil refinery. Schulenburg—Milk 
canning plant. La Grange—Oil mill. 
Brenham—Cottou compress. Old Wash- 
ington—First capitol of the Republic of 
Texas. Navasota—Cotton fields. Hunts- 
ville—State Teachers’ College; State 
Penitentiary. Elmina—Sawmill and log- 
ging; yellow pine forests. Conroe—Saw- 
mills. Houston—Sash and door factory; 
cordage mill; oil refinery; wharves and 
docks; ocean going ships; San Jacinto 
battle field; Rice Institute. Galveston— 
Deep sea fishing; bathing in the Gulf. 


The Homeward Trip 


“And here we turn to start home, visit- 
ing the following on the return trip: 

Alvin—Vegetables. Sugarland—Sugar 
refinery. Richmond—Jay Bird Monu- 
ment. Wharton—Sulphur mines. El 
Campo—Rice fields. Victoria—Beautiful 
homes. Tivoli—Cattle and _ ranching. 
Rockport—Copano Bay Causeway. Ar- 
kansas Pass—Oil shipping by sea. Corpus 
Christi—Ocean ships; distribution West 
Coast lumber and shingles; foreign ce- 
ment and steel products; lumber yards 
catering to oil field trade. Robstown— 
Cotton. Alice—Cotton and oil. Hebron- 
ville—Cattle. Laredo—Gateway to Mex- 
ico; harvest hat factory. Webb—Cattle. 
Catarina—Vegetables. Carrizo Springs— 
Vegetables. Crystal City—Home. 


Lumber Plants To Be Visited 


“We intend to visit a number of lum- 
ber manufacturing operations and retail 
yards at various points. 

“All expenses of the trip are being met 
by the Wallis Lumber Co., Crystal City, 
with the exception of the school bus, 
which is furnished by the board of trus- 
tees. We, of course, pay for the gas and 
oil used on the trip. The chauffeur vol- 
unteered his services. 

“This is strictly an experiment on our 
part as well as Superintendent Fly and 
we are having to figure out and plan as 
we go along. We have no precedent to 
go by, but hope that the response and in- 
terest of the boys will bear such fruit as 
will justify its repetition next year, tak- 
ing sixteen girls instead of boys.” 

“Crystal City,” Mr. Guyler continued, 
“ships more spinach than all the rest of 
the United States combined. The largest 
spinach farm in the world, over 4,000 
acres, is here. Co-operating with E. C. 
Segar, creator of ‘Pop-eye,’ Crystal City 
has erected a monument to ‘Pop-eye.’ 
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Yard Profits by Taking Advantage o 
Location in Hog Raising Area 


(Continued from front page) 
The larger and better houses are built on runners so that they 
can be hitched to and hauled from site to site on a farm. 
Feeders and farrowing pens likewise have runners beneath 
them as may be seen in the accompanying pictures. The feeders 





are sold for $15 and $17.50. Roofs on these items are hinged 
on the ridge so they may be lifted for pouring in feed. 

Life of the three articles discussed in the two foregoing 
paragraphs depends a lot upon the care given them by the 
farmer. If they are left to stand in the mud or an otherwise 
deteriorating spot, they will not last many years. Mr. Davis 
said that farmers, who had bought his yard’s hog houses and 





Customers entering the office of the company are immediately 
aware of its paint and hardware department for the stock is 
directly before them in this long stretch of wall cabinets. It will 
be noticed that knotty pine was also used for the storage space 





taken good care of them, frequently reported ten years of life 


from them. 
YARDMEN BUILD STRUCTURES 


Two men at the yard build the hog farming needs, and a 
carpenter is sometimes hired extra if there are a lot of rush 
orders. Quite often brooder houses sold dre constructed at 
the buyer’s farm instead of in the lumber yard, since they are 
awkward and heavy to truck out. 

In addition to its surrounding hog growing territory, Wil- 
mington is neighbored by numerous poultry farms which offer 
the E. S. Collett Lumber Yard a good market for brooder 
coops. Between thirty and forty of them are sold yearly, it 
was said. An 8x10 foot brooder made of fir or white pine 





is sold for $75, Mr. Davis stated, while one measuring 10x12 
feet with walls and roof of Celotex costs $125. This latter type 
has a double wood floor with the two layers separated by 
Sisalkraft to thwart moisture penetration from underneath. 
This size accommodates 350 chicks. 

Another item made at the yard and sold to its rural trade 
by the company is farm gates. A number of them are sold 
annually. The twelve-foot gate most frequently sold costs $4. 

The lumber company is quartered in one of the most attrac- 





The E. S. Collett Lumber Yard in Wilmington, Ohio, had this new 

shed built last summer. With its broad front facing the Cincinnati- 

Columbus-Cleveland highway, it gives the traveling public a good 
impression of a modern building material business 





tive combination shed and office buildings that the AMERICAN 
LUMBERMAN editorial man has seen for a long time. It was 
built last summer, and measures 60x90 feet. Interior walls of 
the structure are knotty Idaho white pine, and the ceiling is 
plaster. Venetian dlinds, such as are sold by the firm, are at 
all of the windows. Even the long paint and hardware display 





section was made with knotty pine to conform with the rest 


of the room. 
SECOND SHED WILL BE BUILT 


Mr. Davis, who has been manager for the past three years 
and an employee for six years previous to that time, said that 
the new structure replaced an old shed, and offered efficient 
office space which was lacking before. During the coming 
spring and summer, it is planned to raze all of the other old 
buildings in the yard and erect a fine second shed. Lime, 
plaster and cement will be kept in one end of the new unit, and 
the balance of it will be used for lumber bins. Most of the 
company’s stock of lumber and building materials is now stored 
in the rear half of the present shed, but more space is needed. 

“We were so busy last summer that it was hard to upset 
the routine and build the new shed,” said Mr. Davis. “People 
were primed for housing repair and remodeling, and in addition 
we sold eight or ten new residence jobs during the year which 
averaged $3,500 to $5,000. We look ahead to another good 
year, and want to get our new shed built as quickly as possible 
to help take care of the business.”’ 





Dale Davis, manager, was unaware that this picture was taken. He 
is behind the counter figuring a bill of materials for the two cus- 
tomers. The indoor tennis table seen is not a product of the 
company, but was bought from a manufacturer as regular stock 
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Barn Equipment Proves Profitable, 
Creates Business in Other Items 


“Package selling of the complete farm barn” is a term we 
have just coined as a lead for this story dealing with the man- 
ner in which the Wormhoudt Lumber Co., of Ottumwa, Iowa, 
uses a comparatively small barn equipment inventory to identify 
the company as a headquarters tor information and material 
used in the construction of modern barns. Not only does the 
stock of equipment serve the foregoing purpose, but a satisfac- 
tory turnover provides another line for over-the-counter cash 
sales. An illustration of how the barn equipment selling policy 





Photo courtesy of Louden Machinery Co. 


Exterior of Roth barn showing overhead litter carrier and track. 
Note large capacity galvanized metal cupolas on roof 


of the company works out was afforded recently when the con- 
cern closed an order for a $5,000 barn, including $1,500 for barn 
equipment. 


ONLY SMALL INVENTORY CARRIED 


At first thought it might seem that the Wormhoudt Lumber 
Co. must have two things that the average dealer is without. 
One of these is a large stock of equipment, a stock too large to 
be justifiable for the purpose of cashing in on infrequent sales 
of that size. The other is a specialized technical knowledge of 
modern barn design. The lumber company, however, is 
equipped with no such knowledge, and its inventory is modest. 

Queries about both these conditions were put to H. E. War- 
ren, of the lumber firm, who said, “Of course, a job of this 
size is a little out of the ordinary these days, although there are 
quite a few pretty big ones. To take care of the average run 
of work and cash sales for maintenance and repairs, we carry 
a fairly complete stock of stanchions, hayforks, hay carriers and 
barn door tracks and hangers. In all, the stock amounts to 
about $325, figured at retail prices, and when conditions are 
average in this part of Iowa we turn it over three or four times 
a year. We find that that makes for profitable operation here. 
It is a large enough stock to give us a well rounded line, and 
any of the barn equipment manufacturers today can give quick 
delivery on any item that is needed in a hurry. 


YARD GETS FIRST CHANCE AT SALES 


“Probably of more importance than the stock itself and the 
profit it returns, though, is the fact that every farmer knows 
we carry barn equipment, and that we know something about it. 
A man who figures on building a new barn or modernizing an 
old one, has to come to a lumber yard for his lumber, cement 
and other materials. That gives the lumber yard the first chance 
at barn equipment. It is only natural then that a farmer will go 
to the yard that can provide him with the whole list of material 
and equipment. By identifying ourselves prominently with barn 
equipment, we have been able to do quite a business. 


TECHNICAL PLANS QUICKLY AVAILABLE 


“None of us in the company has any great technical knowl- 
edge of barn design, although we are prepared to give advice 
and suggestions on an ordinary job. On the Roth 
job, we called for one of the manufacturer’s specialists, and he 
worked out all the details, arriving a few hours after we called 
for his assistance. 


“We feel that carrying a representative line that yields a 
nice little profit and identifies us as barn equipment people, and 
on big jobs availing ourselves of the engineering service offered 
by the manufacturer, is good business. Barn equipment, even 
without an occasional big job, is a profitable line, and one that 
works in very well with our regular barn building business with- 
out requiring extra effort.” : 


INSULATION, VENTILATION; EQUIPMENT SAVES LABOR 


The barn in question was built on the 80-acre farm owned by 
Ed. L. Roth, of Ottumwa... It is wood construction with 
board type insulation augmented by dead-air spaces in the 
double walls. Interior walls are white pine, with three coats of 
white paint. Walls are also double-lined with building: paper. 
Ceiling of the first floor is painted in the same manner as the 
walls, and the roof is lined with board insulation. 


The barn measures 36 feet by 60 feet, and the haymow has a 
capacity of 70 tons. There is space for 27 cows, each quartered 
in a steel stall, equipped with a steel stanchion. The stanchion, 
swivelled at the top, allows the animal considerable freedom, and 
minimizes the danger of its falling when arising. An unlimited 
supply of fresh water is available at all times in each stall 
through the installation of individual drinking cups fed by a 
pressure water system. When the animal touches its nose to 
the cup, water is released. Another advantage of these auto- 
matically operated drinking cups is the saving of the farmer’s 
time in watering the stock. Each stall also has an individual 
salt cup. An automatic electric ventilation system provides 
frequent changes of air in the barn, and eliminates drafts. 





Photo courtesy of Louden Machinery Co. 


Interior of Roth barn equipped with patented stalls and stanchions. 

Note litter track above and arrangement of ventilators in win- 

dows to eliminate draft. Floor is covered with cork tile, and stalls 
have individual drinking cups and salt cups 
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In discussing his new barn, Mr. Roth said, “My aim is to 
produce only the highest grade of dairy products. To do this 1 
have to have not only good stock but sanitary, scientifically de- 
signed housing and equipment as well. You can’t expect a 
man to do his best work unless he is comfortably situated, and 
the same thing holds true for an animal. That reminds me of 
an experience I had in upstate New York a few months ago. I 
visited a farmer who was grooming a cow to compete for the 
national milk producing championship. When we reached the 
barn, I started to open the door, and was sharply ordered to 
let the door alone. We went around to a side door. By that 
time the farmer had recovered from the shock, and went on to 
explain that opening the first door might have caused a draft 


Readily Available Expert Advice Makes lt Unnecessary for Seller 
to Have Technical Knowledge of Barn Engineering--Farm Custo- 
mers Prefer Package Buying of Building and Modern Equipment 
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not as particular as that, but I do want the best conditions I 
can buy for a barn. 

“The constant supply of clean air at constant temperatures, 
provided by the ventilation system, keeps the cows vigorous and 
healthful, and almost eliminates the possibility of tuberculosis 
developing. The constant water supply means heavier milk 
production. As an aid in keeping the stalls, gutter and floor 
clean, we installed an overhead litter carrier, and milking is 
done with a mechanical surge milker. All of our cows are 
tested annually for tuberculosis, and quarterly for Bangs dis- 
ease. It is certainly a convenience these days to be able to get 
sO many suggestions, together with all the material and equip- 
ment from a single source. You save both time and money and 





_in town, 





to strike the cow, thus lessening her producing ability. 


I am _ get a better job.” 


Endorses Tenant Houses On Farms 


Commenting upon the editorials and 
feature stories that have appeared re- 
cently in the AMERICAN LUMBERMAN in 
connection with our campaign to promote 
the building of tenant houses on farms, 
Walter G. Ward, of the department of 
Extension Rural Engineering, Kansas 
State College of Agriculture, writes in- 
terestingly, to the editor, as follows: 


“On the importance of tenant houses 
on the farms of America, I concur in your 
opinion that this represents a significant 
problem that merits more consideration 
than it has had to date. Under this gen- 
eral heading of tenant houses, I believe 
could be considered properly the two 
groups: (a) farm occupied by an owner 
but using hired help, and (b) farm oper- 
ated by a tenant. I believe your study 
has been given particularly to the first 
group. I agree with you fully that it is 
a mistake for the average farmer on re- 
tiring from active operation of his farm 
to move to town. In the past it has been 
the goal of many farm families to ac- 
cumulate enough money so that, together 
with the rent from the farm, they would 
be able to move to town and enjoy mod- 
ern conveniences. 


“We try to emphasize in our extension 
work in this State that there is no need 
to move to town to enjoy the conveni- 
ences of a modern home. With the ex- 
ception of electric service, a farm home 
may enjoy the same or similar modern 
conveniences, with no greater cost than 
We believe that every effort 
should be made on the part of the press, 
the extension service, and other public 
agencies, to develop an appreciation of 
what modern conveniences mean in the 
home, and also to make clear that such 
conveniences are readily available for the 
rural home. 


“My observation has been that the re- 


tired farmer who has moved to town is 
not happy, and for the most part is no 
particular asset to the town to which he 
moves. I believe that, as suggested by 
your letter, he will live longer, and be 
happier, if he remains in the community 
which he has helped to develop during his 
active years. 

“The second group mentioned above 
represents a rather difficult situation with 
us, and we find rather poor houses on 
the average farm which is operated by a 
tenant. One of the particular difficulties 
in correcting this situation is the fact that 
most farms in this section will bring the 
same rental without improvements, so 
that many landowners prefer unimproved 
farms, as an investment, and those who 
have improved farms see little reason for 
maintaining comfortable and attractive 
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dwellings for their tenants when they 
could rent the land, for the same share 
or cash rent, to some neighbor who is 
seeking additional land to operate. 

“The only incentive that can be offered 
outside of pride in their property is the 
possibility of obtaining a better tenant if 
a good house is provided. Under present 
conditions there seems to be no dearth 
of reasonably good tenants seeking im- 
proved farms to rent, so that for the pres- 
ent at least this incentive is not a very 
strong one. I feel that you are justified 
in continuing your effort along the line 
of better tenant houses. 

“Thinking it might be of some interest, 
I am enclosing a sketch prepared for a 
small but conveniently arranged tenant 
house.” The sketch referred to is repro- 
duced herewith. 
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Floor plans for a small but conveniently arranged farm tenant house 
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A Yardstick for Measuring Managers 


Recently one of our editors sat in at a 
meeting of retail yard managers, which 
was addressed, among other speakers, by 
a notably successful and enterprising 
yard operator, who spoke on the general 
subject of some of the things that a good 
manager should do. The talk was in- 
formal—not written out beforehand—but 
the AMERICAN LUMBERMAN representa- 
tive was so impressed with the good sense 
and practicability of what was being said 
that he jotted down some notes, which 
we are going to print without much edit- 
ing. In consideration for the speaker— 
inasmuch as his remarks are not quoted 
verbatim, but simply given in the rough 
—his name is not printed, but it is one 
that is well known in the trade and that 
has appeared frequently in these columns. 
On the topic “Things a Good Manager 
Should Do,” this speaker said in part: 


(1) Hold regular weekly meetings of 
his salesmen, and take one subject for 
each meeting. At a series of meetings 
you can teach estimating and quantity 
survey, and discuss all of the fine points 
of this work to the end that every man 
on your staff knows the work to your 
complete satisfaction. Certain materials 
can be taken as a subject for meetings. 
You will be surprised at what your sales- 
men do not know about materials. You 
will also be surprised from time to time 
at what the man who sells you the mate- 
rial from the manufacturer does not know 
about his own material. 


(2) Get your whole organization to- 
gether for a meeting once a month. In- 
clude the truck drivers and the janitor. 
Do this to keep your organization ac- 
quainted, and to discuss with them new 
opportunities and seasonal openings for 
selling. Your whole organization can 
help put over your sales plans. 


(3) Get out of the office often. It 
flatters your customer to have you, .as 
the head of the business, turn up on his 
job. He likes it, and it makes your sales- 
men’s work much easier. 


(4) Belong to a good service club or 
organization. Keep yourself in the pub- 
lic eye by contributing to a definite serv- 
ice in your community, not only with 
money but with your personal effort. 

(5) Judge your men by the orders 
they bring in. A steady, plugging sales- 
man is a better man for you than a spas- 
modically brilliant one who has many 


dead periods in his year’s work. Stick 
with your steady producers. 

(6) Use the ideas your salesmen bring 
in, and give them due credit for getting 
them or thinking of them. Keep in mind 
that you are buying brains when you are 
buying salesmen. Use those brains, and 
encourage your men so they continue to 
think about the problems of the business. 


(7) Never criticize one of your men 
publicly or destructively. If he is not a 
loyal employee get rid of him. As to the 
others, remember that if they are trying, 
they have to make mistakes, just as you 
do. Help them over the rough spots, 
and advise them so they don’t repeat the 
same error. 

(8) Help people in affiliated lines. 
Throw them some business every time 
you get a chance. 

(9) Make every one of your employees 
salesminded. Let your truck drivers go 
after business. Make every employee 





justify his pay on a sales basis. Put on 
contests each month for the best pros- 
pect list. Every one of our employees 
carries a prospect book. At the end of 
the month our employees are rated by 
the prospects they have brought in, and 
the best list gets a prize, such as a lamp 
or some other household item. 

(10) Make your organization mem- 
bers thoughtful and considerate of each 
other. It should never be necessary for 
one of them to work long hours of over 
time. With the right spirit they will 
check up on each other before going home 
at night to see if they can help with an 
overload some place. This goes for the 


boss, too. You should be like the captain 
of a distressed ship—the last man over- 
board. 

(11) Train your people in the art of 
holding intelligent telephone conversa- 
tions. Never keep a customer waiting on 
the phone, and do not interrupt him when 
he is talking. Cultivate pleasant tele- 
phone voices among all your employees. 





How Modernizing Added to 
Yard's Efficiency 


The new University Park Lumber Co., 
Denver, Colo., changed its merchandising 
setup and built a novel office combining 
the advantages of picturesque appearance 
with modern and efficient arrangement. 
It has included in the physical layout a 
variety of materials, exhibited in actual 
use. 

The 20-year old building housing both 
office and a small warehouse was remod- 





Remodeled office of 
the University Park 
Lumber Co., Denver, 
Colo., has the attrac- 
tive lines of a New 
England cottage 
—picturesque with 
white walls and case- 
ment windows 





eled, outside and inside. The University 
Park office now is as attractive and upto- 
date as that of the most modern business 
building in the city. 

New stock islands were built, spaced 
along the left side of the building from 
front desk to the rear hardware depart- 
ment. New cases were then constructed, 
a variety of woods being made to perform 
double duty. Mahogany, maple, walnut, 
birch and oak went into the makeup of 
the cases, used in various ways, such as 
mahogany frames for the doors of a tool 
case, maple shelving for a paint cabinet 
etc. In some cases the wood was left 
unfinished, the better to show its advan- 
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tages. A sample rack, near the front 
door, contains sections of each wood, with 
reference to its use in the office, and com- 
paring the raw wood with the finished 
product has been found to cause a fav- 
orable reaction in most cases. 

A fir bench in the front office, designed 
mainly for promoting fir sales, is one of 
the most striking pieces of furniture. It 
is a good example of the University Park 
idea; to put every kind of wood before 
the public in a useful way. The sales 
floor, completely .modernized, is an at- 
tractive business room, with paint cases, 
nail bins and tool cases all shining with 
carefully kept-up finish. All islands are 
paneled with natural finish woods, and 
desks, furniture and office appliances are 
each a good example of a material. 

An interesting feature of the remodel- 
ing is the fact that the entire job, from 
woodworking to painting, was done by 
the firm’s officials—President J. E. Hack- 
staff, Vice President G. C. Sullivan, and 
Secretary G. R. Harries. 





Floral Beauty Attracts Attention 
to Dealer's Window Display 


For the benefit of readers who have in- 
quired regarding the flowering plant 
called Kalanachol,-mentioned in Timely 
Tip printed in issue of March 26, we 
gladly give such information as we have. 

This Tip, it will be remembered, was 
sent in by the Herrick Lumber Co. 
(Inc.), Rochester, N. Y., which wrote 
that its display of this beautiful plant in 
the lumber store windows had attracted 
more attention than any display it had 
ever made. Passers-by, particularly 
women, had stopped to look and inquire 
about it. “It certainly clicked,” was the 
lumber company’s comment. 

As some readers have asked concern- 
ing this plant, we have taken pains to se- 
cure some additional information. It ap- 
pears that Kalanachol (sometimes spelled 
with a final “e” instead of “1’) is a com- 
paratively new plant, at least in that sec- 
tion of the country, coming into notice 
within the last two or three years. The 
particular plant described in the store 
was grown from seed by a local florist. 
It stands about 18 inches high and 12 
inches wide, has a bright green foliage 
and crimson bloom. The Timely Tip 
editor suggests that persons interested 
consult their local florist for any further 
information desired. 

A floral display in a lumber store win- 
dow may be something new under the 
sun, but the statement of the lumber com- 
pany is sufficient evidence that, in this 
case at least, it was a good idea, and 
brought excellent results. 





Don’t talk your customer to death. The 
harder you try to sell the more you arouse 
opposition. Lay your cards on the table, 
then let the customer decide whether he 
can make a grand slam out of it, or only a 
little slam, Give the customer a reason for 
buying; and he will buy. 
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Lumber and Other Merchants 
Put Over Big Spring Fiesta 
ILumber and building supply dealers in 
El Paso, Tex., recently co-operated with 
sixty-one merchants in staging a fine 
Spring Fiesta to usher in the spring buy- 
ing season in this area. Many firms re- 
ported increases in business as a result. 
Lumber firms taking part in the event 
were Lander Lumber Co., Western Fuel 
& Lumber Co., and Peterson Lumber & 
Paint Co. 
On the first day of the Fiesta (March 
17), Stanton Street was roped off for one 
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block, and right on the street leading 
automobile dealers displayed 1938 auto- 
mobiles, with salesmen on hand to talk 
to prospects. In a nearby building ten 
refrigerator dealers held an electric re- 
frigerator spring showing. A WPA or- 
chestra also toured the streets, playing 
Mexican, American and Spanish music, 
and white-hatted cowboys sang range 
songs and gave cowboy yells. This pro- 
gram of entertainment brought many peo- 
ple downtown to buy. 

Fiesta Day was started off by a fine 
radio address by the president of the 
Texas College of Mines, in which he 
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store. 


something done better. 





Timely Tip for Dealers 


We don’t mind any reader razzing any of our Timely Tips, or anything 
else in the paper—if at the same time he sends along something better! 
That’s exactly what M. R. Cline, proprietor Culver (Ind.) Lumber and 
It seems that in describing what we 
termed an “efficient wall screen rack,” in issue of Feb. 26, we stuck out our 
neck a little too far, resulting in a probably deserved rap from the above 


“Referring to the so called efficient wall screen rack described on page 24 
of your Feb. 26 issue, surely any man who has handled screen wire, and 






“I am enclosing a sketch of the shelving for screen wire that I have in my 
I have two of these racks, and the two extra shelves are divided to 
hold more of the sizes that are most used. This rack is made out ‘of 34-inch 
x 74-inch lumber, 6 feet 14-inch wide, 6 feet 614 inches high; not too 
high to reach handily; shelves level. 
as shown in this sketch, with the loose end down and out; the spring of the 
wire will hold the roll against the wall. There is 7 inches of space between 
the shelves, which is enough; each shelf holds two rolls, with no waste 
space; each space is 2 inches wider than the roll, to give room to take it out; 
the 18-inch wire has 20-inch space, and so on, up one side and down the 
other, to the 48-inch roll of wire. I hope this description and sketch of my 
screen rack may prove beneficial to some dealer.” 
Dealers are reminded that the best Tip received each month wins a cash prize of $2. 
Besides, it’s lots of fun to compete. So send in a Tip telling of YOUR way of getting 


A. photograph or sketch is desirable, but not required, as 
prizes are awarded on the merit of the idea. Address Timely Tip Editor. 


has mechanical ideas, knows 
that there isn’t any effici- 
ency at all in such a rack. 
It’s difficult to build, and 
very hard to get the goods 
out of. In fact, being 4 feet 
wide and 8 feet high, it 
would require a step-ladder 
and a lot of extra effort to 
get the wire out of the slop- 
ing shelves and the top 
shelves, and there is wasted 
space.” 

All right, Mr. Cline, upon 
more careful study we are 
inclined to agree with you. 
So let’s forget that rack, 
and take a peek at the 
sketch here reproduced, sent 
in by Mr. Cline to console 
us for the mild criticism 
which he felt impelled to 
offer. We are glad he did, 
and are delighted to show 
something better, which he 
describes as follows: 


Screen wire will not roll out if laid 
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gave some of the history of El Paso and 
stressed its advantages as a place to live, 
to build homes in, and to visit. This 
address reached the entire trading area, 
and was partly responsible for bringing 
many people from nearby small towns to 
El Paso to see the Fiesta and to buy. 

In addition, each participating business 
firm gave away one attendance prize, 
limit $25 a prize. (No purchase re- 
quired). Because there were sixty-one 
firms participating in the Spring Fiesta, 
it was necessary for people to inspect 61 
retail windows in order to see if they had 
won an attendance prize. This was a 
valuable publicity feature for many firms. 

Lumber and building supply dealers 
are doing much to co-operate with other 
merchants in this area in publicizing 
El Paso one way or another, for they 
know any such activity that is beneficial 
to the city will also be valuable to them, 
eventually, and be reflected in greater 
sales volume. 





Poor RicHARD says: One Today is 
worth two Tomorrows, and farther, Have 
you somewhat to do tomorrow? Do it 
today ! 
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“TIMELY TIP” WINNER FOR 
MARCH 


Each month the AMERICAN LuM- 
BERMAN gives a prize of $2 for best 
“Timely Tip” sent in during the 
preceding month by a lumber re- 
tailer, or an employee of a retailer. 

The March award goes to M. R. 
Cline, proprietor of the Culver 
Lumber and Cement Products 
Yard, Culver, Ind., whose “Tip” 
is printed on page 45 of this issue. 

What good idea have YOU 
hatched? Send it in, with a photo 
or sketch if convenient. It’s fun 
to compete, and a pleasure to win 
the prize! 





FHA and Sales Quotas Dis- 


cussed at Meeting 


Tusa, Oxta., April 4—Managers of 
the eastern Oklahoma division of the 
Long-Bell Lumber Co. met here today to 
discuss the revised FHA program and 
future sales activities. L. G. Everitt, as- 
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sistant general manager of the Long-Bell 
retail department, was in charge of the 
meeting. Among those present, in ad- 
dition to E. Erickson, purchasing agent, 
Kansas City; J. E. Pennbacker, Kansas 
City, division manager; J. B. Davis, 
Tulsa, division manager, and G. M. Cal- 
laway, division manager, were the follow- 
ing division store managers: C. A. Daw- 
son, Boynton; A. J. Armour, Claremore ; 
J. C. Danley, Coweta; E. G. Phillips, 
Cushing; J. D. Blackburn, Drumright; 
Fred Sponsler, Eufaula; T. P. Oaks, 
Haskell; R. F. Abrams, Henryetta; Hugh 
Hennen, McAlester; Walter Davidson, 
Muskogee; J. T. Poore, Okmulgee; J. D. 
Byers, Perkins; H. L. Patterson, Stroud; 
K. R. Thompson, Wagoner; W. E. Clay, 
West Tulsa; Hal Arnold, Columbus, 
Kan.; Jesse Davis, Tulsa; and R. H. Rol- 
sten, Tulsa. 





The trouble with us folks in the lum- 
ber business is that we are our own boss. 
But the fact is that we really have as 
many bosses as there are customers. If 
you want to hold your job, cater to the 
boss. 


You Must Toot Your Own Horn, If You Want It Tooted 


Though you may build the best mouse 
trap, or handle the best lumber, the world 
will not “come and get it,’ unless you 
tell about it, in tones loud enough to be 
heard. Unless you blow your own horn 
there will not much music result, in the 
way of tinkle of coin in the cash register. 
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Edwards is president, and Homer B. 
Remick is vice president, as exemplified 
in a photograph showing one of the com- 
pany’s delivery trucks being loaded in the 
yard, here reproduced. 

While showing the effective use of ad- 
vertising slogans on the trucks, the pic- 


Fo 


The signs and slogans prominently displayed on this truck show how the "traveling bill- 


board" idea is applied 


Disguise it as we may, horn tooting (and 
we don’t mean an automobile horn) is the 
basis of all effective advertising. Of 
course, the tooting should not be over- 
loud, or offensive; above all, it must not 
depart from the truth. False claims are 
soon spotted and discounted by the buy- 
ing public. 

We are moved to these reflections by 
studying the scheme of “external pub- 
licity’” employed by the Basley Lumber 
Co., Newtonville, Mass., of which Roy S. 


ture of course does not show the color 
scheme which adds greatly to the “punch.” 
Mr. Edwards speaks of this as “coloriza- 
tion,” which is a new term, and a good 
one. He explains that the color scheme 
for the firm’s trucks is the same as that 
used for exterior of the yard buildings. 
Regarding the yard’s color scheme, he 
says: 

“We decided to colorize, using a very 
red paint, with white trim, on the build- 
ings; and a brilliant red body for our 


large billboard, which forms the back- 
ground of our outside display space. We 
also used the same brilliant red as a body 
for all signs on our three buildings front- 
ing the street. For the lettering we used 
a combination of black, yellow and white. 


“The results of this colorization have 
been most encouraging, it attracting the 
attention of the many people who pass our 
yard daily and nightly. We carried out 
exactly the same color scheme on our 
trucks, which we consider as not essen- 
tial for delivery purposes, but as provid- 
ing us with ‘traveling billboards’ that get 
attention. From results obtained from 
this latter method of advertising we would 
without hesitation strongly advise retail 
lumber dealers to look to their truck 
equipment, and obtain the vast benefit of 
local advertising thereon, which a great 
many dealers apparently have been over- 
looking for years.” 


Dependence is not placed alone, how- 
ever, on colorization and signs. Six in- 
side display rooms are maintained, includ- 
ing Mr. Edwards’ private office, which is 
fitted up as a conference room; and the 
general office, which shows attractive ef- 
fects to be obtained by use of log cabin 
siding. Kitchen, dining room and bath- 
room cabinets are prominently displayed 
against suitable tile backgrounds. One of 
the display rooms contains a lumber rack, 
divided into sections, for showing choice 
pieces of clear pine, in various lengths 
and sizes. This has made a great hit with 
persons who indulge in woodworking as 
a hobby. Incidentally, these hobbyists 
have proved great boosters for the firm, 
because they have always been able to 
find here what they want, and have been 
given special attention and service, 
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Wisconsin Dealers Hold Public 
FHA Meetings 


GREEN Bay, Wis., April 5.—Green 
Bay lumber and building material deal- 
ers staged the first of three public meet- 
ings here tonight to explain the impor- 
tant features under the revised Housing 
Act. Among those active in sponsoring 
the meetings is J. M. Crevcoure, presi- 
dent of the Green Bay Planing Mill Corp., 
the first Wisconsin company to build a 
house under the revised FHA plan. 


RETAILERS’ QUESTION BOX 


1. Can you tell us whether retailers gener- 
ally allow cash discount for payment of bills 
before the tenth of the month following pur- 
chase? 

2. Also, length of time usually allowed on 
deferred payment accounts, and what percent- 
age of the total bill is usually required as down 
payment? 

The above inquiries have been received by the 
AMERICAN LUMBERMAN this week, and as they 
involve questions of individual practice by re- 
tailers, we shall greatly appreciate any informa- 
tion or comment readers may send in relation 
to same. 

If you prefer that your name be not printed, 
kindly so state. 








Young Editor, Son of Dealer, 
Gets Out Good House Organ 


“You are always looking for outstand- 
ing activities of retail lumber dealers,” 
writes Ben F. Chilcutt, well known lum- 
ber manufacturer at Macon, Miss., who 
proceeds, “so I am enclosing a house or- 
gan put out by Ben J. Johnson & Sons, 
lumber dealers at Louisville, Ky., which, 
I think, will interest you, as it is gotten 
up from cover to cover by Buddy John- 
son, 15-year old son of Charles John- 
son, president of the company. Buddy 
does all the editorial work, cuts the sten- 
cils, etc.; in fact, his dad never sees the 
job until it is completed and ready for 
mailing.” 

The specimen copy which accompanied 
Mr. Chilcutt’s letter, is a departure from 
the usual type of mimeographed bulletin, 
in that it is gotten up in magazine style, 
with colored covers. In fact, three dif- 
ferent colors of stock are used in the 
booklet ; light blue for the covers, a four- 
page insert on yellow paper, giving a list 
of reliable contractors of the city, and 
regular white stock for the reading pages. 

The little magazine, which is titled 
“Sawdust & Shavings,” shows careful 
planning and is highly creditable to the 
youthful editor. The specimen at hand 
(the February issue), appropriately 
bears on its front cover a picture of 
George Washington, and contains a “Sa- 
lute to Hodgenville,” birthplace of Abra- 
ham Lincoln. 

The reading content is made up of edi- 
torial and humorous short items, excerpts 
from letters, the directory of contractors 
already referred to, church, school and 
other local news. The pamphlet measures 
7 by 8% inches, and has 16 pages, in- 
cluding the covers, 
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Firm Offers Lumber For 4-Room House as 
First Prize in Essay Contest 


With an idea of attracting business 
into its yard, the Siegel Lumber Co., 
Chicago, announced through the metro- 
politan press during the latter part of 
March an essay contest whose first prize 
is lumber for a four-room house. There 
are nine other prizes, all of them home 
merchandise that is part of the complete 
building material stock carried by the 
firm. The interest created by the con- 


test announcement is proved by the stack 





of replies received during the first week. 
More than 500 letters came to the com- 
pany’s office in that space of time, and 
thousands of entries are expected by the 
time the contest closes July 9. Prize 
winners will be announced at the culmi- 
nation of the Siegel Lumber Co.’s 
twenty-second anniversary celebration, 
July 23. 

One of the rules of the contest requires 
a person wishing to submit an entry to 
visit the lumber yard and secure his copy 
of “The Home Idea Book,” published by 
Johns-Manville. While he is there, one 
of the employees conducts him around the 
shed, shows him the prizes to be awarded, 
and thoroughly impresses on his mind 
the complete line of materials handled. 
After reading the book, contestants will 
write in one hundred words or less their 
reasons for wanting to build a new home, 
or remodel their present one to conform 
with a house shown in the booklet. The 
best ten letters will receive the prizes in 
the order of their quality. 

“We are anticipating from three to five 
thousand entries,” said A. A. Siegel, 
president of the company. “There was 
never a time when the public was more 
home-conscious than now, and the con- 
test fits right in with what people are 
thinking and talking about daily: We are 


running a continuous announcement of 
the contest together with our ads which 
appear each day in the classified sections 
of three Chicago newspapers. By coup- 
ling the notices with the advertisements 
of materials, we reach readers who are 
actually interested in building or improv- 
ing and not touching just a group of pro- 
fessional contest followers.” 

Mr. Siegel said that the interest stirred 
up by the contest has been far greater 





On one side of the 
shed driveway at the 
Siegel Lumber Co. is 
this panel showing 
samples of the last 
nine prizes to be 
awarded in the firm's 
contest, and architec- 
tural drawings for a 
four-room house, the 
bill of lumber for 
which constitutes first 
prize 





than the most hopeful expectations of 
himself and others in the company. The 
contest was originally planned to run 
during the slow winter months of Janu- 
ary, February and March, but when 
Johns-Manville announced in December 
that it was planning a national contest on 
somewhat the same subject, the Siegel 
Lumber Co. decided to wait and tie in 
with it. The Chicago concern is a mem- 
ber of the J-M Housing Guild, and had 
its treasurer, Bernard G.- Siegel, and 
George Cowell, company estimator, as 
students in the Guild’s two-weeks school 
this past winter. A tentative order for 
5,000 of the Johns-Manville booklets has 
been placed by the Siegel Lumber Co. 
whose name plate will be imprinted 
throughout the fifty-eight pages. 

The first prize of lumber for a four- 
room cottage is sufficient for building a 
21x24-foot structure. The plan of the 
house whose lumber bill of material is 


. to be given shows a living room, kitchen, 


two bedrooms, bathroom and a porch. 
Other prizes in order are: kitchen cabi- 
net with refrigerator; 1,000 feet plaster 
board; seven squares of 12x24-inch as- 
bestos siding shingles; 500 feet wall tile; 
eight squares of roofing shingles ; 500 feet 
insulation fabric; 100 feet bathroom tile; 
ten gallons of paint or varnish, and a 
Venetian medicine cabinet. 








We thought of serving this little “be- 
hind the scenes” or “between the acts” 
story under the head “pot pourri,” but a 
gentleman’s agreement among several of 
us here in the office forbids the use in any 
given month of more than one unusual 
word or term not germane to the trade. 
We have already used our word this 
month. It was a superlative to describe 
one of the conventions ; so, having decided 
that this will be a pot pourri article, we 
must find a suitable English equivalent. 
Without consulting either dictionary or 
thesaurus we are going to assume that our 
interpretation of pot pourri finds its nat- 
ural English, or perhaps more fittingly, its 
American equivalent, in the brief, well 
known and widely adopted culinary term 
“hash.” Hash, of course, can be hastily 
assembled, half warmed table scrapings, 
the stuff served in the smelly food em- 
poriums that derive their names, “hash 
houses” through their wont to crucify an 
American table delicacy on a greasy plate 
in serve-em-up-quick-Joe style. 

On the other hand, hash can be, and 
often is, that alluring, savory gourmet’s 
delight which results from the masterful 
cooking and serving of carefully selected 
ground meat, seasoned and moistened 
with an artistic touch. It is that kind of 
literary hash, which with a full under- 
standing of our limitations, we are shoot- 
ing at. We may miss, of course, but we 
are going to try to serve up a few little 
odds and ends of the convention season, 
possibly do a little warranted or unwar- 
ranted bragging, hook it all together, and 
make it readable. 


SANDWICH BY ANOTHER NAME 
IS NOT SO TOUGH 


There is a fellow named Zenn Kauf- 
man who has been making the round of 
conventions, talking about showmanship 
in business with what measurable effect 
we were unable to determine until we 
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REALM of the 
RETAILE 


got to Milwaukee. There, the Marquette 
Cement Manufacturing Co., of Chicago, 
had a room on an upper floor of one of 
the hotels. The Marquette men in charge 
had passed the word far and wide that 
the room would be open at all times to 
serve food and drink, particularly food 
in the form of delectable roast beef sand- 
wiches. When the roast beef was delivered 
to the room it was found to be of a tough- 
ness of texture that defied carving knives, 





MISS MURIEL McLEAN, SEATTLE, 
WASH.; Makes Debut as Cedar 
Lumber Exhibitor 





and saws as well, so it was rumored. 
Nothing short of a chisel driven in with 
lusty strokes of a hammer would pene- 
trate this roasted carcass of an ex-mara- 
thon-running steer. Well, what to do? 
Must this great cement concern get a 
reputation for serving food of a tough- 
ness comparable with the product it sells? 

“Nay,” quoth the gloomy Marquette 
men, facing disaster, “something must be 
done. But what?” 

Suddenly one of them howled, “Wait! 
I’ve got it. This showmanship in business 
stuff. Give me a piece of paper and a 
heavy pencil.” 

On the paper, the inspired genius has- 
tily printed “Sandwiches of Montana Buf- 
falo, a rare new meat delicacy, introduced 
here for the first time in the middle West 
by Marquette. Try one. Try two. Try 
several. You'll rave about them.” 

And did they eat ’em and rave about 
‘em? In less than an hour, “Montana 
Buffalo” in quantity calculated to last 
through the convention was gone, and 
hundreds of disappointed late comers 
clamored for a new supply. That, we sub- 
mit, is real showmanship in business or 
anywhere else. 


"PAST" BUT PEPPY, THIS 
WISCONSIN DEALER 


“Otto, I just found out that you are 
officially dead,” said a friend and well 
wisher to Otto Lay, at Milwaukee. “That 
explains a lot of things I never could un- 
derstand about you.” After some re- 
search, Otto found that on page 19 of the 
1938 yearbook of the association are 
photographs of himself and three other 
past presidents of the organization. It 
happens unfortunately that the other 
three are really as well as officially de- 
ceased, and that the photo of each is 
marked with a reference asterisk. The as- 
terisk with its key word “deceased” is, 
however, immediately below Otto’s photo, 


which unless you happened to sit with 
Otto at the annual banquet and see him 
pep up the entire table and those adja- 
cent to it, might lead you to believe that 
the association had suffered the loss of 
one of its swellest members. Let us say 
right now that even if the asterisk did off- 
cially lay Otto (not so bad that lay Otto, 
eh?) to his final rest, he and hundreds 
lke him in Wisconsin will always be 
with us. 


VALUES NEW SHED PLANS 


Now, for a little back patting—our own 
back. We have to tell you first that R. 
W. Treganza, a mighty popular and tal- 
ented fellow over in the central part of 
Wisconsin, who did an excellent job of 
designing and remodeling the F. M. Reed 
Lumber Co. yard which he manages in 
Mauston, told us that the plan we drew 
and the description we gave of his yard 
in the AMERICAN LUMBERMAN’S new 
book of lumber and building material 
sheds, offices and warehouses was accur- 
ate to a hair, and an altogether fine presen- 





R. W. TREGANZA, J W. HORNER, 
Mauston, Wis.; Sioux Falls, S. D.; 
Praises New Book of Gets Bale of Letters on 
Shed Plans Dakota Articles 


tation. The plan was drawn from survey 
notes taken with a six-foot ruler. Mr. 
Treganza told us that the book has un- 
questionable value to any lumberman con- 
templating the construction of a new yard 
or the remodeling of an old one. We held 
the same opinion, but we feel pretty sure 
about it now with an unsolicited endorse- 
ment from such an experienced retail 
lumber yard manager. 

One of the highlights at the Wisconsin 
convention was the presence everywhere 
of that grand little Scotchman, Dan Head, 
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CONVENTIONS PROVIDED MAKINGS 
FOR THIS DISH OF HASH 


Selling the Idea That Owning of Modern, Packaged 
Small Home Is “Smart” Is Building Material Dealer’s 
Part in World's Progress Toward Finer Living 


| of Kenosha. Looking a picture of good 


health, he has captured in its entirety that 
most elusive and charming intangible art 
of growing old gracefully. It is sometimes 
unsafe to say in print that a man is no 
longer young, but we have no qualms 
about recording that fact about Dan 
Head. On his face is both a record of 
years fully and well lived and tremend- 
ously enjoyed and an anticipation of many 
more to come. 

Miss Muriel McLean, official and 
sole representative of Western Red Ce- 
dar Lumber, Seattle, Wash., at the Mil- 
waukee convention as well as a number 
of others, was the first woman exhibitor 
on record there. She is news, and here is 
her picture. ‘ 

Col. A. F. H. Scott, whose parents with 
a little forethought might have re-ar- 
ranged his initials for more appropriate 
present-day use, closed his address at 
Milwaukee with this statement, “Make it 
smart to own and live in a small home.” 
That is the one phrase of many thousands 
we listened to in the two convention 





GS. W. DULANY, 
Clinton, lowa; 


Likes Dramatizations, 
Package Selling 


DAN HEAD, 
Kenosha, Wis.; 


Maintains His Youthful 
Outlook 


months that sticks with us. We’d like to 
put it this way. Adopt as your slogan for 
1938 “MAKE IT SMART TO OWN AND LIVE 
IN A SMALL HOME.” 


DAKOTA ARTICLES BRING BALE OF 
LETTERS TO SUBJECT OF ONE 


Time out for a little back-rubbing—our 
own again. J. W. Horner, president, who 
succeeds himself as head of the North- 
western, told us at Minneapolis that he 
receives a lot of helpful information from 
the Realm of the Retailer department in 


the AMERICAN LUMBERMAN, and that he 
was especially interested in the series of 
articles dealing with the Dakotas. 

“Your paper certainly derived a lot of 
reader interest out of those articles,” said 
Mr. Horner, “I know that, because the 
one in which you quoted some of my 
views brought me a veritable bale of com- 
mendatory letters.” 

The winter has been peculiarly open 





MISS PATRICIA PICKETT, HOUS- 
TON, TEX.; Makes Early Start at 
Convention Trooping 





and evenly graded as to day-to-day tem- 
peratures. In spite of this, when con- 
struction of a home is started on Jan. 25 
in North Dakota in any winter, you have 
news, and that is what happened, accord- 
ing to a verified report at the Minneapolis 
convention. It brings to mind the old 
pre-depression question of the feasibility 
and economy of winter construction, and 
all of the interesting cost comparisons 
that were advanced with respect to major 
structures. With so many dry wall 
houses going up today, winter building is 
a subject well worth the consideration of 
builders of small homes. 


DRAMATIZATION OF SELLING 


’ METHODS IS SUCCESS 


The reaction to Bill Badeaux’s drama- 
tized presentation idea for conventions 
was accurately summed up by George W. 
Dulany, Jr., when he said to us at Des 
Moines “If you make due allowance for 
the physical difficulties of the hall up- 
stairs, and overlook a suggestion of ama- 
teurishness in some of the performances, 
which you can not expect to be finished 
productions the first time out, I think, 
and I believe everybody here agrees with 
me, that this thing is a success right now, 
and will be a bigger one next year.” 

We agreed with that statement and 
with the one that followed, that “package 
selling of the complete home by lumber- 
men is no longer a possibility or even a 
probability. It is an established fact. 
Those of us who don’t know how to sell 
beauty and home comfort. have got to 
learn, and learn fast. There is no better 
function for a convention than to teach 
selling by dramatizing it.” 

J. Carthell Robbins, of the J. I. Porter 
Co., Stuttgart, Ark., in a talk at the Kan- 
sas City convention uncorked a veritable 
gem of practical logic which should be 
broadcast in. capital letters all over the 





country when he said: ‘““When we become 
as careful in selecting our Congressmen 
as we are in selecting our. yard truckmen, 
things in this country will get better.” 
The one terrible thing about that state- 
ment is that it is undeniably true in a vast 
majority of cases, and not by any means 
in its application to lumbermen alone. 
Pretty generally, we are governed in vot- 
ing for public officers by unreliable 
sources of information including axe- 
grinders, bombast orators and rumors. 
But a truck driver—that is important— 
he can hurt business. The dilatory or de- 
structive effect of an inefficient or dishon- 
est truck driver in a business organiza- 
tion, however, can be no worse than that 
from having the same type of man hold 
public office. 


THE RADIO “UNCLE” AND A WOMAN 
MANAGER FROM ARKANSAS 


We learned on good authority at Kan- 
sas City that Geo. Meadows, manager T. 
J. Gilstrap Lumber Co., Van Buren, 
Ark., is the well known “uncle” that Bob 
Burns refers to in his syndicated press re- 
leases and radio programs. George Mea- 
dows attended the Arkansas dealers’ ban- 
quet at the Southwestern convention. 
That Arkansas banquet had another dis- 
tinguished attendant in the person of Miss 
Mabel Padgett, active head of the Padgett 
Lumber Co., Batesville, Ark. 


CONVENTION TROOPING 
BEGINS AT SEVEN 


Our nomination for the distinction of 
being the youngest guest to attend an an- 
nual banquet at any of the season’s con- 
ventions goes to little Miss Patricia Jane 
Pickett, daughter of the secretary of the 
Lumbermen’s Association of Texas. Pa- 
tricia is seven years old. Two years ago, 
Mr. Pickett brought his older daughter, 
who was seven years old then; to the Chi- 








50 


cago meeting. This year Patricia decided 
that, being seven years old, she was en- 
titled to begin a career as a convention 
trooper. 
One more back slap—our own again, 
of course—and that will be all. R. W. 
Slagle, who everybody knows is the sec- 
retary of the Indiana association, told us 
that the coincidence of R. S. Foster -pre- 
siding at the Indiana meeting just fifty 
years after his father had acted in the 
same capacity, was equaled in interest 
only by the ability of the AMERICAN 
LUMBERMAN to reach into its files and 
produce in a moment the 50-year old cut 
of Bob Foster’s father, last used in our 
paper in 1887. We used the pictures of 
both R. S. and C. C. in the issue of Jan. 
15. Little incidents like that, coming up 
every few days, serve to keep us aware 
of how deeply rooted we are in the his- 
tory and development of the lumber busi- 
ness, and to point a little more keenly to 
the job ahead of us in the years to come. 


A CHANGE IN OPPORTUNITY'S 
FRONTIERS 


At Detroit, Col. T. Russ Hill (the pro- 
grams were full of Silver Eagle colonels 
this year—distinctly preferable to Blue 
Eagle snoopers) was the speaker at the 
banquet. The colonel said that he was one 
of Don Campbell’s high school teachers 
down in Kentucky. Usually in such a re- 
lationship one of the two principals feels 
honored. We expect that in this case both 
feel honored, for each is a credit to the 
other in their high school relationships. 
Among the many sound points advanced 
by Col. Hill, the one we liked best was 
“the frontiers of opportunity have not 
disappeared. They have simply changed 
character.” 


HEADED FOR A BETTER WORLD 
—AT HOME 


Today in times of stress you can’t move 
to a new land. There are no new lands, 
but you can move to a new viewpoint 
and to a new field of endeavor. Consider, 
as Col. Hill did, the 23-year old farm boy, 
who filed and had granted to him all the 
basic patents on television. Then, con- 
sider the fact that before many years have 
passed we are going to have motorless 
automobiles, wingless and motorless aero- 
planes, Diesel engines that will heat, cool 
and purify the air in homes. Or get closer 
to home, and consider the complete revo- 
lution which has just begun in the art of 
designing and constructing homes. There 
are more frontiers today than there ever 
were, and you don’t have to travel to 
reach them. Every man has a number of 
them, unexplored, inside his own home, 
inside his own business, inside his own 
town. We are headed for a better world 
in which to live because there are no 
places left to run to. We have to stay 
home and meet problems on the ground. 
We are beginning slowly to realize that, 
and when full realization comes, social 
improvement will be more rapid than the 
startling industrial and mechanical de- 
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Dealer-Furnished “Home Bank” 
Aid to Instalment Selling 


It is now “open season” for the retail 
lumber and building material dealer to 
go out gunning for an increased volume 
of profitable repair and remodeling busi- 
ness. There is a decoy available for use 
in this field which can be set out for each 
customer at a unit cost of but 3.2 cents. 
It is simply nothing more than the sav- 
ings bank idea brought up to date and 
adapted to the dealer’s use ins selling 
needed home repairs and alteration on the 
instalment plan. 

Tom wouldn’t consider a new garage 
costing $150; Dick lost interest in a 


Repair and 
Remodeling 
our 

HOME 


BANK 


Dividends !" 
Convenienc® 
Comfort 
Security 


BEST LUMBER ° 


Phone 334 





breakfast nook which would amount to 
$92.50; Harry forgot his plans for a base- 
ment recreation room when he was 
quoted $375. This was just a few years 
ago. Last year all three showed re- 
newed interest when the same jobs were 
offered to them on an instalment basis, 
but no contracts were closed. All three 
operated their households on a fairly strict 
budget and just couldn’t see where the 
extra five or ten dollars would come from 
each month for payments. Each case is 
one which the dealer can solve with a 
3.2 cents bank. 

It is suggested that a plan similar to 
this be followed: The dealer secures the 


“banks” and has suitable gummed labels 
printed to encircle them. An example 
is shown in an accompanying picture. 
The bank is nothing more than a standard 
stock can with a slotted opening in the 
top and a removable plug in the bottom. 
The model used for the picture is the 
product of a national can manufacturer 
and is available in minimum lots of 2,500 
which cost, complete with slots and plugs, 
$27.25 per thousand or 2.7 cents each. The 
printed gummed stickers can be obtained 
on order from a qualified printer at 
$12.50 for 2,500, bringing the unit cost 
to 3.2 cents. 

The most effective method of distrib- 
uting the “Repair and Remodeling Our 
Home” banks is direct from the dealer’s 
office, where the name, address and tele- 
phone number of each person receiving 
a bank may be listed for reference and 
systematic follow-up. Banks can _ be 
mailed also to the regular customer list 
and prospect list. 

A series of inexpensive newspaper ad- 
vertisements and personal explanation at 
the office stating the purpose of the 
banks will aid effective distribution and 
assure proper use. At first thought, 
there is a tendency on the part of both 
the dealer and the prospective customer 
to think that a tin can, two and one- 
eighth inches in diameter and three and 
one-half inches in depth, will be of little 
use in meeting monthly payments for re- 
pairs and remodeling. However, if the 
prospective customer drops a coin or so 
each day in the bank he finds out that 
he has several dollars put away in a 
short time and at no noticeable drain on 
the family budget. The bank, of the size 
mentioned, holds between twenty and 
thirty dollars when filled. 

The gummed sticker carrying the deal- 
er’s message and the name of his firm is 
a constant reminder to the home owner 
that each deposit is that much more 
toward desired improvements which can 
be paid for with money that would other- 
wise have dribbled away. The family 
whose first “home bank” savings consti- 
tute the down payment toward greater 
comfort, convenience and security of their 
home will continue to use this method 
and undoubtedly recommend the idea to 
many others. Sales promotion at 3.2 
cents per customer—the dealer’s own 
“Home Bank Plan’—is well worth in- 
cluding in yard operation for 1938. 





velopment of the past quarter century, 
and in no greater time will eclipse the to- 
tal progress of man during the past two 
thousand years. 

Well, space limitations bid us close this 
hash, but before doing it we’d like to say 
that the one thing that attendance at the 


conventions this year has impressed on us 
is that the eyes of the lumber and build- 
ing material business are definitely fo- 
cused on package selling of the complete 
house—the small house for the mass mar- 
ket. That is the new frontier of oppor- 
tunity for our business. 
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| Display, Drafting and Sales Rooms 
Are On Second Floor, Oftice Below 
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The Bristol Builders Supply Co., Bris- 
tol, Va., has just completed a new office 
building which ranks among the most 
modern in that part of the country. 

The main office, which is downstairs, 
presents an attractive, modernistic ap- 
pearance. The front entrance and show 
window were designed with the idea of 


« 


the second floor is covered with battle- 
ship linoleum, with appropriate insets 
and with non-skid aluminum nosings. 
The balustrade is a modernistic plaster 
rail, giving a pleasing effect. 

The flooring in the display room on 
the second floor was laid to show samples 
—ten different grades and widths of oak 





Main office (downstairs) of the Bristol (Va.) Builders Supply Co. 


both utility and beauty. Black carrara 
glass over the front, with appropriate 
aluminum moldings on the marquee, 
make the building look strictly modern 
from the outside. 

Upon entering one finds the floor laid 
in quarry tile in various sizes, colors, and 
patterns. The wainscot is buff asbestos 
wallboard. The paneled ceiling is hard 
plaster. To the right on the first floor 
are the book-keeping rooms, sales rooms, 
and the private office of President L. C. 
Hassinger. Mr. Hassinger’s office has 
an asphalt tile floor, paneled insulating 
board ceiling, and one of the most beau- 
tifully finished walnut wainscots ever 
seen. A notable feature for a lumber yard 
is the new chrome pendant. sprinkler 
heads, taking the place of an open pipe 
system. 

The main office is furnished in light oak 
with a satin finish. The new oak desks, 
with chrome moldings, were made in the 
company mill. Chairs for the office are 
chrome steel. The entire office is heated 
by hot water and fired by a stoker in the 
basement. 

Just back of the main office is a new 
set of (motor type) scales, with a floor 
capacity of 10 x 22, and a loading plat- 
form for the main warehouse, which is 
attached to the new building. This pro- 
vides ample space for loading trucks in 
any kind of weather. 

This building, because of its location, 
was designed with its display, drafting, 
and sales rooms on the second floor. The 
stairway leading from the main office to 


and maple being used in sections, each 
sample approximately 10 x 10. 


The floor in the sales room is covered 
with a personalized inlaid linoleum, with 
attractive insets. The woodwork in this 
room consists of. knotty white pine, fin- 
ished with a light cherry effect. The 
walls and ceiling are Williamsburg blue. 
The drafting room is paneled in red gum 
with a rubbed varnish finish. Bookcases 
and cabinets, to provide for catalogues, 
plan books and special plans, complete 
this room. 


The display room contains samples of 
roofing, brick, doors, screen doors, and 
breakfast room furniture. Here, also, 
may be found unique sample cases, con- 
sisting of panels laid in size 3 x 4 of 
typical grades and sizes of fir, yellow 
pine and poplar siding, flooring and ceil- 


ing. By this means a customer is able 
to visualize types, grades, and patterns 
of lumber better than by looking at a big 
pile in the lumber shed. 

With this addition, Bristol Builders 
Supply Co. is prepared to sell building 
material in the approved, modern, pack- 
aged way. No longer is it necessary to 
tramp over the entire yard looking at 
building material in its unfinished state. 
While the Bristol company has always 
been noted in this territory for install- 
ment selling of the smaller type house 
and modernization work, yet it has only 
been the last two years that it has ex- 
tended its services to include the finished 
house, cooperating with the local contrac- 
tors so that the owner could look to the 
building material company’s financial re- 
sponsibility, rather than to the usually 
unknown contractor. This has filled a 
very urgent need that had always been 
troublesome and sometimes embarrassing. 
For the construction business, an entirely 
separate corporation was organized. 

This new addition gives the company a 
floor space of approximately 50,000 feet. 
Only last year a thoroughly modern dry 
kiln and dry shed was completed. This 
dry shed is unique for a lumber yard, in 
that a constant temperature of approxi- 
mately 85° is maintained for the storage 
of oak flooring, panels, and lumber sub- 
ject to moisture. 

The entire plant covers approximately 
four acres and is the largest piece of real 
estate in the downtown business section 
of Bristol. 

The present owners of Bristol Byilders 
Supply Co. purchased the concern at the 
beginning of the depression in 1929, and 
since they were entirely new to the con- 
struction business, its remarkable growth 
during the depression is all the more re- 
markable. The concern was purchased 
in 1929 by the Hassingers, who had for 

(Continued on Page 95) 





The display room (on second floor) of Bristol (Va.) Builders Supply Co. 
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“Quad Cities” Unite to Offset 
Propaganda About High Costs 


Davenport, Iowa, April 4.—The Home 
Ownership Council of the Quad Cities, an or- 
ganization composed of business, financial and 
labor leaders of Davenport, lowa, Rock Island, 
Moline and East Moline, Ill., recently started 
an aggressive campaign to stimulate home 
building. The council’s first move was to pub- 
licize, in newspaper advertisements, the facts 
about the cost of materials and labor to offset 
any impression that building costs are excessive 
over the value offered. 

The council secured the services of the Fred 
A. Hinrichsen advertising agency of this city 
to direct the “cost facts” campaign. 


Distribute Factual Booklet 


In addition to the series of advertisements, 
one of which is reproduced elsewhere in this 
article, the council is offering for free distribu- 
tion an especially compiled booklet, “The Truth 
About 1938 Building Values.” The booklet 
may be obtained by writing to post office ad- 
dresses listed in the advertisements or direct 
from retail lumber and building material deal- 
ers, paint and hardware stores, building and 
loan associations, etc. 

Mr. Hinrichsen, discussing this campaign 
with a representative of the AMERICAN LuUM- 
BERMAN, which aided in compiling data for the 
booklet, stated that the individual distributors— 
dealers and others—are daily calling for addi- 
tional copies and that many requests are com- 
ing in through the mail. He said further: 


All of the dealers I have talked with are 


enthusiastic about the booklet and the adver- 
tisements. They say that the booklet gives 
them ammunition which is proving effective 
in breaking down resistance against home 
building which was created by false propa- 
ganda. The contents of the booklet, fair in 
presentation, are accepted as the facts about 
home building costs and values. 

We have endeavored to point out that poli- 
ticians with axes to grind started this false 
impression of building costs and, although a 
myth, it was seized upon by newspapers as 
news and spread all over the country. The 
propaganda was based upon conclusions 
reached after the examination of one or two 
superficial fragments of apparent fact. The 
facts are that better building methods, 
standardization, increased skill and a num- 
ber of other factors have combined to in- 
crease the value of the 1938 home and to re- 
duce its costs. 

We emphasize that prospective home build- 
ers should deal only with competent and 
responsible firms and individuals from whom 
they may obtain complete information and 
guidance on every phase of the home build- 
ing question. They are then assured of the 
real facts. 


Cites Costs and Values 


As to lot costs, the real estate agent is 
prepared to show property for sale at $500 
which would have cost $1,500 in 1926. Finan- 
cial agencies have the facts to prove that 85 
percent of the 1920-1929 financing costs are 
saved by the 1938 method and can be used 
for materials instead; the 1938 method leads 
to full ownership while the 1920-1929 plan 
led to only partial ownership. We must 
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credit 1938, also, with better house plans at 


a cost equal to 1926 but containing added 
values which reduce building costs and effect 
better construction and appearance. Lum- 
ber bills are cheaper. Such bills figured in 
1926 by dealers located in each of the Quad 
Cities and refigured on the present 1938 
prices show the following. 


1926 1938 
IR ee ok ace here $ 828.39 $ 814,32 
Dg See et eee 915.60 906.79 
pe ee re 599.51 594.82 
ee 1,113.00 1,095.29 


As far as labor costs are concerned, it is 


only fair to show that labor hours required 
for the construction of the 1938 home are so 
much fewer that they more than offset the 
slight local wage increases which have taken 
Place since 1926. We hold that it is unfair 
to single out lumber and building materials 
alone in judging whether prices are too high. 
Farm products, foods, clothing and many 
other necessities which comprise the cost of 
living have advanced on a ratio far above 
home building materials, 


A Community Service 


We believe that the booklet is a distinct 
aid to the council in placing information, not 
readily accessible to many people, in the 
hands of prospective home builders and those 
wishing to remodel or repair present dwell- 


ings so that they will be able to exercise | 


sound judgment and not delay the fulfillment 
of a desire for a home or procedure with 
necessary repair because of false informa- 
tion on today’s building costs and values. 

The commendable action of the Quad Cities’ 
council might well be followed under the spon- 
sorship of like groups in other cities. There 
is a wealth of information available to prove 
that the 1938 home costs less to build than the 
1926-1929 type and offers far greater dollar 
value, comfort and convenience. 


Cross Section of Construction Costs 


The Boeckh index compares construction 
costs on Jan. 1, 1938 with the 1926-1929 aver- 
age costs. Cost indices are given below for 
frame and brick construction. Index figures 
are computed on the basis of current material 
prices and current actual, not nominal, wage 


rates. United States average prices equal 100: 

Area Frame Brick 
Baltimore 

a er rere 107.2 112.0 

Se EE sce cae e ase se 91.6 94.5 
Boston 

| ee ae ree 116.3 120.3 

(TE ie ern 102.1 107.8 
Chicago 

BOONE. cocci cd de ee ci ciads 109.2 114.2 

Pe SOE 6 5o necks 104.0 108.6 
Cleveland 

IN oc acs dsm d'echngnsiio-weaie 107.2 113.4 

PN | ee ee 105.9 111.9 
Detroit 

| ee ee eer 103.3 108.4 

MRE ie EE ei alo! wa, 6's 0 sacks 97.8 103.1 
Kansas City 

PI cia Ss o.Se.d desided dined 100.3 106.5 

Se ar Ee: ob ao mweele nate 97.0 103.5 
New Orleans 

MEE oon sb cécowc denaaee 93.3 96.3 

Se tia Cn ok atone oh OS oS 81.6 83.5 
New York City 

.  . aa 133.3 138.4 

Se 3, BOGS oc ie sis 113.3 117.1 
St. Louis 

OSES  viasie ei dinele wacaseand” 118.6 121.1 

Ge Te BEE accwns caecum 98.6 105.3 


The relative importance of the price of lum- 
ber in a 1938 home is less than in the 1926-1929 
period.. A Southern Pine Association booklet, 
showing the distribution of costs of a frame 
house, points out that lumber costs represent 
no more than 8.21 percent of the total; that the 
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combination of lumber, millwork and 
flooring, including the labor of manu- 
facturing the millwork and the cost 
of the labor in laying the floor, repre- 
sents only 22.25 percent of the total 
cost. 

Labor costs, although slightly higher 
than in the 1926-1929 period, are not 
excessive in view of the amount and 
type of work accomplished. A sur- 
vey, by Engineering News-Record in 
20 cities, indicates that in 1926 com- 
mon labor received 54 cents per hour 
and skilled labor $1.28 per hour, while 
in 1937 common labor was paid 68 
cents per hour and skilled labor $1.39 
per hour. 

According to the National Lumber 
Manufacturers Association, building 
labor costs figured on an amortization 
basis, as used when costs of equipment 
and material are compiled, show that 
an average of 400 hours of carpenter 
labor required for the moderate, small- 
priced home of today would break 
from $1.625, highest prevailing union 
scale, amortized over the 20 year 
period at 6 percent, to approximately 
$57 per year, $4.70 per month or $1.08 
per week. 

Individual cases where a manufac- 
turer or a retailer is doing his part 
to combat John Q. Public’s “high cost 
complex” are numerous. For exam- 
ple, one manufacturer recently in- 
serted advertisements in key newspa- 
pers stating that the company’s roof- 
ing and lath are now selling at prices 
13 percent lower than a year ago, 
building board 3 percent lower and al- 
though plaster costs have increased to 
the manufacturer, selling price has re- 
mained the same. One Indiana retailer 
used newspaper space to contrast the 
cost of the 1925 home with the cost 
of the 1937 home: 1925—$4,950, plus 
street assessment of $424, total $5,374; 
1937—$4,850, with no street assess- 
ment. The 1937 home was described 
as having more closets, thicker floors, 
better grades of material and being 
much more livable. 


Extra Values at No Extra Cost 


Better and more economical design 
and more efficiency on the job con- 
tribute much toward lowering the cost 
of today’s home. Compared to the 
home of ten years ago, it has: 

“Extra” values; better and water- 
proofed foundations; stronger and 
better braced framing; automatic 
coal, oil or gas heating plants; year- 
round running hot water; air-condi- 
tioners; basement amusement rooms, 
including fireplaces; more and bet- 
ter insulation for year-round com- 
fort, providing balanced and health- 
ful temperatures in addition to sav- 
ing on fuel bills; better window 
frames, insulated and weather- 
stripped; finer millwork; more cabi- 
nets and closets, cedarlined; finer 
kitchen equipment, including tile 
cabinet tops and inlaid linoleum 
floors; more plentiful and elaborate 
Plumbing, including copper’ tube 
piping and water softeners; better 
sanitation; porcelain laundry tubs; 
concealed heating pipes; concealed 
lighting and more electric outlets; 
better sheathing, improved plaster 


bases; double floors throughout; 
copper leaders, gutters and flash- 
ings. 


Armed with the talking point that 
building costs are lower ; that the 1938 
home offers greater value; that financ- 
ing costs are lower and more easily 
handled than at any time in the past; 
that rents are mounting—dealers can 
now offer renters and other pros- 
pective home builders a real opportu- 
nity to create an estate and enjoy it. 


The TRUTH 
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about BUILDING VALUES 


TODAY 
1938 


To the many people in this community 
who want and need new homes, we are 
determined to bring the True Facts about 
present day building values. 


A wi 


tually cheated many people out of the 
benefits of home ownership by causing 
them to postpone, unnecessarily, their 
home building activities. 

Actually, 1938 is an unusually favorable 
year in which to build. Compared with 
the normal “Base Year” 1926, a far better 


dwelling can be erected now with an equal 
or lesser investment when ALL of the 
building costs are taken into consideration. 


The Home Ownership Counci! of the 
Quad-Cities is determined to make avail- 
able, to those-who desire to build, a com- 
plete array of information upon which to 
make a sound decision as to whether or 
not they shall proceed, or wait (for 


The truth is surprising and is overe 
whelmingly contrary to the prevalent idea 
that costs are too high. It may be years 
before they are as low as they gre right 
now. All indications point to higher prices 
as soon as steps to relieve the national 
building shortage get under way. 


WE CAN PROVE THESE FACTS 


WHAT IS THE 


HOME OWNERSHIP 


COUNCIL? 


The Home Ownership Council 
ie comprised of selected local 
representatives of business, fi- 
mance and fabor. Each is an 
expert in his particular line and 
serves without pay. The pur 
pose of the Council is the dis 
semination of accurate and un- 
biased Information about home 
building costs and procedures 
to enable those who desire or 
need new homes to make their 
decisions soundly and intelll- 
gently. 


LUMBER Ie almost identical In price with 
1926. Lumber, mill work and flooring are 
improved, much is pre-fabricated and can 
be installed with LESS LABOR. 


2 SITES. Unimproved lots. are obtainable 

right now at prices far below lot prices in 

1926. Make your own comparisons. Ask 

any realtor. Substantial savings in cost 

of building sites can be effected by buying 
RIGHT NOW. 


3 PLANS. These have been much improved 

since 1926. Homes built from them are 
more complete, more attractive, more con- 
venient In arrangement and more liveable. 
Plans cost no more than in 1926. A greater 
variety of designs is avaliable to choose 
from and erection costs are saved as the 
result of the greater completeness of the 
plans, 


PLUMBING fixtures, heating plants, oll, 
burners, electric refrigerators and many 
other items of modern home equipmeng 
are vastly improved over those available 
in 1926 and far lower in price. 

5 PAINTS have been greatly improved and 
last longer; upkeep savings are realized 
because of the jess frequent need for re 
painting. 

6 WORKMEN accomplish more work per 
hour due to better tools, pre-fabricated 
materials, and plans efficiently designed 
to recelve modern equipment. 

7 FINANCE. A comparison between the 
long term, low Interest, amortized loans 
of 1938 and the high Interest, short term, 
first and second mortgage financing of 
1926 shows SAVINGS sufficient to more 
than pay the lumber bill, with low month. 
ly payments that lead to FULL OWNER. 
SHIP, 


Yours FREE 


Ask your merchant, dealer, loan asso- 
ciation or bank for a copy of “The Truth 
About Building Values.” This 12-page 
booklet contains authoritative and de- 
talled information everyone should pos 
sess who wants to wisely decide whether 
te proceed with his plans for a new 
home. Copies may also be obtained by 
writing to 


HOME OWNERSHIP COUNCIL 

P. O. BOX 534, DAVENPORT 
OR BOX 409 ROCK ISLAND 
OR BOX 36, MOLINE 
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First of Low-Cost Homes Quickly Sold 


PorTLAND, Ore., April 4.—Two basic 
principles of housing projects are being 
promulgated and observed by an ener- 
getic lumber retailer in home promotion 
plans he has undertaken in this city in 
the heart of the Pacific Northwest lum- 


of future owner’s pocketbook each month. 

Mr. Rowell has completed three dem- 
onstration homes here but the first was 
off the list in a hurry. A buyer wanted 
it as soon as completed and insisted so 
vigorously on getting it that the house 


These houses are built to suit low-income families on sound financing basis as planned 

by Rowell Lumber Service (Inc.), Portland, Ore. At the left is a cottage type, 40 feet 

by 26 feet 5 inches, built to retail, with lot, at $3,600. At the right is a Cape Cod 

type, six rooms, 28 by 32 feet, built to retail, with lot, at $3,750. They are planned 
to fit monthly incomes of $120 to $125 


ber producing belt. The dealer is Harry 
Rowell, of the Rowell Lumber Service 
(Inc.). 

First of the two principles is—show 
your construction from the time ground 
is broken for the basement until the final 
touches are added. The second is— 
build the size and type of home to require 
not more than approximately 25 percent 


Resettlement 


PoRTLAND, Ore., April 4.—Now al- 
most completed in this area is one of 
Uncle Sam’s most interesting housing 
projects, with 72 new farm homes and 
barns dotting the landscape near here, 
and with 35 older farm homes remodeled. 

More’ than housing was involved in 
this project for it also meant the transfer 
of worthy farmers from unproductive 
lands to farms which can produce the 
type of living a farmer wants for him- 
self and family. 

The Resettlement Administration 
started the Yamhill farms project in Ore- 
gon March 4, 1936. Construction of 
houses, barns and chicken houses began 
in January, 1937. Now 99 of the farms 
are occupied by farmers chosen from 
more than 4,000 applicants. The ad- 
ministration bought 6,531 acres of land 
at an average cost of a little more than 
$80 an acre. The average farm consists 
of about 60 acres, with poultry units 
somewhat smaller. 

The project resulted in expenditure for 
construction and remodeling alone of 
about $423,000, much of which went into 


was sold and the “open for showing” 
sign was hauled in. 

“First of all,” Mr. Rowell said, “we 
invite the public to come and look from 
the time we dig for the basement until 
the last shrub is placed. We ask them 
to examine the lumber, to test the ce- 
ment for the foundation, to demand all 
information about basement drainage, in 


short, to fire questions at us on every bit 
of work done. We ask them to inspect 
the size of timbers used for framing, to 
look over the plumbing fixtures and the 
light fixtures and to know in all detail 
what the house embodies. We find, by 
this system, that prospects develop a per- 
sonal interest in the. houses from which 
they cannot escape. 

“The average man should not go above 
25 percent of his income; for instance, if 
earning $120 a month, he should buy a 
house on payments of not more than $30 
a month. On such a basis, we believe he 
should buy around $3,500 worth of shel- 
ter to be on an economically sound basis. 
Such a home project, with reasonable 
and expected circumstances ensuing, is 
fundamentally sound.” 

One of the Rowell houses is of the 
cottage type with attached garage, and is 
40 feet by 26 feet 5 inches. It has a liv- 
ing room, two bedrooms, dining room, 
bathroom and half-basement. All lum- 
ber exposed to weather or cement is Wol- 
manized, and the red cedar shake siding 
is pre-stained, or rather pre-impregnated 
with paint which covers both the exposed 
and the covered areas. The house sells 
for $3,600, including lot worth $400. 

The other house is Cape Cod type of 
six rooms with specifications similar to 7 
those in the cottage type. It is 28 feet 
by 32 feet with two bedrooms upstairs, © 
one bedroom, kitchen, living room, din- 
ing room and bath down. This house is 
built to sell at $3,750 with lot, $400. 


Project Nears Completion, 


the pockets of carpenters, plumbers and 
lumber producers. 

Construction involved erection of 30 
six-room homes, costing $3,300 per 
house; $1,900 per barn, and $600 each 
for other buildings. Houses are of the 
Cape Cod type, 58 by 21 feet with at- 
tached garage. 

The barns are Gothic, 46 by 32 feet, to 


accommodate 10 cows, a team of horses, 
and 40 tons of hay. 

In the next group, 42 lower-cost proj- 
ects were developed. The houses are of 
the four-room Cape Cod type, 36 by 20 
feet. They cost about $1,650 each and 
the Gothic barns, 36 by 28 feet, $1,200 
each. Other buildings cost $600. 

In the remaining projects, existing 


Close up of six-room Resettlement Administration home in western Oregon as it neared 
completion. The house is modern throughout 

















Amenmcanfiumberman 














American Lumberman House Plan No. 236 


BILL OF MATERIAL 


CONCRETE & BRICK WORK: 

170 eu. ft. concrete footings 

990 cu. ft. concrete walls 

iy . ft. 3Y2-in. concrete floor, bsmt. 


3Ye-in. concrete floor, front ent. 


2s “oe. ft. 3%2-in. concrete slab 


| | - firepiace 

i el -ft., furnace 

54 lin. ft. 8xi2 terracotta flue lining 
PLASTER AND TIN WORK: 


722 sq. yds. plaster 
10800 lath, 3/8xI/2—4 
76 lin. ft. 10-in. ridge roll 
80 lin. ft. 14-in. valley tin 
75 pes. 5x7 tin flashing 
74 lin. ft. 32-in. down spout 
12 pes. 342-in. elbows 
ROUGH HARDWARE: 
22 sets — weights & cord 
re Ibs. nails 

| enstiren: ‘cleanout door 
{ coal chute; { fireplace damper 
{ eastiron floor drain 
aa ES Ng 

- 6x6—8 pi 

ia" oa. 2x8—12- ater 





se \e 3 risers; fr. ent. 





L.R. 
17.0 « 18.0 








200 lin. ft. 2x8 sills 
160 lin. ft. 2x10 sills 
160 lin. ft. 2x6 sills 
19 pes. 2x10—14 first floor joist 
19 pes. 2x10—8 first floor joist 
= pes. 2x10—i8 first floor joist 

pes. 2x8—10 porch floor joist 
2 pes. 2x10—i4 second floor joist 
9 pes. 2x10—24 second floor joist 
13 pes. 2x10—i8 second floor joist 
12 pes. 2x10—i6 second floor joist 
12 pes. 2x10—10 second floor joist 
21 pes. 2x6—20 ceiling joist 
18 pes. 2x6—10 ceiling joist 
10 pes. 2x6—8 ceiling joist 
5 pes. 2x4—10 ceiling lst. porch 
2 pes. 2x8—22 valley rafter: 
46 pes. 2x6—18 rafters 
41 pes. 2x6—14 rafters 

2x4—10 dormer rafters 
h rafters 

ide studs 
le studs 
le studs 





ard 
insulating board, walls 
21 squares 24- in. “shingles, walls 
1700 ft. B.M. 1x4 roof sheathing 


18 ott 
140 


16-in. a les, roof 
» & M. &M subfloor 
is finish — 
{x3 porch 
5/8x4 perch ceiling 


70 ft. B.M. 
450 lin. ft. 1x4 br ty ay 
5 6 I bi 


2 


pes. 2x12—1i6 stair carriages, main 


MILLWORK: 


7 


ee ee ee I ee ee ee ee ee 


& 


sash frames 10x16—1! Ue 4 Its. bsmt. 


dr. fr. 3/016) Bel front ent. 
0. ‘3 door iy ~~ fll { pan. 
side inside trim 
0.S. dr. fr. 3/0x6/8—134 rear ent. 
0.S. door 3/0x6/8—134, 1 pan. 6 Its. DS 
side an trim 
sash fr. 10/13—134, 36 Its. 
sash WAL are 36 Its. SS 
side inside tr 
twin -~ hy _ ae 8/1 .* f° 12 Its. 


liv. r. 


im, twin 
sgl. wdw. fr. apiz—t s/s 12 Its. liv. r. 
wdw. a bape we oe ss 

side inside tr 

trip. wdw. eS yg El 5 12 Its. din. 
wdws. 8/12—1 3/8 A, 

side inside trim, tripl 

sgl. wdw. fr. 10/121. Ay 12 Its. kit. 
wdw. 10/12—1 3/8; 12 Its. SS 

side inside trim 

sgl. wdw. fr. eS gee! ais i Its. kit. 
wdw. 10/74%2—I1 3/8; 

side inside trim 


BR. 
13.0 x 18.6 


SECOND 
FLOOR 


sgl. “=. fr. er aes Its. toilet 
wdw. 10/10—I! ve © obs. 

side. — tri 

sgl. wdw. frs. 70 (ra s/s 12 Its. bedr. 2 
iy 10/12—1 ae 12 Its. SS 

sides inside tr 

twin wdw. \ 10/121 3/8 12 Its. bedr. { 
wdws. 10/12 12 ss 

side inside on ‘tas 

sgl. wdw. fr. 10/12—i 3/8 (2 Its. bedr. f 
wdw. 10/12—i 3/8 12 Its. SS 

side inside trim 

twin wdw. fr. 8/12—1 3/8 12 Its. bedr. 3 
wdws. 8/12—i 3/8 12 Its SS 

side inside trim twin 

sgl. wdw. fr.—8/10—i 3/8 Bg Its. bathr. 
wdw. 8/10—! 3/8 {2 Its. obs. 

pend inside wie 
wdw. fr. —i B dg 12 Its. hall 
a. 8/12—1 oe 12 Its. SS 

side inside trim, twin 

sgl. wdw. fr. 10x 12-1 ng 12 Its. bedr. 4 
- 10/12—1 3/8 12 Its. SS 

side inside trim 

twin wdw. fr. 8/12—I aes {2 Its. bedr. 4 
wdws. tgp | we {2 Its. SS 

side inside tr 

sash frame $/4x3/6-—I + 0.S.M. bedr. 4 
pr. sash 8/12—1 3/8 6 Its. ea. SS 

side inside trim 

louvre 1/0x2/6 circle top, front gable 
ins. dr. fr. 3/0x6/6—1 3/8 2x8 fruitr. 
inside door gin tee 3/8 5X pan. 

pes. Ix4—18 inside tr 
ins. dr. 3/0x + ale 3/8 pod —- bin 
ins. door 3/0x6/8—1 3/8 5X pa 

fs ix4—18 inside trim x Z 
ns. dr. fr. 5/0x6/8—1 3/8 5% liv.-din. 
pr. doors 5/0x6/8—3/8 12 Its. ea. DS 
sides inside trim 

ins. dr. fr. 2/8x6/8—I1 3/8 5'- A “ 
ins. doors a 3/8-in. 2 p 


374x8/8—I 3/8 a clo. 
ins. pha 2/4x6/8—I 3/8 
sides inside trim 
ins. dr. fr. ot o/s pa aottet 
ins. door 2/4 - _" 3/8 2 
sides ge = 
D.A. dr. fr. o/ex6/8—I s/s 3 a kit. 
D.A. door —— 3/8 2 
sides inside tr 
ins. dr. frs. z/tx6/8—1 + ™' ane bedr. 
ins. doors =~ Sg 
sides inside tr 
ins. dr. fr. 2ax6/8—I 3/8 5% in. bathr. 
ins. door 2/4x6/8—1! 3/8 2 pan. 
sides inside trim 
ins. dr. frs. 2/4x6/0—I! 3/8 5% clo. 
ins. doors > 3/8 2 pan. 
sides inside trim 
ins. dr. fr. 2/6x6/0—1 sve = ane clo. 
ins. door 2/6x6/0—1 3/8 2 
sides — trim 
in. dr. 2/6x6/8—1 se % - -stor. 
ins. Ey 2/6x6/8—1 3/8 2 
d _ trim 
ft. 5/8x4%, base 

. ft. “xq base mold. 

. ft. Yox34 base shoe 
125 lin. ft. 5/8x1Y2 pict. 


mold. 
(CONTINUED ON OTHER SIDE) 


ee SA SARRRRGaEaERE Daa cashaasuaaeeteheesaaneasnensaaneneeasanaaa 
3%e 
FF ee 
75 
as 
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liv.-din. 
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American Lumberman House Plan No. 217 








BILL OF MATERIAL 
BRICK, CONCRETE & PLASTER WORK 


216 cu. ft. footings and concrete walls 
360 sq. ft. 3-in. concrete floor 

22 lin, ft. fireplace 

22 lin. ft. furnace flue 

463 sq. yds. plaster 


ROUGH LUMBER 


20 pes. 2x10—1i4 floor joist 
36 pes. 2x10—i8 floor joist 
56 lin. ft. 6x8 beams 

36 lin. ft. 6x6 cedar porch 
4640 ft. B.M. shiplap 
140 pes. 2x4—7 studs 
800 lin. ft. 2x4 plates 
60 pes. 2x6—i4 ceiling Joist 

160 pes. 2x4—Ii4 rafters 

1400 ft. B.M. ix4 roof sheathing 

1000 lin. ft. 2x4 mise. 

1500 ft. B.M. %4x10 rough sawed siding 
6 rolls heavy building paper 

16 squares shingles 

150 lin. ft. 3x4 gutter 

50 lin. ft. down spout 


16-in, 0.C. 


——— EE 


Cc en er ee ee eer Sit nT | ~ 
Lown hee 
‘rir § T 


| — > pert 


— + 




















Te 














* 


SEET rane B18 
~~ oe 





DOORS 


i—3 ft. x G2 ft. x 1%-in. front door, frame & trim 
i—2 ft. 8 in. x GY ft. x 1%-in. rear door, frame & trim 
11—2'2 ft. x 6 ft. x 1%-in. int. doors, frames & trim 
| pr. 3/2 ft. x 6/2 ft. garage door, frame & trim 


WINDOWS 


24x56 casement, zine bars, frame & trim 
24x56 casement, zinc bars, frame and trim 
24x47 casement, zine bars, frame and trim 
24x29 casement, zine bars, frame and trim 
1 dbl. 24x29 casement, zine bars, frame and trim 
| sgl. 24x47 casement, zinc bars, frame and trim 


INTERIOR FINISH 


400 lin. ft. base 

400 lin. ft. base shoe 
30 lin. ft. IxI2 shelving 
Kitehen cabinet det. 

| medicine cabinet det. 
Bathroom cabinet det. 
Attic stairs per plan 
Lincloset as per detail 


1 sgl. 
1 dbl. 
6 dbl. 
1 sgl. 


EXTERIOR FINISH 


160 lin. ft. Ix4 S4S 

160 lin. ft. Ix6 S4S 

250 lin. ft. %4-in. cove 

110 lin, ft. !x10 rough sawed, shutters 


FLOORS 

160 sq. ft. fir kitchen & bath 
854 sq. ft. hardwood flooring 
HARDWARE 

12 sets casement window openers 
12 sets casement window catches 
it sets interior door locks 

| front door lock set 

| rear door lock set 

14 prs. 32x32 butts 

| cleanout door 

{ floor drain 

600 Ibs. nails 


PLUMBING AND HEATING 


| bathroom equip. complete, ete. 
{| complete air-conditioning heating plant 





American Lumberman House Plan 
No. 236--Continued 


MILLWORK (Continued) 


50 a. f. Py ceiling mold. kit. 
ie hook strip, clo. 
. 1/8 dia. hanging rod 
32 lin. ft. 4xi8 shelving 
24 lin. * a4 chelvine. 
400 feet B 3/8x3 lining, cedar closet 
90 lin. ft. "ante Yq -roun cedar clo. 
stock ironing board, basement 
set cases, detail, kit. 
medicine cases, det. bath & toilet 
china case detail, dining alcove 
mantel shelf, { bookcase, { seat, det. 
set mill stairs 3'/2-ft. 13 risers bsmt. 
mS: main stairs 3'/2-ft. 15 risers 2nd fl. 
4 lin. ft. 34x18 shelving, fruitroom 
lin. ft. 2x3 supports, y ~ 
0 lin. ft. 34x2' cleats, frui 
set open shelves 0/6 x5/0—12- »~y ‘bathroom 
lin. ft. %4x5'/2 fascia, eaves 
lin. ft. 3%4x7'/ plancier, eaves 
lin. ft. | 1/8x1/% bed mold. eaves 
lin. ft. 4x6 wood gutter, eaves 
to lin, sy 34x72 frieze, gable. 
150 lin. 34x32 crown Ling gable. 
40 lin. nm "34x5Y2 rag 
90 lin. xt to Genrds. gable 
20 lin. ft. 2x6 porch plate 


— closet 


Se eee ee 
ocoe 4 


aaS8ss 


2 box columns 4'/2x4'/2—8 pore 
30 lin. ft. %x x%, porch ening Mnold, 
4ax7 V/; 
Oxi, bor = ed mold. 
{ set 0.S. steps 5-ft. 4 risers, rear 
18 lin. ft. 34x4/s fascia, dormer 
18 lin. ft. 34x3 crown mold. dormer 


FINISH HARDWARE: 


22 sash locks & lifts 
7 sets basement hardware 
i set casement hardware, for pr. sash 
1 front, | rear, 18 ins. door locks 
. door lock for double door 
hinge; | pr. push plates; 
butts & screws 
utts & screws 
18 rubber ts door bumpers 
19 pr. inges; {2 cupboard turns 
7 elbow catches 


PLUMBING & HEATING: 


| set laundry trays; basement 

1 sink anne. kit. 

| lavatory; | stool complete: toilet 

| bath tub, 1 lavatory, { stool; bathr. 
{ warm air heating plant complete, inst. 
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buildings were remodeled at a total aver- 
age cost of $3,000 for each farm. 

Cost of each project, complete with 
land, buildings and enough livestock, 
poultry etc. to provide a start, ranged 
from $8,000 to $12,000. Each family 
was leased a farm for five years opera- 
tion, at the end of which time the lessor 
will be given a purchase contract, the 
lease money applying as down payment. 
Average annual payments, ranging to a 
maximum of 40 years, will be between 


Amermcanfimmberman 


$350 and $450, it has been computed. 

Now that tenancy is almost complete, 
the Farm Security Administration, which 
took over the Resettlement Administra- 
tion work last November, is furthering 
community enterprises and cooperative 
services for heavy farming equipment ; 
purebred sires; canning equipment, and 
other facilities. 

Walter A. Duffy, regional director of 
the Farm Security Administration, Port- 
land, is in charge of the project. 


Lumbermen’s Display at Omaha Building 
Show Brings Good Results 


Omana, Nes., April 4—The Lumbermen’s 
Club of Omaha, with the co-operation of the 
West Coast Lumbermen’s Association, Red 
Cedar Shingle Bureau and Western Red Cedar 
Lumber (Inc.), sponsored an extensive display 
at the Better Homes and Building Exposition 
held here March 15-19. Members of the club 
express themselves as very well pleased with 
the results from this display and the opportunity 
it gave them to contact the public and explain 





their products. Prospective builders visiting the 
booths were surprised at the strides that have 
been made by the manufacturers of forest prod- 
ucts, and members were on hand at all times 
to meet visitors, reply to the many questions 
and furnish information regarding the particu- 
lar needs of each prospect. 

Expenses of the booths were defrayed by the 
Lumbermen’s Club of Omaha and the displays 
were furnished by the West Coast organiza- 
tions mentioried. Robert Binkley, Red Cedar 
Shingle Bureau representative, showed talking 
pictures twice daily, which gave the people at- 
tending a very good idea of the handling of 
lumber. and shingles from the growing tree, 
through the manufacturing processes and the 
final: application on the job. Mr. Binkley’s 
efforts were most helpful to the success of the 
entire exposition. Some of the points demon- 
strated: were over-roofing and _ over-walling 
with Certigrade shingles and visitors were ‘sur- 
prised at the splendid results that can be ob- 
tained at very reasonable costs with this pro- 
cess: Knotty paneling was another item which 
aroused much interest, it being shown how com- 
pletely a room can be made over with attrac- 
tive results. These two ideas alone are opening 
up a large field for sales. 

The following members of the Club, repre- 
senting three types of distributors, commission 
men, direct mill. representatives and wholesal- 
ers, were active in putting on this show and 
in entertaining visitors and giving them useful 


information: J. F. Gresley, J. B. McSorley, 
Elmer Nordell, Frank Hughes, H. F. Gustaf- 
son, J. E. Dodds, Milton Dodds, Lawrence 
Dodds, Frank Gleason, Alva Sconce, W. R. 
Stelzer, Wendall Brown, James Hill, Walter 
Johnson, C. M. Kincaide, Joe Vifquain, Hugh 
Armstrong, Joe Lean, Max Fellows, E. A. 
Mocre, C. M. Reynolds, Leonard J. Francis, 
W. O. Morris and E. R. Pierson. The exhibit 
was so well received that members feel it would 





| Lumbermen's Forest Prod- 

® ucts Display at the Omaha 

Better Homes and Build- 
ing Exposition 





be well for groups of other cities to make an 
effort to sponsor similar kinds of consumer con- 
tact. 

The general feeling in Omaha lumber circles 
is that there will be much improved business 
conditions in 1938, as many inquiries have been 
made about small homes under the $6,000 limit, 
with FHA financing. The many questions asked 
at the booths show that lumber is still a favored 
building material. 

The Lumbermen’s Club of Omaha meets every 
Monday noon for luncheon and is always ready 
to welcome visiting lumbermen. 





North Carolina Manufacturer Oper- 
ating Electric Band Mill 


ELIzaABETHTOWN, N. C., April 4.—C. W. 
Greene, president of Greene Brothers Lumber 
Co., (Inc.) recently announced the removal of 
offices from Fayetteville, N. C., to Elizabeth- 
town where the company has a new eight-foot, 
all electric band mill in operation, manufac- 
turing 65,000 to 75,000 feet of lumber per day 
from original growth pine and hardwoods. 
Pine production is seasoned in Moore cross- 
circulation kilns enabling the company to quote 
on 4/4, 5/4 and 6/4 dried rough finish. 
Complete planing mill facilities have been in- 
stalled. 


$1, 000.00 


INCREASED SALES 
IN SEVEN MONTHS 


THROUGH 
SPEEDU)LITE 


FLOOR SANDER 


RENTALS 
Think of it! 


LOOK AT THE ACTUAL 
SALES RECORDS 
BELOW AND SEE 

THE EXTRA 

PROFITS THAT 

AWAIT ONLY 


YOUR 


PROMPT 
ACTION 
* 



































IN 13 MONTHS 
ST. PAUL, MINN 


IN 7 MONTHS 
PAWTUCKET, R, I. 


IN 12 MONTHS 
KANKAKEE, ILL. 


$1557.67 
$1000.0 
$910.00 


}4 Ome and Building Owners, Carpenters, 


Contractors, Decorators and Handymen 
are favoring stores that feature this sensa- 
tional sanding machine that quickly pays for 
itself in extra revenue from nee vs J and in- 
creased sales of floor finishing materials. Day- 
by-day sales records of Speed-O-Lite Dealers 
prove conclusively that for every dollar a 
customer spends for rental of this machine, 
he will spend another dollar for sandpaper, 
paint, varnish or other floor finishing ma- 
terials. Our complete Merchandising Plan and 
Advertising Material furnished FREE with every 
unit starts the dollars rolling in the first week. 
The SPEED-O-LITE is light weight (80 Ibs.). 
Works right up to the quarter-round. Vacuums 
up all dirt and dust and leaves a ballroom 
finish on every floor. 


TRY IT FOR 5 DAYS. NO OBLIGATION 


FEATURES THAT CLICK WITH THE CUSTOMER 


% Sands right up to x NO EXPERIENCE 
the quarter-round. is required to run a 
Eliminates hand Speed-O-Lite. 


labor. ke Ball-b ‘ 

‘ z all-bearing 
%& Picks up all dirt equipped throughout. 
and dust—leaves a 


ballroom finish on 


%& Plugs into any con- 
any floor. 


venient light socket. 


MAIL COUPON TODAY 


LINCOLN-SCHLUETER = 4938 
FLOOR MACHINERY CO. 
242 West Grand Ave., Chicago, Ill. 


Please send full details of your 5-day FREE 
Trial SPEED-O-LITE Offer. Also complete 
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for Dealers. 



























































58 





Direct Importers of 


BALSA WOOD 


STOCKS IN PORT FOR 
PROMPT SHIPMENT 


F.C. LUTH! & CO., 237 onikans fa. 








SCRIBNER’S LUMBER & LOG BOOK 


Indispensable for lumber merchants, sawmill men, ete., 190 
pages, vest pocket size, giving tables on scantiing and plank 
measure, round timber reduced to square timber and round 
logs reduced to inch measure by Doyle’s Rule, log tally ecal- 
culations, and other valuable information, Over 2,500,000 


se. 50c¢ 


S. E. FISHER, Publisher 
195 Piatt St., Rochester, N. Y° POSTPAID 


eae TE 


LEMIEUX BROS.,INC. 


~ FORESTERS — TIMBER ESTIMATORS 
APPRAISERS -- CIVIL ENGINEERS 
410-11 Maritime Bldg. NEW ORLEANS, LA. 


NORTHERN WOODS | 


yma fee ecl 
AND BIRCH 


FLOORIN G 


Our new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 


SIWwWwELLS 


LUMBER COMPANY 
MAN UEACTURERS 
MENOMINEE MICHIGAN. 


SUPERIOR BRAND 
MFMA 


MAPLE FLOORING 


Michigan Hard Maple 


BROWN DIMENSION CO. 


MANISTIQUE, MICHIGA 


YO U R REQUIREMENTS FOR 


4/4” 6/4” 8/4” 
ONE,COMMON AND 
BETTER NORTHERN 


HARD MAPLE 


CAN BE PROMPTLY FILLED 
FROM OUR LARGE WELL 


17 AIR DRIED STOCKS 


VON PLATEN - FOX COMPANY 
IRON MOUNTAIN, MICHIGAN 















































BOOKS—B00 K$—BOOKS$—Here’s the place 
to get them. Write now for catalog. 
American Lumberman, 431 S. Dearborn St., Chicago 








‘ the august legislators. 


Amemcanfiumberman 


April 9, 1938 


Congress Hammers at 
Reorganization, Taxation 
and Recovery Measures 


[By AMERICAN LUMBERMAN Staff Correspondent] 


WasHincton, D. C., April 6—The pot 
surely is boiling furiously down here these days, 
the steam hissing forth in all directions and 
chasing the innocent bystanders to cover. For 
example, proponents of the Administration 
government reorganization bill tell of its vir- 
tues in language calculated to soften the heart 
of any doubter, only to switch abruptly to vio- 
lent denunciation of the hardy critic who dares 
to question either motives or objectives. On 
the other hand, the hard-talking opponents paint 
a picture of the enemy right at the gate and 
trying to burst in and wreck the whole govern- 
ment. So we humble observers can only won- 
der just where the truth is and how to apply it 
effectively to the pending bill. 


Tax Bill Still Being Remodeled 


Maybe it is just as well to let the Capitol 
Hill folks get off steam on this bill and be 
prepared to give calm consideration to the tax 
bill, which the Senate finance committee remod- 
eled via the major operation route, when it 
comes back to that body for further considera- 
tion. All hands seem agreed that the greatest 
immediate need is to get business started again 
and the idle millions back to work. The Senate 
committee—17 to 4—had this in mind when it 
knocked out the much-criticized corporate sur- 
plus earnings tax and further modified the cap- 
ital gains tax. The present outlook is that the 
Senate will sustain its committee in large part. 
Whether even the Senate committee version, if 
permitted to stand, will prove to be the key to 
unlock the door, one can not be certain. That 
it would go a long way toward eliminating fear 
and uncertainty there can be no reasonable 
doubt. The Senate committee deserves gener- 
ous applause for the straightforward manner in 
which it set about the job of getting the kinks 
out of the statutes that are blamed. so widely 
for the business slump. If Chairman Harrison 
and his supporters can hold their gains, a vote 
of thanks will go up in all sections of the nation. 


Legislators Hesitant About Labor Bill 


Our old friend wages-and-hours is still hesi- 
tating to emerge from the House committee 
on labor. Whether he will muster sufficient 
courage to stick his neck out in the immediate 
future, is another of those legislative mysteries. 
The clashing national labor groups seem to be 
approaching an agreement on certain features 
of this controversial measure, and may yet 
stage a hatchet-burying ceremony. Unfil now 
they seem to have succeeded only in confusing 
The truth probably is 
that none of them knows just what is best to 
do and each is mad at the other on that ac- 
count. Even the President, still firmly con- 
vinced that there should be a floor to wages and 
a ceiling to working hours, is not pressing hard 
for enactment of legislation at this session. 
Many members of Congress obviously are afraid 
that any wage and hour bill passed under pres- 
ent conditions might do more harm than good, 
no matter how moderate its provisions. 


Congress Reviving RFC Operations 


Congress is hurrying to free the hands of 
the Reconstruction Finance Corporation—a 
Hoover holdover, by the way—in the hope that 
by making a large volume of money available 
to big and little business on attractive terms, 
the depression may be at least retarded. All 


good citizens doubtless will join in wishing the 
RFC success. Some will remember that RFC 
has had limited lending authority for a long 
time, with few applications for credit. Of 
course, the situation has changed rather 
abruptly and long-term loans may now be wel- 
comed by large numbers of concerns which 
heretofore have not applied. Anyhow, lending 
with a prospect of a large percentage of re- 
covery looks better than just pouring out the 
taxpayers’ money with no expectation of any 
return. 


FHA LOANS SET NEW HIGH MARK 


Wasuineton, D. C., April 4.—The Federal 
Housing Administration reports a consistent in- 
crease in guaranteed mortgages under the 
amended law from week to week. For the week 
ended March 26, the total was $22,568,219. It 
was the fourth successive week in which FHA 
had set a new high mark. For the week be- 
fore the total was $21,293,061. For the week 
ended March 12 it was $20,386,711, and for the 
week of March 5 aggregated $17,613,402. And 
lending agencies have thirty days in which to 
report their loans to Washington. 

Meanwhile the FHA has sent out to 10,000 
lending institutions a statement of the condi- 
tions under which the National Mortgage As- 
sociation, subsidiary of the Reconstruction Fi- 
nance Corporation, will make housing loans and 
buy mortgages insured by FHA. The statement, 
of course, follows exactly the limitations fixed 
by the amended law, and is placed in the hands 
of lending agencies for information and guid- 
ance. 


TARIFF FAIRNESS TO LUMBER CALLS 
FOR CHOICE BETWEEN THREE 
POLICIES 


WasuinectTon, April 6—The American lum- 
ber industry approves and accepts reciprocity in 
trade agreements—but reciprocity must work 
both ways. This declaration was made by Wil- 
son Compton and Wm. B. Greeley, appearing 
before the Committee for Reciprocity Informa- 
tion in connection with the proposed new trade 
agreement with Canada. They urged either ac- 
cess for American lumber without discrimina- 
tion to British countries, or protection of our 
industry by tariffs at home. In other words, 
unless reciprocity actually reciprocates—works 
both ways—it ceases to be reciprocity. 

Others appearing on. behalf of the lumber in- 
dustry included A. N. Frederickson, eastern 
zone sales manager of the Weyerhaeuser Sales 
Co.; A. L. Jenny, manager St. Paul & Tacoma- 
Polson Lumber Co.; A. P. Leatherbury, Atlan- 
tic Coast manager, Charles R. McCormick Lum- 
ber Co., and W. S. Culbertson, export-import 
counsel for the National Lumber Manufactur- 
ers’ Association. 

In enumerating the reasons for the decline in 
American lumber exports from first to fifth 
place among exporting nations, Dr. Compton 
emphasized the precedent-setting importance of 
the present agreement, which will determine to 
a large extent the future course of our export 
and import trade. 

He pointed out that we can do one of three 
things : 

1. Pave the way for gradual resumption of 
major export trade with British Dominions and 
Colonies, from which United States lumber is 
excluded at present by discriminations arising 
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from the British Empire preferential tariffs. our State that even when some of the Paul : 
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Dealers of Seven Southeastern States 
Organize New Regional Association 


ATLanta, Ga., April 4.—The formation of 
the Southeastern Lumber & Building Material 
Dealers’ Association, here, on March 23, 24 and 
25 marked the beginning of concerted effort by 
southern retail lumber and building material 
dealers to attain “their place in the sun,” along 
with the Northeastern, Northwestern, South- 
western and other strong regional dealer 
groups. Fully 350 dealers, jobbers and manu- 
facturers attended the meeting which was “con- 
ventionized” with open forum discussions, au- 
thoritative speakers and an imposing array of 
more than forty merchandising exhibits. Seven 
southern States, Alabama, Georgia, Louisiana, 
Mississippi, North and South Carolina and Ten- 
nessee, had dealers who participated actively in 
the proceedings. Kentucky and Florida dealers 
were represented unofficially. 


Officers and Directors 


M. E. Dyess, Augusta, Ga., was elected pres- 
ident; R. N. Hawkins, Birmingham, treasurer ; 
Joseph G. Rowell, Birmingham,  secretary- 
manager. Headquarters for the association 
will be located at Birmingham, where Mr. 
Rowell maintains offices as secretary of the 
Alabama Building Material Institute. Vice 
presidents are: 

B. L. Noojin, Gadsden, Ala.; F. Lisle Peters, 
Lake Charles, La.; E. M. Hawkins, Cornith, 
Miss.; R. S. Kirby, Charlotte, N. C.; Ben T. 


Day, Easley, S. C.; Paul B. Carr, Johnson 
City, Tenn. 
Directors from each State represented in 


the association are: 

Alabama—R. A. Stricklin, Florence; E. 
Bridgers, Tuscaloosa; R. C. Patrick, Scotts- 
boro; B. F. Seale, Birmingham. 

Georgia—W. A. Knox, Thomson; W. O. Mc- 
Nair, Macon; Alton Daniel, La Grange; W. B. 
Willingham, Jr., Atlanta. 

Louisiana—Elmer Slagle, Monroe; J. Frank 
Carroll, Alexandria; Ben Johnston, New 
Orleans; F. Lisle Peters, Lake Charles. 

Mississippi—J. R. Perry, Vicksburg; E. M. 
Hawkins, Cornith; J. L. Virden, Greenville. 

South Carolina—M. L. Bagnal, Columbia; 
Elmer Snead, Greenwood; J. C. Cauthen, 
Rock Hills; Ben T, Day, Fasley. 

North Carolina—Frank A. Brooks, Greens- 
boro. 

Tennessee—-W. A. Seagle, Chattanooga; 
Fred R. Stair, Knoxville; Paul B. Carr, John- 
son City; Charles W. Scheffer, Nashville. 


Southern dealers, in the majority, have long 
been in accord with suggestions for a regional! 








PAUL B. CARR, B. F. SEALE, 
Johnson City, Tenn.; Birmingham; 
Vice President Director 


organization and for more than two years as- 
sociation executives and progressive dealers 
have been carefully considering ways and means 
to effect such a grouping. The new association 
is the first co-operative effect by dealers in the 
South since the days of the old Southern Retail 
Lumber Dealers’ Association wihch was organ- 
ized at the fifth annual meeting of the Retail 
Lumber Dealers’ Association of Western Ten- 
nessee & Kentucky in 1910 and functioned regu- 
larly but on a small scale until its abandon- 
ment some fifteen years later. 

Purposes of the association are set forth as 
follows: 

To plan and promote a program of public 
education to clear up misconceptions of build- 
ing material costs and the cost of building; 





M. E. DYESS, 


J. G. ROWELL, 
Birmingham; 
Named Secretary 


Augusta, Ga.; 
First President 


to plan and promote a program of public 
education on the value and benefits of home 
ownership; to promote and foster the most 
economical distribution and _ construction 
practices which will aid in providing the 
home builder with more house for the dollar; 
to promote liberalization of credit for home 
building and assist the FHA to promote in- 
sured loans for the purpose of stimulating 
building activities; to co-operate with real- 
tors and others to encourage planning for 
better land usage, better house design, bet- 
ter craftsmanship and the use of better ma- 
terials for home building; to encourage col- 
lective effort of all factors in the building 
industry.to the end that materials used in 
building may be produced and distributed to 
the consumer in an increasingly efficient and 
economical manner, providing the. building 
industry with a greater share of the con- 
Sumers’ spendable dollar; to develop and 
promote fair and just competitive practices; 
to promote harmony and justice between 
members and their employees; to protect in- 
dustry against unfair and unjust taxes; to 
collect and disseminate pertinent data rela- 
tive to the industry; to affiliate and co-oper- 
ate with the National Retail Lumber Dealers 
Association and other associations to promote 
the business interests of the members; to co- 
operate with such Governmental agencies 
that are, or may be, established to aid or 
promote the commercial, civic and industrial 
interests of the members. 


Secretary-manager - Rowell was instructed to 
prepare a constitution and by-laws for approval 
of the directors. It was the consensus that the 
constitution should provide that in areas where 
active associations exist recommendations of 
such associations shall prevail concerning mem- 


bership on the board of directors of the South- 
eastern group. This association will supplement 
but not supplant the State or local associations ; 
offering such services as it can furnish with 
greater economy and efficiency by reason of its 
larger scope. 

Officers and directors of the seven partici- 
pating State associations conferred on the 
morning of March 23 to complete program de- 
tails. The meeting was called to order that 
afternoon at two o'clock by Frank Wilson, 
president of the Atlanta Lumber & Builders 
Supply Dealers’ Association, general convention 
chairman. The invocation was pronounced by 
Dr. Louis D. Newton, Druid Hills Baptist 
Church, Atlanta, and C. F. Palmer, president 
of the Atlanta Chamber of Commerce, delivered 
the address of welcome. 


Attacks Government "Dabbling" 


Responding to the address of welcome, B. L. 
Noojin, Noojin Supply Co., Gadsden, Ala., 
commented on the problems facing the dealer 
of today and placed much of the blame on 
Government interference and experiment, He 
said in part: 

Government dabbling in building through- 
out the South has been at the expense of the 
local dealer in that ethical distribution has 
been disregarded by purchasing agencies; 
every house erected by the Government re- 
moved one more customer from the dealer 
and at the same time increased his taxes and 
cost of doing business; not one project spon- 
sored or constructed by the Government in 
its usurpation of the rights of dealers, con- 
tractors, etc., has been carried out along the 
lines of ethical procedure. 


FHA Provides Opportunities 


Don Campbell, Lebanon, Ky., president of 
the National Retail Lumber Dealers Associa- 
tion, pointed out profitable opportunities under 
the provisions of the revised Housing Act, the 
instigation and improvement of which repre- 
sents unstinted effort on the part of the 
NRLDA. He stressed the importance of local 
dealer activity and co-operation with the hous- 
ing program to assure its success. 


Rated by Homes Not Cars 


Bruce A. Wilson, Washington, D. C., educa- 
tional director of the FHA, outlined changes in 
the Housing Act and discussed the need for 
modern homes. He said in part as follows: 

Instead of being rated by the kind of cars 
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B. L. NOOJIN, 
Gadsden, Ala.; 
Vice President 


BEN T. DAY, 
Easley, S. C.; 
Vice President 


they drive, people are now being judged by 
their houses. A great era in home building 
is in prospect for the United States during 
the next decade. In the language of the 
street, we are going to get hot on housing. 
This era has started and is sweeping the 
country. The volume of loans handled by 
the FHA during the third week of March 
amounted to $20,386,000 as compared to 
$5,400,000 for the week beginning Jan. 5. The 
need of the hour is dealer effort; the Govern- 
ment has supplied the means to bring in this 
business and it is up to the dealer to step in 
and get his share, 


Up to the Dealer 


“The public misconception of high building 
costs; adverse criticism of lumber and other 
building materials, can be broken down by deal- 
ers if they are willing to secure the correct 
information and take the trouble to explain it 
to the consumer,” declared Fred R. Stair, Far- 
ragut Lumber Co., Knoxville, Tenn., who also 
advised dealers to “co-operate with your com- 
petitors to keep materials moving through the 
proper trade channels on a reasonable basis. 
Association effort in each community will be 
of help here,” he said. The business session of 
the first day adjourned at this time to allow 
those in attendance to inspect the exhibits. 

An informal dinner was held in the evening 
for the presidents and past presidents of State 
associations represented. Each officer was 
awarded with a certificate of merit and appre- 
ciation by Secretary Rowell. 

Speakers on the program, March 24 included: 
W. D. Parlour, Southern Pine Association, 
New Orleans, “High Cost of Low Grade Sell- 
ing”; B. W. Horner, Memphis, FHA director 
for Tennessee, “Sound Small Home Construc- 
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Co-operative Action Fol- 
lows Call For Group Re- 


presentation; Headquar- 
ters at Birmingham 


tion”; Charles E. Marsh, Memphis, secretary 
Memphis Lumbermen’s Exchange, “Memphis 
Small House Construction Bureau, (Inc.)”; 
George W. West, Atlanta, secretary West 
Lumber Co., “Mortgage Money.” 


Cheap Lumber—High Upkeep 


Mr. Parlour pointed out that the high main- 
tenance costs of “jerry” built houses continue 
indefinitely and that the sale and use of inferior 
and improperly specified lumber have more to 
do with the condemnation of lumber than all of 
its substitutes and the promises of would-be 
fabricators of building material. “Properly sea- 
soned and specified lumber,” he said, “is not 
excessive in cost and is highly satisfactory from 
the standpoint of beauty, durability and 
economy.” 


Sound Small House Construction 


Mr. Horner called attention to the fact that 
there is no need or excuse for haphazard con- 
struction of small homes; proper care, study 
and planning produce a house for $3,000 which 
is as satisfactory to its owner as a more elab- 
orate one costing $15,000. “In Memphis,” he 
said, “a bureau is in operation which success- 
fully takes the guesswork out of small home 
construction and puts it on a sound basis.” Mr. 
Marsh also discussed the operation of the bu- 
reau, details of which appeared on pages 72 
and 73 of the March 12 issue of the AMERICAN 
LUMBERMAN. 

“To get this plan before all of Memphis,” 
he said, “we started with the women’s clubs, 
garden parties and all other groups of women 
and supplied them with full information as 
to just what could be offered the home owner 
in the way of a modern, small home. Then 
we called in architects, contractors and finan- 
cial agents and put on a show depicting the 
way a dealer did business in the 20’s as com- 
pared to the services of a modern yard, using 
the FHA plan of building and inspection at 
all important stages of construction. All ele- 
ments of building and financing have entered 
into a full working agreement; we hope to 
see this plan, modified as necessary, spread 
to other areas and eliminate the nightmare 
of bad building of the 20's.” 

Study of mortgage money is essential for 
successful dealer operation according to Mr. 
West. He suggested that each dealer become 
thoroughly familiar with all phases of loan 
procedure under FHA insured plan. 

Fred R. Stair introduced a resolution asking 
for the appointment of a committee composed 
of representative State association members, to 
report on the advisability of organizing a re- 
gional association. After discussion, it was 
voted to set up a regional group and to elect 
officers on the following day. 

The forenoon of March 25 was largely de- 
voted to preliminary plans for the new associa- 
tion and election of officers for the ensuing vear. 
Discussion of the work of the Red Cedar 
Shingle Bureau and its new, widely publicized 
Certigrade Home, and an open forum on the 
cost of building materials were the concluding 
features of the meeting. 


When in Rome— 


In the afternoon, as is proper in the home 
town of Bobby Jones, dealer brassie busters 
journeyed out to the Druid Hills golf club to 
try their luck in a blind bogey tournament. An 
impressive list of prizes awaited their scores. 
Donors included the Atlanta dealers, wholesal- 
ers and several manufacturers and jobbers. It 
was reported, without authority, that Frank 
Horton of Birmingham was awarded “the” golf 
prize for having the best time and for attend- 
ing the fewest number of business meetings 
during the convention. 
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DIXIE BRAND It’s true that Dixie Brand Oak 
FI TON Flooring is Superfinel Made 


from selected Arkansas Oak, it 
has the beauty and quality, the fine- 
ness of grain and texture that make it 
the choice of particular buyers. Ip 
our new modern plant this flooring is perfected by 
advanced manufacturing, careful and accurate mill- 
ing. Here’s flooring you'll be proud to sell. You 
can back it with your strongest guarantee of satis- 
faction. Its quality will build trade for you. 


It will pay you to learn about Dixie quality and the 
service that we give. Today, write for Free Samples, 
prices and full information. 


W. R. WRAPE STAVE CO., INC. 


Office, Plant, 2200 E. 7th St, LITTLE ROCK, ARK. 


M. A. BATES, Special Sales Representative 
P. O. Box 395 DERMOTT, ARK. 


CCATIFICO 


AM-MEX SALES COMPANY 


INCORPORATED 


Lumber— Plywood—Tropical Hardwoods 
28 Church Street, Buffalo, N. x. 
Specializing in 
PLYWOOD of every description 








Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 











HOTEL BENSON 


PORTLAND 
OREGON'S 


Distinctive Hotel 


Centrally lo- 
cated. Aijr condi- 
tioned dining 
rooms. Unexcelled 
cuisine. 


All rooms with 
bath. Reasonable 
rates. 


R. K. KELLER 
and W. E. BOYD, 


Managing Directors 
ROSS FINNEGAN, 


Manager 
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Active New Jersey Associ- 
ation Completes 54th Year 


Newark, N, J., April 4.—To successfully bid 
for their share of the consumer’s dollar, lumber 
dealers must replace lethargic and outmoded 
sales methods with improved selling technique ; 
adopt the instalment system of merchandising ; 
capitalize on the small homes market; modern- 
ize yards and offices; become local building 
headquarters in their communities, and assume 
active leadership in promoting better housing 
and home ownership interest. These were 
among the many salient points stressed at the 


fifty-fourth annual convention of the New Jer- 





G. E. DeNIKE, A. F. H. SCOTT, 


Newark; New York City; 
Re-elected “Small Homes 
Secretary “Program 


sey Lumbermen’s Association, held here March 
24. During the business session, G. B. Roesler 
of Hackensack, president, was re-elected, as 
were all other officers and trustees whose terms 
expired this year. Also re-elected was Harold 
H. Van Natta, Morris Plains, representative on 
the board of the National Retail Lumber Deal- 
ers Association. Approximately 300 were reg- 
istered at the convention. 


Association Work in 1937 


Secretary G. E. De Nike, in his annual report 
detailed the increased activities of the associa- 
tion during the past year, calling attention to 
the fact that 7,357 additional pieces of mail and 
907 more telephone calls were handled than the 
year before. According to Secretary DeNike, 
specific services of his office included: 

Issuance of a tax time table and a series 
of bulletins on social security and unemploy- 
ment compensation laws and regulations; 
survey of wages and hours; “con game” and 
bad check notices; development of forms for 
drivers’ records; operating statement for 
comparisons; staging of five regional meet- 
ings to stimulate the use of grade-marked 
lumber; issuance of production reports; sur- 
vey of credit and collection agencies; inves- 
tigation of “repair frauds”; contribution of 
effort to reinstate Title I of the NHA; re- 
enactment of the State lien law; publishing 
of the first year book. 


He also reported that the financial condition 
of the association had improved and that the 
membership roster had been maintained at full 
strength. 


Need Confidence Re-established 


“The retail lumber and building material 
industry is doing its part to stimulate con- 
struction and we can look for a bright future 
if the Administration will do its part toward 
stimulating confidence,” he said. 
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A Guaranteed Product 


Speaking on “The Retailer and Sound Con- 
struction,” Hal B. Alston, New York City, 
advised the dealers to “get wise to sound con- 
struction and sound lumber.” He compared the 
lumber and automotive industries, pointing out 
that the latter offers a guaranteed product 
which has been advanced throughout recent 
years, whereas the lumber industry “has been 
retrogressing rather than progressing.” Lum- 
bermen and builders, he said, “marvel at the 
past instead of the present. When we view an 
old building erected 100 or 150 years ago, we 
say ‘they certainly knew how to build homes 
in those days.’” Points to guide lumber deal- 
ers were brought out by Mr. Alston as fol- 
low: 

“Make a start toward selling homes accord- 
ing to package ideas. Modernize your own 
yards to demonstrate efficiency and attrac- 
tiveness. Brush up on construction details. 
Be a counselor in your community. Estab- 
lish minimum requirements in your local 
building codes, so nearby competitors cannot 
sell inferior products. Use a material in 
construction which may lack sales appeal 
but has proved itself. Use lumber of the 
correct species. Either sell or give away all 
of the chairs in the office except that owned 
by the bookkeeper.” 


"Salvation in Small Homes" 


Col. A. F. H. Scott of New York, assistant 
to the president of Anthracite Industries, Inc., 
speaking on the 1938 Small House Program, 
told the dealers: “Small homes are your sal- 
vation.” Estimating the number of housing 
units needed in the next five years at 750,000 
units per year, Colonel Scott pointed out: 


We have before us a potential market for 
lumber alone of ten billion feet per year, 
valued at 500 million dollars. Housing today 
is definitely reaching toward the lower priced 
brackets. It is acknowledged that over two- 
thirds of American families are in the eco- 
nomic range which can reasonably afford to 
buy and live only in houses which cost less 
than $5,000. 


Complete in Every Detail 


You must sell low cost homes as an item 
of merchandise. You must sell a home that 
is complete in every detail; in its construc- 
tion, its equipment and its appliances. It 
must have, literally, a price tag hanging on 
the door, so that it can be sold across the 
counter, at so many dollars down payment 
and so many dollars per month, just like 
John Public buys everything else today. 

As in any other kind of merchandise, you 
must consider your competition. This com- 
petition does not come, however, from within 
the building industry. It comes from out- 
side sources, with products of mobile char- 
acter, packaged products, which can be taken 
to the very doors of your prospective cus- 
tomers. 

To show prospective. home owners how 
much more value they get for their dollar 
today than ever before, Col. Scott declared, 
we must actually build typical demonstration 
homes so this mass of low income prospects 
who desire home ownership in your com- 
munity can see a low cost home complete 
in all its details and ready to move into. 


To effectively carry out these aims through 
building of demonstration homes, he urged par- 
ticipation in the 1938 small homes program be- 
ing sponsored by the NRLDA and the NLMA. 
He traced accomplishments of the 1937 pro- 
gram and outlined in detail plans for the ex- 
panded 1988 program, advising dealers to pro- 
mote laboratory communities in their localities 
similar to the project now being launched in 
Washington, D. C. 


April 9; 1938 


Stresses Instalment Sell- 
ing of Packaged Product; 
Association Work Covers 


Wide Scope 


Reiterating the belief, expressed by previous 
speakers, that the building is far behind the 
automotive and other industries in acquainting 
the public with recent improvements, L. M. 
Cassidy, New York City, general merchandis- 
ing manager, Johns-Manville Sales Corp., gave 
three steps which a dealer can take to improve 
his position. “Establish the fact he is local 
headquarters for the building industry; coordi- 
nate other responsible factors, such as plumb- 
ing, heating and financing; make a start in 
consumer selling, even if only one consumer 
salesman is employed,” he said. 


Scope of Competition Enlarged 


R. E. Saberson, St. Paul, vice president 
and trade promotion manager for Weyer- 
haeuser Sales Co., told the convention that lum- 
ber retailers have failed to keep pace with 
changed conditions and must wake up to the 
fact that: 


“Modern transportation and other improve- 
ments have placed lumber dealers in com- 
petition with industries of the entire world 
instead of merely the man down the street.” 

Lumber dealers, he declared, too long were 
accustomed to the days when they merely 
had to operate a warehouse, supplying ma- 
terials which their communities needed and 
the sale of which required no salesmanship. 
When changed conditions brought new com- 
petition, lumbermen made the mistake of 
trying to meet the problem with price cut- 
ting. It failed to work and they soon began 
to lose markets. The roofing field was one 
of the first invaded and the new type of 
selesmanship used left lumber retailers be- 
wildered. In one community, two youths 
with a Model T and samples in their pocket 
virtually re-roofed the entire town right 
under the noses of three lumber dealers who 
still basked in the false confidence that all 
such business had to come to them. The 





R. E. SABERSON, 
St. Paul; 
“Enlarged Competi- 
tion” 


L. M. CASSIDY, 
New York City; 
“Modern Selling” 


lumber dealers weren’t undersold. The roof- 
ing, which was sold door-to-door and on an 
installment plan, was second grade roofing 
sold at the same price the lumber retailers 
offered first grade. The retailers were out- 
sold, not undersold. 

As competition increased, lumber retailers 
attempted to meet it by whittling away at 
buying, but neglecting selling. The desire 
to buy for less and less caused quality to 
slump, with consumer welfare forgotten. So 
wrapped up in raw materials were the deal- 
ers that they failed to recognize new methods 
being employed to attract the public. They 
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failed to realize the public is uninterested in 
raw products. 

Lack of installment selling technique is 
the principal factor holding back the lum- 
ber retailer. While other industries sold 
complete units on the installment. basis, the 
lumber retailer merely continued to cut 
prices and seek still lower prices on raw ma- 
terials. Although the installment buying 
habits of the public have been created by 76 
or 80 of the country’s leading industries, less 
that 25 percent of the lumber dealers have 
ever made use of installment merchandising. 
Either all the other industries are wrong, 
or the lumber dealers have been out of step. 
Instalment selling is the means of lifting 
the lumber industry from price chaos back 
to profitable operation. Sell yourself, your 
organization, the contractors and, then, the 
public. 

With renewed confidence and modern sell- 
ing methods, the lumber dealer will enjoy 
returned prosperity, he predicted, pointing 
out that materials are cheaper, financing is 
cheaper and, although hourly labor is higher, 
modern materials and methods enable home 
construction with less map hours that for- 
merly. 


Mr. Saberson lauded Secretary De Nike for 
his efforts in successfully promoting officially 
grade-marked lumber. This movement now is 
spreading throughout the entire nation, he said. 

Max Critchfield of the Lumber Products- 
Better Paint Campaign, declared: “You can’t 
sell lumber any more. Today you have to sell 
homes. Quote complete prices. Sell the fin- 
ished product, not two by fours. The day is 
approaching when all consumers will demand 
ready-built homes. They no longer want to go 
through all the trouble of planning and build- 
ing them.” 

“Give your yard a face-lifting,” he advised 
as a means of attracting the public. Stressing 
the importance of the use of high quality paint, 
he warned that lumber is often unjustly blamed 
because of bad paint when the painter passes 
the buck by falsely claiming a paint job didn’t 
stand up because the lumber wouldn’t hold it. 
Dealers should either handle paint or make sure 
high quality paint is used, he said. 


More Homes—Less Crime 

Former Governor A. O. Eberhart of Min- 
nesota declared: “More home owners are needed 
in America for both economic and social rea- 
sons. The nation’s annual crime cost of some 
15 billion dollars could be decreased appreciably 
by housing improvement, he said. Lumbermen 
should take the lead in promoting home owner- 
ship interest.” He praised National and State 
lumber dealers’ associations for furthering ac- 
tion leading to liberalization of the FHA 

Elmer. Wheeler, New York City, president 
of Tested Selling Institute, discussed “The 
Words . That Sell,” and told the dealers that 
sales are usually either made or lost within the 
first ten seconds of conversation with the pros- 
pective customer. 

Introduced by Frank Carnahan, NRLDA 
secretary, William Richardson explained the 
work of the Red Cedar Shingle Bureau to help 
develop construction through its “Certigrade 
Home” models. Another speaker was Fenimore 
Cady, president of the Northeastern Salesmen’s 
Conference. 

Officers re-elected besides President Roesler 
included : 

Vice president—Joseph H. Jackson, Rock- 
away. 

Treasurer—S. F. Bailey, Newark. 

Secretary—G. E. De Nike, Newark. 

Trustees re-elected were F. Turner Howell, 
Woodbridge; S. H. Pursel, Phillipsburg; Ed- 
ward M. Searing, Dover; Lewis Stryker, New 
Brunswick; Charles T. P. Wolfe, Ridgefield 
Park; Messrs. Jackson and Roesler. 





_A NEw REcorpD in fuel efficiency was estab- 
lished by the railroads in 1936 when an average 
of 119 pounds of coal was required to move one 
mile 1,000 gross tons of freight and equipment. 
In 1920, an average of 172 pounds was required 
to attain the same performance. On the basis 
of freight traffic in 1936 this increase in fuel 
efficiency means a saving of approximately $64,- 
000,000 to the railroads. {4 
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Finds Small Sawmill Coming 
"Out of the Woods" 


Syracuse, N. Y., April 4—A story of the 
change from large logging operations and high 
capacity sawmills to a swarm of very small 
operations and diminutive sawmills is told in 
“The Small Sawmill in New York,” a publi- 
cation written by Prof. Nelson C. Brown and 
published by the New York State College of 
Forestry at Syracuse University. The small 
sawmill is the principal means of converting 
State forests. It is therefore, a very important 
unit in the program of New York forestry. The 
interesting changes in the transportation of 
logs, and its influence upon improved high- 
ways, the requirements of favorable mill sites 
and all the’ other economic aspects of the con- 
version of the raw product as it relates to the 
problem of profitable marketing, including wood 
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waste, have been dwelt upon in this publication. 
Prof. Brown’s bulletin states that the use of 
motor trucks is literally bringing the sawmills 
“out of the woods.” The old system was to 
take the sawmills to the woods; now there is a 
definite tendency toward moving the mills less 
frequently and transporting the logs greater 
distances. 





Is ''Turps' Worker a Farmer? 


New Orteans, La., April 4.—Determination 
of the issue as to whether the 25,000 employees 
of the turpentine industry in Georgia are sub- 
ject to Social Security taxes, or as agricul- 
tural workers, are exempt from the levy, has 
been submitted to the United States Court of 
Appeals in New Orleans. The main represen- 
tative of turpentine interests is Harley Lang- 
dale, Valdosta, Ga., president of the American 
Turpentine Farmers’ Association. 








For those who sell lumber dipped with LIGNASAN we have available an 


attractive lumber sales help folder. .. suitable 





Dip one-half the length of 50 
freshly sawn, very sappy boards 
in LIGNASAN solution. Leave 
other half undipped. Carefully 
mark boards for identification 
later and stack in lower part of an 
air seasoning pile: Inspect when 
dry and note sap stain control on 
ends dipped with LIGNASAN. 


§ Your firm 
means more business for you 


@ The ability to supply bright lumber is a real sales argument...well worth 
while pointing out to lumber buyers. In fact, many lumber buyers now specify 
LIGNASAN on their orders for air-dried stock...They know the difference! 


for use as a stuffer to enclose with stock lists, 


invoices or sales letters. 


These attention-getting folders are supplied 
free to 
LIGNASAN anti-stain chemical. Order your 
supply now...simply tell us how many you 


need and how you want your name imprinted. 


E. |. DU PONT DE NEMOURS & CO., INC. 
GRASSELLI CHEMICALS DEPARTMENT 
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Brewton, Ala.; 
President 





New Orteans, La., April 4.—Continuation 
of the Southern Pine Association in its role as 
spearhead for the industry’s resistance to un- 
wanted legislation and as ‘an agency in the 
fight for retention of markets were points 
agreed upon by the association’s directors and 
subscribers at the twenty-third annual meeting 
held here March 23, 24 and 25. W. T. Neal, 
Brewton, Ala., was re-elected president. 


Objectives for 1938 


It was unanimously decided to: 


Extend the voluntary levy of 5 cents per 
thousand feet for financing legislative ac- 
tivities, with continuation of Southern Pine 
Industry Committee; continue efforts for 
creation of a greater sales opportunity for 
southern pine manufacturers through cooper- 
ation with the Federal Housing Administra- 
tion and other agencies in low cost housing; 
expand policing of lumber at consumption 
points to protect the integrity of official south- 
ern pine grade mark by assignment of in- 
spectors to all major markets; intensify the 
program for retention of the place of south- 
ern pine in the quality field through trade 
promotion; drive for suitable industry formu- 
lated conservation measures and for recogni- 
tion of the public responsibility in fire pro- 
tection and low-productive lands; press with- 
out relaxation the southern pine industry’s 
fight for equitable railroad rates, both de- 
fensively and aggressively. 

The entire first day of the convention, March 
23, was devoted to committee meetings and 
a joint conservation conference, a report of 
which appeared on pages 44 and 45 of the 
March 26 issue of the AMERICAN LUMBERMAN. 


Hear "National" President 


Reports of committee chairmen and an ad- 
dress by James G. McNary, president of the 
National Lumber Manufacturers Association, 
featured the open session of the board of direc- 





F. L. ADAMS, 
Morton, Miss.; 
Treasurer 


J. S. FOLEY, 
Foley, Fla.; 
Director 
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Southern Pine Association 


Subscribers Continue 
Aggressive Program 


Stress Market Retention, Resistance to 
Unwanted Legislation at 23rd Annual 


tors on March 24. Plans for the future and 
accomplishments of the past year were related 
by E. L. Kurth, chairman of the advertising 
and trade extension committee, as described on 
page 45 of the March 26 issue of the AMERICAN 
LUMBERMAN, 

An impressive marshalling of facts, support- 
ing the need for a strong. national lumber 
industry program, was effected by Mr. Mc- 
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FRED DIERKS, 
Kansas City, Mo.; 
Second Vice Pres. 


J. W. FOREMAN, 
Elizabeth City, N. C.; 
First Vice Pres. 


Nary, who stressed the importance of cohe- 
sion. He referred to reduced income of the 
past two months due to declines in shipments 
and declared the NLMA needed an annual 
fund of $100,000 to finance its program and 
urged an assessment of 5 cents per thousand 
feet for that purpose. 

Accomplishments of the Farm Security Ad- 


B®. A. FROST, 
Shreveport; 
Director 


R. B. WHITE, 
Kansas City; 
Director 
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H. C. BERCKES, 
New Orleans; 
Secretary-Manager 





ministration in developing low cost housing 
for rehabilitation projects were outlined by 
Captain R. B. Lord, Washington, D. C., who 
used motion pictures for illustration. The ob- 
jective, he said, was to construct southern 
houses to cost below $1500 and northern houses 
to cost below $2200, the difference being cellars, 
central heating plant, storm windows, etc., to 
offset climate. The staff was cut from 872 
architects to 35, he said, and plans routed 
through experienced builders who referred 
everything to stock sizes. Pre-cutting was 
effected to use machinery instead of hand labor 
at the site. All “surplus” material was 
knocked out. Union or “going” wage scales 
locally were paid. 


Revision of Grading Rules 


Revision of the southern pine grading rules, 
to conform with new American Lumber 
Standards will be discussed in a committee 
meeting to be scheduled after final approval, 
W. T. Murray, chairman of the grading rules 
committee, reported. He touched briefly on 
the proposed changes which are to tighten up 
the rules. He expressed disappointment at the 
failure to eliminate sub-standard from ALS 
sizes. Mr. Murray stated that situations aris- 
ing when regional groups attempted to set up 
rules and grade marking needed to. be handled 
carefully so as not to impair established grad- 
ing structures. 

In referring to the discussion in the trade 
promotion meeting, concerning tightening up on 
SPA grades, Mr. Murray expressed the view 
that any changes considered must necessarily 
be discussed fully by all interested manufac- 
turers. More grades might solve the problem, 
he said. 

Chairman H. M. Seaman reported for the 
conservation committee and Chairman Eli 
Wiener for the transportation group, Mr. 
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JOHN H. KIRBY, 
Houston; 
Director 


Cc. C. SHEPPARD, 
Clarks, La.; 
Industry Committee 


Wiener referred to the percentage rail increase 
case and the work of the department which 
resulted in classification of lumber with agri- 
cultural products with proportionate smaller 
increases on southern pine and west coast 
lumber. 


Southeastern Rate Situation 


Earl McGowin, sub-chairman for the South- 
east territory rates, reported that, with a group 
of lumber executives in the Southeast, he asked 
for a conference with the leading railroad 
executives in the Southeast to discuss their 
present southeastern adjustment and at the 
same time to ask them to re-open the question 
of proportionate reductions out of the South 
to Official Territory, proportionate to reduc- 
tions from the West Coast. 


We arranged a meeting in Atlanta some 
two weeks ago. You all know, probably, 
that this southern adjustment has been pend- 
ing for about twelve years. The Interstate 
Commerce Commission has ordered the south- 
ern railroads to remove Third and Fourth 
Section violations which have been pending, 
but for one reason or another that has been 
put off throughout all this time. During last 
year, some of our traffic committees met with 
the railroad people and tried to work out a 
scale, but, unfortunately, their recommenda- 
tions were not followed and the railroad 
people came out with a schedule of rates to 
apply just in the South, which would mean 
considerable increase from practically all 
points in the South. That was filed with the 
commission, we protested and it is temporar- 
ily suspended. The carriers consented to let 
a small committee of their traffic experts 
meet with a small committee of our experts. 











i 


> 


CHARLES GREEN, 
Laurel, Miss.; 
Director 
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Director 
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Our experts are to meet in Birmingham next 
March 30, and as soon as the railroads set 
a date, we will meet with them. 

This will involve the probability of some 
intrastate adjustments, as well as interstate 
adjustments. 


Prior to adjournment, R. C. Fulbright, SPA 
counsel, declared the southeastern report excel- 
lent coverage of a very complicated case. After 
referring further to the danger of mileage 
applications, Mr. Fulbright declared the asso- 
ciation should pay a tribute to A. G. T. Moore, 
SPA traffic manager, and the assistance he has 
in the association staff. 


On Friday morning, March 23, President W. 
T. Neal, in his annual address, detailed out- 
standing services to the lumber industry by 
the association during the twenty-three years 
of its existence. He expressed grave concern 
about the many problems, inside and outside of 
the industry, which face Southern pine manu- 
facturers but spoke favorably of the opportuni- 
ties ahead. 


“Our industry stands to gain much if the 
right treatment is accorded each situation and 
if it takes advantage of the opportunities that 
are before us. There is still a definite need 
to restore the confidence of the public in the 
value of a home as an investment. This can 
be accomplished through a campaign of educa- 
tion centering on good construction practice and 
good lumber, certified by the official grade mark. 
An opportunity to place grade marked lumber 
in structures under Government-insured loans 
awaits us. There is an opportunity to place 
the industry on a permanent basis and. there 
are possibilities of profit and satisfaction in any 
number of other directions,” he said. 


“We must be sure to preserve our willing- 
ness to work as a unit during transition periods 
and because of the shifting make-up of our in- 
dustry and the changes in the economic and 
social pace of our country. By opposing un- 
fair legislation, creating grading rules, encour- 
aging proper construction and stressing proper 
utilization of forest products and the sustained 
yield basis of operation, we have acted as a 
unit and kept our industry at the top.” 

In closing, President Neal mentioned briefly 
a number of “outside” problems which confront 
the lumber industry, among which-are: 


Proposed wage and hour and Federal busi- 
ness licensing legislation; new and improved 
substitutes for lumber; higher freight rates; 
Government formulation and control of grading 
rules; southward trend of the pulp industry. 


Danger of Federal Control 


“The danger of Federal control of wages 
and hours is that it will inevitably result in a 
static society and end progress,” declared 
William J. Kelly, Chicago, president of the 
Machinery & Allied Products Institute, who 
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Z. K. THOMAS, 
Warren, Ark.; 
Director 


Ss. E. MORETON, 
Brookhaven, Miss.; 
Director 


spoke following President Neal’s address. In 
discussing the challenge of the present day 
issue of whether we are to continue to live 
under the capitalistic system of free enterprise, 
or to conduct ourselves under a managed econ- 
omy of one form or another, Mr. Kelly em- 
phasized failure of previous administrations to 
keep abreast of the times, while referring to 
the publicity awareness of the New Deal. 


Mr. Kelly pointed to continued evidence of 
planned economy in wage and hour legisla- 
tion, more of it in the bill for federal licensing 
of corporations, and still more of it in tax 
policies, and the philosophy expressed again 
and again by important public figures. 

“National economic planning,’ he averred, 
“would be far more detrimental to the South 
than to any other section of the country. The 
North has had a long period of industrial 
development under a system of free enterprise, 
which has enabled it to establish itself upon a 
more solid industrial foundation than the South 
could ever construct were a new industrialism 
to be built under domination of Federal Gov- 
ernment. National economic planning would, 
it is safe to predict, prevent for all time the 
development of an industrial civilization in the 
South comparable to that which has been 
developed in the North under free economy. 
We need confidence, an open capital market and 
— taxation to gain recovery at this 
ime. 


The Friday morning session was concluded 
with reminiscences of J. C. Dionne, Houston, 
Texas publisher, who referred to lumber his- 


(Continued on Page 81) 





P. A. BLOOMER, 
Fisher, La.; 
Director 


A. J. PEAVY, 
Shreveport; 
Director 4 





66 
CEE VTC 
LONG TIMBERS! 


Our Main 
Lumber 
Business 


Our Real 
Lumber 
Business is 








OSTRANDER 
RAILWAY & TIMBER CO. 
OSTRANDER, WASH. 


The Original Long Timber Mill 








eg 


0,000 Feet os Day 


FIR‘ 


Every 
Modern 
Facility 
Soft Old-Growth UPPERS and 
Vertical-Grained CLEARS... K-D, 
Smooth-end-trimmed COMMON. 


OREGON - AMERICAN 


LUMBER CORPORATION 
VERNONIA, OREGON 


RUSSELL G PUGH 
LUMBER CO. 


Mill and Sales Office 


SPRINGSTON, IDAHO 


Idaho White Pine 
Ponderosa Pine 
Fir, Larch, Cedar 


2x4’s-- Straight Cars 


Old Growth Fir, 
Western Hemlock, 
White Fir 


TRIO LUMBER CO. 





























SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TWABERS, YARD STOCK, FACTORY CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 
27th YEAR 














Amencanfiimberman 


April 9, 1938 


What the Associations Are 
Planning and Doing 


Meetings to Be Held 


12-14—Lumbermen’s Association of Texas, 
Adolphus Hotel. Dallas. Annual. 


April 14—Southeast Missouri Retail Lumber Deal- 
ers Association, Dunn Hotel, Poplar Bluff, Mo. 
Annual. 


April 14-15—National Lumber Exporters’ Associa- 
tion, Roosevelt Hotel, New Orleans. La. Annual. 


April 21-22—Georgia Forestry Association, Valdosta, 
Ga. Annual. 

April 22-23—Northern California Lumbermen, Oak- 
land. Sixth Annual Reveille sponsored by East 
Bay Hoo-Hoo Club. 


April 26—Southeastern Hardwood Manufacturers 
Club, Savannah, Ga. Joint meeting with Caro- 
linas and Virginia groups. 


April 28—Indiana Hardwood Lumbermen’s Associa- 
tion, Indianapolis, Ind, Annual. 

April 28-30—Pacific Coast Wholesale Hardwood 
Distributors Association, Del Monte Hotel, Del 
Monte, Calif. Annual. 

May 2-5—Chamber of Commerce of the United 
States, Washington, D. C. Annual. 


May 6-7—Arizona Retail Lumber & Builders Sup- 
ply Association, Phoenix, Ariz. Annual. 


May -10-11—National Retail Lumber Dealers’ Asso- 
ciation and National Lumber Manufacturers’ 
Association, Raleigh Hotel, Washington, D. C. 
National Retail holds annual jointly with man- 
ufacturers to discuss plans for Small Homes 
Campaign. 

May 14-22—National House and Garden Exposi- 
tion, Coliseum, Chicago. Annual home show. 


May 19-20—Kansas Lumbermen’s Association, Ma- 
sonic Temple, Salina, Kan. Annual. 

May 25-26—National-American Wholesale Lumber 
Association, Ambassador Hotel, Atlantic City, 
N. J. Annual. 

June 9-10—National Association of Commission 
Lumber Salesmen, Netherlands-Plaza Hotel. 
Cincinnati, Ohio. Annual. 

June 9-10—Forest Products Sales 
cinnati, Ohio. Annual. 


Sept. 22-23—National Hardwood Lumber Associa- 
tion, Congress Hotel, Chicago. Annual. 


April 


Congress, Cin- 





Program for National Exporters’ 
Annual Is Announced 


Mempuis, TENN., April 4.—The annual con- 
vention of the National Lumber Exporters’ As- 
sociation will be held in the Roosevelt Hotel, 
New Orleans, La., April 14 and 15. An in- 
teresting and instructive program of discussions 
and reports has been arranged, and on the eve- 
ning of the 14th there will be a banquet, fol- 
lowed by dancing and music, in the Blue Room 
of the hotel. 

One of the most instructive and interesting 
features of the meeting will be the annual re- 
port of Edward Barber, director of foreign af- 
fairs of the association, sent from his headquar- 
ters in London. This report will embody many 
features of interest to American hardwood ex- 
porters, and will indicate the status of hardwood 
business abroad. 

For the past two years extensive experiments 
have been conducted by the Wood Preservation 
Committee at Vicksburg, Miss.. a report on 
which will be presented at the meeting. 





Annual of Lumber Salesmen, and 
Forest Products Sales Congress, 
June 9-10 


Crncinnatl, Onto., April 4.—Committees 
are at work on the program as well as ways 
and means for the coming convention of the 
National Association of Commission Lumber 
Salesmen, and the Forest Products Sales Con- 
gress, to be held in the Netherlands- Plaza 
Hotel, Cincinnati, June 9 and 10. Those in 
charge of various duties before the convention 
are: General chairman—Joseph F. Rogers; 
Registration—Fred Larkins; Reception—F. N. 
Stanforth ; Transportation—Rupert E. Fox; 
Entertainment—E. F. Rogers; Hotels—Joseph 
F. Rogers; Program—Fred Larkins. 

The Forest Products Sales Congress will de- 


vote its entire time to matters pertaining to 
distribution. In that discussion matters of in- 
formation to salesmen will be presented by 
manufacturers. Determination of the best way 
to put wood back in its proper place as a 
building material will be the job of the com- 
bined fraternity. 

Manufacturers from coast to coast and from 
the Gulf to and beyond the Great Lakes are be- 
ing urged to send representatives for the Sales 
Congress, and the response so far indicates. that 
the fourth annual will be the largest of the 
conventions held thus far. 





Dates for National Mentused Lum- 
ber Annual Are Set for Sept. 22-23 


The executive committee of the National 
Hardwood Lumber Association met in Chicago - 
on March 25 and voted to hold the 41st annual 
convention of the association in the Congress 
Hotel, Chicago, Sept. 22-23. A meeting of the 
board of managers will precede the convention, 
on September 21. 





California Lumbermen's Council 
Elects Officers, Defers Other Action 


San Luis Ostspo, Catir., April 4.—At the 
annual conclave of lumber and material men of 
the State here, March 12, George C. Burnett, 
of Tulare, was elected president of the Califor- 
nia Lumbermen’s Council for ensuing year. 

Joseph H. Kirk, manager of the Southern 
Pacific Milling Co., here, was elected vice presi- 
dent; B. B. Barger, of Fresno, secretary, and 
T. E. Horton, of South San Francisco, treas- 
urer. 

Because of bad traffic conditions, due to 
weather, many members of the council were 
unable to attend, and as a result plans and 
policy discussions were deferred for a session to 
be held later in the year. 

Two directors for each district in state will 
be elected by the separate units at a later date. 

The Central Coast Lumbermen’s Club was 
host to the visiting lumbermen, with Mr. Kirk 
chairman in charge of the entertainment. 


President of B. C. Lumber and 


Shingle Group Analyzes Situation 


Vancouver, B. C., April 2.—J. G. Robson, 
president of the B. C. Lumber and Shingle 
Manufacturers’ Association, was returned to 
office at the organization’s annual meeting re- 
cently. 

Mr. Robson gave a report on the past year’s 
activities; the adverse effect of high shipping 
rates last sprimg and summer, collapse of the 
Oriental markets, and the possibilities of tariff 
revision in Great Britain, Canada and the 
United States. 

“Although certain sacrifices may have to be 
made in the United Kingdom, we are quite 
hopeful that nothing of a drastic nature will 
happen,” said Mr. Robson, referring to the 
trade agreements now being negotiated. 

“The war in China has almost completely 
wiped out our business in the Orient, and the 
loss of this market is a very serious matter for 
the whole of the lumber industry on the Pacific 
coast. We lost ground in South Africa, com- 
pared with 1936, due to business recession there 
and high freights, but made some headway in 
Australia. 

“Once more we witnessed another debacle 
on the prairies and I think many of us-recog- 
nize the futility of endeavoring to predict the 
prospects for selling lumber in that market, 
when everything is dependent on the harvest. 
Our position in this market is unchanged; as we 
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shipped 110,000,000 feet there in 1937, compared 
with 113,000,000 feet in 1936, and we have a lot 
of territory to regain to equal the level of 
367,000,000 feet, established in 1929 and 434,- 
000,000 feet in 1928.” 

“The United States is a valuable market,” 
commented Mr. Robson, “but unfortunately 
there seems to be no spirit of reciprocity evi- 
dent south of the line at this time, nor is there 
likely to be until our friends in that country 
recognize that ‘to sell you must buy.’ There 
can be no satisfactory one-way trade route.” 





Arkansas Members' Wives Feted 


Litrte Rock, Arxk., April 4—Mrs. J. N. 
Cook, whose husband is associated with the 
Enterprise Lumber Co., entertained with a tea 
at her home March 22 for about seventy wives 
of men attending the annual convention of the 
Arkansas Association of Lumber Dealers. The 
women were received by Mrs. Gilbert Stacy, 
wife of the retiring president of the associa- 
tion; Mrs. John R. Grobmyer, whose husband 
is president of the Little Rock Lumbermen’s 
Club; Mrs. M. L. Hawkins, wife of the asso- 
ciation secretary, and the hostess. 





Building Group Stages Seventy-first 
Dinner 


Burrato, N, Y., April 4.—The seventy-first 
annual dinner of the Buffalo Builders’ Ex- 
change was held on March 30 with an at- 
tendance of 225, presided over by Henry C-. 
Feist, president. John G. Fink, New York 
City, legislative representative of the New. York 
State Association of Builders lamented the 
“gross ignorance” of members of the industry 
concerning Government subsidiary programs. 
He called attention to the necessity of partici- 
pating in low cost housing programs. 





Testify Before Maritime Commission 

Mempuis, Tenn., April 4.—Representing the 
National Lumber Exporters Association, Sec- 
retary Douglas F. Heuer, Charles Dudley, of 
the Dudley Hardwood Co., Plaquemine and 
New Orleans, La., and Harry A. Brack, of the 
R. W. Hillcoat Co., New Orleans, appeared be- 
fore the Maritime Commission hearing at New 
Orleans early this week. 





SPA New Small Home Plan Book to 
Be Distributed Through Dealers 


New Orteans, La., April 4—A new small 
home plan-book, entitled “Low Cost Homes and 
Summer Cottages,” has just been published by 
the Southern Pine Association, New Orleans, 
and now is ready for distribution, according to 
announcement by H. C. Berckes, secretary- 
manager. 

“This new plan book contains designs and 
floor plans of fifteen attractive small houses 
and summer cottages, ranging from $1,000 to 
$2,500,” Mr. Berckes stated. “Reports of the 
National Housing Committee indicate that 90 
percent of the present housing shortage is of 
dwellings that will accommodate families who 
must live in homes costing less than $5,000. 
With the small down payment required of home 
Owners under the amended Federal Housing 
Act, home-owning has been placed within the 
reach of nearly every wage-earner in the 
country. 

“For some years there has been a demand 
for designs of low-cost homes which could be 
built for between $1.000 and $3,000 each. The 
Southern Pine Association has met this demand 
y designing such houses, which are livable, 
comfortable, economical, sound and attractive 
as well. The interiors of these low-cost small 
homes are efficiently arranged. the plans are 
in good architectural taste and the specifications 
require proper grades of lumber and sound con- 
struction features which will assure efficient 
and satisfactory performance for a lifetime. Our 
association also has arranged to provide com- 


plete blueprints and specifications for these 
homes at a mere nominal charge, $1 per set. 
The plan books will be distributed through re- 
tail lumber dealers east of the Rocky Moun- 
tains.” 





New Wood Filing Cases Shown to 
Hardwood Wholesalers 


A demonstration of new, modernized wood 
filing cabinets for offices was presented to mem- 
bers of the National Association of Hardwood 
Wholesalers by H. J. Warnock, Chicago branch 
manager of Globe-Wernicke, at the weekly 
luncheon in the Great Northern Hotel, Chicago, 
April 5. 

Mr. Warnock briefly sketched the history of 
wood filing cases, and showed the superiority 
of the new office-space saving and easily used 
cabinets over the old wood models and the pres- 
ent ones made of a competitive material. It 
was, also, pointed out that the modern wood 
filing case is several dollars cheaper in price 
than one of the same size and comparative qual- 
ity in another material. There are eight ball 
bearing rollers in each extension to ease drawer 
operation. The cabinets may be had in genuine 
oak, walnut or mahogany face veneer, or will 
be made to order with almost any other wood 
requested. 

It was explained by Mr. Warnock that the 
demonstrations of the new cases before lumber 
groups are preceding a campaign to introduce 
them to the general public. 





Baltimore Exchange Holds Well 
Attended Meeting 


Battrmore, Mp., April 4.—The meeting of 
the managing committee of the Baltimore Lum- 
ber Exchange here today was marked by an un- 
usually large attendance due to the fact that 
the session was open to the entire membership. 
Discussion centered around the possibility of 
conducting a “school” fashioned after the one 
started last year by the Washington, D. C., Hoo- 
Hoo group. Phillips A. Hayward of the lum- 
ber. division of the Department of Commerce 
has offered to deliver lectures if the program is 
carried through. The committee adopted a suit- 
able resolution anent the death of a former 
president, George E. Waters. 


B. C. Shingle Group Elects Officers 


Vancouver, B. C., April 2.—A. L. Hughes 
was elected president, and Charles Plant, vice 
president, of the Consolidated Red Cedar 
Shingle Association of British Columbia at its 
annual meeting at Vancouver, B. C. Other di- 
rectors are: C. J. Coulter, H. F. Hurndall, H. 
J. Mackin, W. H. McLallen, J. E. McNair, F. 
Spencer, H. V. Whitall and R. B. Horton. G. 
S. Raphael is secretary-manager. 


NLMA Experts to Lecture on 
Strength of Materials 


Wasuincton, D. C., April 4—Three repre- 
sentatives of the National Lumber Manufac- 
turers Association will lecture at the Special 
Summer Program and Conferences on Strength 
of Materials at the Massachusetts Institute of 
Technology, June 14 to July 8, under the aus- 
pices of the Department of Mechanical Engi- 
neering. This course will include discussions of 
timber, concrete and strength problems, con- 
cluding with a general conference on each sub- 


ject. 

The N. L. M. A. speakers will be Larry W. 
Smith, John B. Woods and Frank J. Hanrahan. 
Mr. Smith, chief engineer of the association, 
will lead the group conference on timber; Mr. 
Woods, N. L. M. A. forester, will speak on 
“Timber Supply and Characteristics of Spe- 
cies,” while Mr. Hanrahan, structural and ply- 
wood engineer, will lecture on “Modern Trends 
in Wood Construction.” 

This summer program will be in charge of 
Professor J. M. Lessells of the M. I. T, De- 
partment of Mechanical Engineering. 
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Let Booth-Kelly 
Lumber 
Help You Build 
Better Trade 


The Booth-Kelly way of supplying Certified Lumber 
takes the guessing out of buying. It gives you, 
Mr. Dealer, good sound selling arguments to back 
up your offering of these super-quality products. 
The giving of good dependable value on every 
sale is the best way to win more sales. And 
Booth-Kelly Products DO represent the best values. 
Be sure to remind your customer that the "20" 
mark on Booth-Kelly Lumber is our pledge of 
super-quality; and that the marks of the West 
Coast Lumberman Assn. and the National Lumber 
Mfrs. Assn. guarantee right grading. Make use of 
our MIXED-CAR SERVICE. Let us quote on your 
Spring requirements in 


DOUGLAS FIR 


Dimension _ Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, etc. 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 





SUGENE.ORE- 


TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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Shingle Annual Emphasizes Friendly 
Co-operation With Retailers 


SEATTLE, WASH., April 2.—The annual meet- 
ing of the Red Cedar Shingle Bureau, presided 
over by President P. H. Olwell, was held here 
March 31. As has been the custom for sev- 
eral years, sessions were held at the Washing- 
ton Athletic Club, beginning at 11 a. m. and 
carrying through until 5 p. m., with a delight- 
ful luncheon served during the noon hour. 

Prior to the Bureau meeting, a conference 
between the shingle industry and the Bureau 
of Standards was held for the purpose of con- 
sidering the establishment of commercial 
standards for the Nos. 2 and 3 grades of 
shingles. Harry, H. Steidle, Washington, D. C., 
represented the Bureau of Standards. No defi- 
nite action was taken. 

More than ever was the growing cordiality 
between the Red Cedar Shingle Bureau and 
the various distributive branches of the indus- 
try manifested throughout the entire program. 


Retail Secretary Tells of Friendship for 
Shingles 


E. E. Woods, secretary Southwestern Lum- 
bermen’s Association, Kansas City, Mo., was 
the guest speaker and his subject was “Co- 
operation.” 

W. C. Bell, managing director of Western 
Retail Lumbermen’s Association, in introducing 
Mr. Woods, pointed to the overwhelming evi- 
dence of good will between the shingle indus- 
try and retail dealers throughout the nation. 
Mr. Bell hesitated to forecast the future busi- 
ness situation, but pointed out some very 
encouraging things, the most important of 
which are the newly amended FHA program, 
the National Small Homes Demonstration 
Campaign, the Certigrade Home program, and 
the fact that the retail lumber dealers all over 
the country are keying in with these national 
programs. 

Secretary Woods, a charming and interesting 
speaker, told of his long personal friendship 
for red cedar shingles and the deservedly high 
place they hold among retailers of the country. 
He spoke of red cedar shingles as the one 
material -which is marketed 100 percent 
through retail lumber dealers. He said that, 
as a representative of the retailers, he was in 
coming to the Shingle Bureau annual meeting, 
visiting the retail lumber dealer’s best friend. 


He Discusses Merchandising Problems 


He approved the Bureau’s contention that 
retail lumber dealers should store their shingles 
under cover. 

Mr. Woods took occasion to put in a good 
word for line-yard companies of the middle 
West, saying that their business is conducted 
on an entirely different line from the ordinary 
chain stores dealing in general commodities. 
Secretary Woods also called attention to the 
fact that the retail lumber dealer during the 
last fifteen years has gone through a thrilling 
evolution and has become a real salesman of 
building materials of all kinds. As to manu- 
facturers’ distribution methods, he named three 
channels as legitimate; namely, salaried sales- 
men, commission salesmen, and wholesale lum- 
ber dealers. He said that other methods in 
vogue are threatening to weaken the entire 
distribution program. 


Southwest Keeps Eye on Crop Prospects 


In paying his respects to the Federal Hous- 
ing Administration he said that if the lumber 
and shingle industries had raised several mil- 
lion dollars to promote and advertise their 
products, they could not have done as much 
for the industry as the FHA is doing. He 
complimented the FHA as efficient and free 
from political influence. 


As to business conditions in his particular 
territory, he said crop prospects in Oklahoma 
and Kansas are the best for many years, and 
that the folks in that territory are more inter- 
ested in good crops than what is going on in 
Washington. 


Amended FHA Creating Much Business 


Bruce A. Wilson, director of the Division 
of Education, FHA, Washington, D. C., made 
the long trip to Seattle by air in order to 
address the Bureau. Mr, Wilson is not a 
stranger to the shingle manufacturers, as this 
is the second time he has attended one of their 
annual meetings. His subject was “The 
Amended FHA.” He gave a very encouraging 
report, showing large increases in applications 
for single family mortgages under Title II of 
the Act. He stated that applications usually 
precede actual starting of construction by 
about six weeks. He said the average applica- 
tion is for about $4,000. Title I of the Act 
has been restored and is doing about one and 
a half million dollars a day in mortgage appli- 
cations. - 


Believes Dealer's Job Is to Sell Package 
Mr. Wilson divided housing of the present 


time into different phases, and stated that if 
too much expense is put into the mechanical 
equipment of a small home, it will detract from 
the quality of the essential shelter, which is 
the most important. 

He stated that among the 80 percent of the 
Americans who can not afford a home costing 
over $5,000, the most popular type of home 
is a modified Cape Cod cottage painted white 
with green shutters. 

He spoke of the improved merchandising 
methods among retail dealers, who have a 
growing conviction the dealer’s job is to sell 
a package of housing rather than a package 
of material. 


President Reports on Distributor Contacts 


In his opening address, President Olwell told 
of his experience in traveling through the con- 
suming territory recently. He was impressed 
there with the fine reception accorded by deal- 
ers and the high standing of the Bureau, and 
paid a tribute to the fine work of the Bureau’s 
field men. 

He expressed the opinion that there will be 
a great volume of small home building under 
the amended FHA program. 

President Olwell complimented very highly 
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BACK ROW (LEFT TO RIGHT): 
Paul R. Smith, M. R. Smith Lum- 
ber & Shingle Co., Seattle, 
Wash., trustee; Ray Wilde, Pa- 
cific Timber Co., Everett, Wash., 
trustee; Dale Craft, Royal Shin- 
gle Co., Whites, Wash., trustee; 
H. J. Bailey, Saginaw Timber 
Co., Aberdeen, Wash., trustee; 
A. H. Landram, St. Paul & Ta- 


coma Lumber Co., Tacoma, 
Wash., trustee; Jess Schwarz, 
Crescent Shingle Co., Kelso, 
Wash., trustee; Chas. Plant, 


Bloedel, Stewart & Welch (Ltd.), 

Vancouver, B. C., trustee; J. K. 

Honey, Snider Sales Co., Port- 

land, Ore., proxy for Herbert 
L. Snider, trustee 


SECOND ROW (LEFT TO 
RIGHT): Miss Irene Jones, Red 
Cedar Shingle Bureau; C. J. 
Culter, Hammond Cedar Co. 
(Ltd), Hammond, B. C., trustee; 
Keith Fisken, Seattle Cedar Lum- 
ber Mfg. Co., Seattle; trus- 
tee; R. M. Ingram, E. C. Miller 
Cedar Lumber Co., Aberdeen, 
Wash., vice president Red Ce- 
dar Shingle Bureau; J. A. Mc- 
Evoy, Bloedel Donovan Lumber 
Mills, Seattle, Wash., trustee; 
S. P. Johns, Jr., Weyerhaeuser 
Sales Co., Tacoma, Wash., trus- 
tee; H. V. Whittall, Huntting- 
Merritt Shingle Co. (Ltd.), Van- 
couver, B. C., trustee 


FRONT ROW (LEFT TO 
RIGHT): Fred J. Monte, chief 
inspector Red Cedar Shingle 
Bureau; Lee Olwell, legal coun- 
sel Red Cedar Shingle Bureau; 
W. W. Woodbridge, manager 
Red Cedar Shingle Bureau; C. P. 
Constantine, Botsford, Constan- 
tine & Gardner, Seattle, Wash., 
advertising counsel; G. A. 
Brewer, assistant manager Red 
Cedar Shingle Bureau; L. E. 
Thorpe, publicity director Red 
Cedar Shingle Bureau 


Insert upper left corner: P. H. Olwell, Jamison 
Lumber & Shingle Co., Everett, Bureau President 


Insert upper right corner: W. H. McLallen, Capi- 
lano Shingle Co., Vancouver, B. C., Trustee 
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the work of Assistant Manager G. A. Brewer, 
of the Bureau, for the efficient manner in which 
he has organized the Bureau’s office and inspec- 
tion service. 

Mr. Brewer made a very short report on 
inspection work, and called particular attention 
to the Bureau’s statistical service and its value 
to the members. 


Retailer Greets Manufacturers as Friends 


Carl Blackstock, of the Blackstock Lumber 
Co., Seattle, and vice president of the National 
Retail Lumber Dealers’ Association, greeted 
the shingle manufacturers with the statement 
that the NRLDA is happy to repeat the state- 
ment that the Shingle Bureau is “Our No. 1 
friend as a manufacturing group.” 

He expressed amazement at the achievement 
of the Red Cedar Shingle Bureau, whose pro- 
gram has gone ahead throughout the entire 
nation and at a time when business has been 
slow. 


Certigrade Home Owes Success to Dealers 


W. W. Woodbridge, manager of the Shingle 
Bureau, spread a large sheet of telegrams from 
retail lumber association secretaries and indi- 
viduals representing every section of the coun- 
try, as an indication of the friendly relations 
existing between the Bureau and its retail dis- 
tributors. Mr. Woodbridge stressed the tre- 
mendous importance of this great volume of 
support and co-operation which it has received 
from the retailers. He pointed out that the 
Certigrade Home, which has received such a 
tremendous amount of favorable comment and 
has in itself been a wonderful achievement, was 
made possible because of the day to day work 
the Bureau has carried forward. He said the 
Certigrade Home had received greater empha- 
sis in relation to its importance than other 
important factors in the work. - He also pointed 
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out that the Certigrade Home could not have 
been the success it was without the support 
of the NRLDA and the regional retail dealers’ 
organizations. He likened the association work 
to a large brick chimney in which every indi- 
vidual brick is an important part and said that 
the Certigrade Home was simply one of the 
bricks but the chimney depended upon all of 
the bricks. 


Advertising Is Aimed at Selling Shingles 


Robert M. Ingram, vice president of the 
Bureau and chairman of its advertising com- 
mittee, complimented C. P. Constantine, of 
Botsford, Constantine & Gardner, the advertis- 
ing agency which represents the Bureau. He 
expressed the thought that the advertising com- 
mittee’s program was both progressive and 
aggressive, and that it was well balanced—with 
its field men, its department of legislature and 
department of literature and advertising, to- 
gether with other departments and the commit- 
tee as a whole. He pointed to Manager Wogd- 
bridge as a constructive opportunist as was 
evident in his being able to secure the first 
loan under the new amended FHA program. 
He outlined the 1938 program of advertising 
as limited to a small number of publications 
with more frequent and larger space used. He 
stated that the copy was designed to sell 
shingles rather than to get inquiries, 

Harry H. Steidle, of the division of trade 
standards, U. S. Department of Commerce, 
Washington, D. C., briefly described some of 
the interesting phases of the work of the Bu- 
reau of Standards. The research work of this 
Bureau has had a tremendous influence on the 
development of every industry of the country. 

Frank H. Olcott, manager of public relations 
for the Red Cedar Shingle Bureau, made a 
brief report on last year’s work by his depart- 
ment. 


Directors of California Group Elect 
Association Officers 


Fresno, Cauir., April 2—The annual busi- 
ness meeting of directors of the California Re- 
tail Lumbermen’s Association was held in Hotel 
Californian, here, March 26. The session was 
principally held for the election of officers, and 
no other business was discussed except to vote 
to hold the annual convention in November. 
The place was not decided. 

The directors of the association are elected 
from the affiliated group lumber clubs in both 
the northern and southern districts. These 
directors, then, elect the officers. An executive 
committee is named by the president. At the 
March 26 meeting, the following officers were 
elected to serve until March 31, 1939: 


President—J. O. Handley, M. J. Murphy 
(Inc.), Carmel. 

Treasurer—Warren 5S. 
Lumber Co., Modesto. 


Vice President of southern district—E. C. 
Parker, Patten-Blinn Lumber Co., Los 
Angeles, 


Vice President of northern district—J. O. 
Handley. 


Directors, southern division—Barl Stewart, 
South Bay Lumbermen's Group, Redondo; 
G. E, Cavin, North San Diego Lumbermen’s 
Club, Oceanside; Fred Chapin, Inland Lumber 
Institute, San Bernardino; Mel Coe, Compton 
Lumber Group, Compton; Gerald Curran, Po- 
mona Lumbermen’s Club, Pomona; John W. 
Fisher, Bay District Lumbermen’s Institute, 
Santa Monica; A. E. Fickling, Harbor District 
Association, Long Beach; 
Paul Hallingby, E. C. Parker, and George 
Lounsbury, Lumber & Allied Products Insti- 
tute, Los Angeles; Earl Johnson, Pasadena & 
San Gabriel Valley Lumbermen’s Club, Pasa- 
dena; Chester Knight, San Fernando Valley 
Lumbermen’s Club, San Fernando; Richard 
A. Emison, Orange Co. Lumbermen’s Insti- 
tute, Santa Ana; Herman Loehr, Riverside 
Lumbermen’s Club, Riverside; Glenn Miner, 
Lumbermen’s Service Bureau, San Diego; 
Charles BE. Sones, Building Service Bureau, 


Tillson, Modesto 


El Centro; Charles E, Bonestel, Building Ma- 
terial Dealers’ Credit Club, Ventura; M. E. 
Joslin, Centinela Valley Group, Inglewood; 
Francis E. Boyd, Santa Barbara Building 
Material Dealers’ Credit Club, Santa Barbara; 
director for Ontario-Upland Lumber Club yet 
to be elected, 

Directors, northern division—George K. 
Adams, Northern Counties Lumbermen’s Club, 
Walnut Grove; B. J. Boorman, East Bay Dis- 
trict, Oakland; M. A, Harris, San Francisco 
District, San Francisco; A. C. Hansen, San 
Jose District, San Jose; J. O. Handley, Coast 
Counties Lumbermen’s Club, Carmel; F. Dean 
Prescott and E. E. Schlotthouer, San Joaquin 
Lumbermen’s Club, Fresno; R. B. Stevens, 
Redwood Empire Lumbermen’s Club, Healds- 
burg; Z. T. Thorning, Peninsula Lumbermen’s 
Club, Redwood City; Warren S. Tillson, Tres 
Rios Lumbermen’s Club, Modesto; L. M. 
Tynan, Coast Counties Lumbermen’s Club, 
Salinas; O. V. Wilson, Central Valley Lum- 
bermen’s Club, Stockton; director for Marion 
County Lumbermen’s Club, Corte Madera, yet 
to be elected; W. Henry Gilbert, Sacramento 
Lumbermen’s Club, Sacramento. 


Offers Ponderosa Timber 


San Francisco, Catir,, April 2.—Sealed 
bids on a total of 10,880 acres of timber in the 
Badger Springs unit of the Modoc national for- 
est, sold to the Pickering Lumber Co. in 1928 
and the sale later cancelled following the death 
of Mr. Pickering, will be received by the Forest 
Service here up to May 10. The timber, 95 
percent Ponderosa pine, is estimated at approx- 
imately 50,000,000 board feet. It suffered from 
the insect epidemic of 1926 and 1927, and the 
Forest Service desires to dispose of it before 
it becomes entirely unmerchantable. No bid of 
less than $1.65 for Ponderosa pine, and 50 cents 
for material unmerchantable because of size 
under the terms of the agreement, to be cut out 
and removed at the option of the purchaser, will 
be received. 








Southwest Lumber Mills 
Incorporated offers you 
prompt dependable service 
on Quality Products of 
Ponderosa Pine 


Our two modern mills at Flagstaff and McNary, 
Arizona, have up-to-date precision machines and 
every facility for quality production in big 
volume. With 20 dry kilns and advanced manu- 
facturing methods, their yearly capacity is a 
hundred million feet. Here is quality lumber cut 
from high-altitude timber—mature and big-bodied, 
with the softness, close grain and fine texture 
characteristic of slow growth in high altitude. 


You can depend on Southwest Lumber Mills, In- 
corporated to supply all your needs in building 
and industrial items of Ponderosa Pine. Your 
inquiries and orders will receive our prompt and 
careful attention. 


UTHWE 
LUMBER 
MILLS INC. 


McNary, Arizona 


Mills at Flagstaff and 
McNary, Arizona 
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two years. 

The structure is 14x27 feet above 
the base, and the roof adds eleven 
feet. The chute is 2x3 feet. The 
staves are single ply fir flooring, 
end grooved and matched, are 
dipped in asphalt wood preserva- 
tive. Asphalt fiber coating covers 
the hoops which are eight ply clear 
cedar measuring ™% inch-by-four 
inches. The braces are common 
2x4 lumber. There are ‘sixteen 
anchor guides, eight of which are 
criss-cross up to the top to coun- 
teract the leverage of the wind. 
Douglas fir was used for the roof, 
and the entire outside of the silo 
was covered with aluminum paint. 
The first hoop was sunk into the 
concrete, and the others raised in 
skeleton form before nailing on the 
staves. The hoops are thirty-two 
inches apart. The silo’s cost, not 
including the base and roof, was 
$270, and construction required 
approximately 200 man hours. 

The experimental construction 
which preceded the evolution of 
the wood silo described above has 
been related to the AMERICAN 
LUMBERMAN by FE. A. Calhoun, 
county extension agent, as follows: 

There is quite a story con- 
nected with the development of 
the silo that is being used to a 
considerable extent in this 
county. Back in 1932, when con- 
ditions were bad, we started an 
intensive feeding program. A 
special effort was made to have 
the range cattle and sheep from 
Montana and points further West 
stop here for feeding. Farmers 
generally were interested in find- 
ing some means of conserving 
their feed supply, and they re- 
quested that an effort be made 
to devise some kind of a cheaper 
silo. Corn in this county is used 
mostly for fodder, but more is 
being made into ensilage. 

We started out originally by 
using a picket fence temporary 
silo. The first year we used the 
regular picket fence such as is 
utilized to keep snow off high- 
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Called 100 Percent Satisfactory by Farmers 





D., April 4.— North of this little town in Cass County 
is a fine example of a wood silo erected on the farm of Herman Salzwedel, 
who says he is “100 percent satisfied with it.” The silo has been used for 
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ways. 
others the structure was not. 
The second year Carl Hansen 
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The wood silo on Herman Salzwedel's farm is seen here with E. A. Calhoun, 
county extension agent, and Carl Hansen who has been experimenting with 


silos since 1932 


In some cases this was lined with a strong paper, and in 


n started to make panels from lath 
which were stapled together with wire. 


The lath were placed close 
together, which made paper in- 
side unnecessary. 

The following year, lath were 
replaced by matched flooring, 
which was stapled together in 
the same manner and made a 
tighter silo. They were designed 
in panels which could be placed 
one on top of the other as the 
silo was filled. The flooring was 
four or six feet, and the panels 
were 4x8 or 6x8. The method was 
not very satisfactory as the silo 
had to be re-constructed every 
year, and some trouble was expe- 
rienced from wind. 

The silo farmers have been us- 
ing the past two years is pic- 
tured here. It is on Mr. Salz- 
wedel’s farm. Farmers are en- 
thusiastic about this type of silo, 
and have had good results with 
it. Albert Brekke of Wild Rice, 
for example, had never used any 
silage until four years ago. Now 
he has three portable silos and 
one permanent structure, 16x30 
feet. He is milking twenty-two 
cows, and is also feeding cattle. 
Up until four years ago, he was 
a grain farmer. 


Mr. Calhoun suggests that if one 
wants a more permanent and solid 
structure than the one pictured 
here, the inside can be lined with 
half-inch lumber. He states that 
some farmers have applied this ma- 
terial in corkscrew fashion, and 
then put on a third wall in the 
opposite direction. 


After learning about the wood 
silo on Mr. Salzwedel’s farm, the 
AMERICAN LUMBERMAN_ queried 
him as to his experience with it. 
He replied that he was satisfied, 
and doesn’t see how it can be im- 
proved. He doesn’t think it is 
necessary to use thicker staves in- 
stead of flooring for they would 
have to have tapered matched 
grooves, whereas ordinary straight 
matching flooring is satisfactory. 
Mr. Salzwedel explained that the 
flooring is nailed to the hoops so 
firmly that there is no shrinkage 
of staves when the silo is empty. 
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THE LUMBERMAN POET 








Easter 


God gave us many a goodly thing, 
But gave the greatest in the spring. 
Again the grass creeps up the slope 
And fills the heart with Easter hope. 
He might have given us only truth 
To lead us upward from our youth, 
And truth to be an old man’s guide, 
But God has given us hope beside. 


For days will come, and days depart, 
When wisdom will not heal the heart. 
We must have more when days are dour, 
Some certainty in some sad- hour. 

And then the Easter lily blooms, 

The green returns, the spring resumes, 
And Easter fills the world again 

With hope, with hope the hearts of men. 


Between Trains 


CoLtumsus, Oxnto.—Tonight was home-com- 
ing week for this department, for we sat down 
to dine with the Union Association of Lumber 
& Sash & Door Salesmen. We expected 100 
to 125 of us salesmen would sit down to a 
quiet evening together, but so many one-eyed 
Connellys from the retail branch of the busi- 
ness crashed the gate (as they had been in- 
vited to do) that we had over twice that. We 
were glad to see the retailers rise and assert 
themselves in this manner, for we remember 
some of the retail conventions in the old days 
when you had to be a salesman to get in. 

Not only were the retailers present, but the 
flower of the secretarial field, Paul Collier, of 
the Northeastern, Ernie Woods, of the South- 
western, and even Don Campbell, president of 
the National. Findley Torrence certainly put 
on a great show this year, with a lot of head- 
liners, from Glenn Frank all the way up to us. 
But it was old-timers, rather than headliners, 
that made the meeting a home-coming for most 
of us—fellows like Walter Whitacre, and John 
Barchard, and Elam Artz, and W. G. Smith, 
and Ernest Dillow, and G. R. Lampton—but 
we'll have to stop putting them in or we'll be 
leaving them out. 

Nobody enjoyed the banquet as much as John 
Barchard, who couldn’t hear a word of it. 
But that wasn’t the reason. John confided: 
“I enjoy seeing people laugh.” Here’s hop- 
ing there are a lot of optimists and self-abnega- 
tionists in the world like John, without for a 
minute thinking that there are. 

But we were speaking of the old days, and 
the old conventions, and that brings to mind 
a time we were chatting with a salesman at 
a convention. The hotel (they were not so 
numerous or sO roomerous in those days) was 
packed to the roof. The salesman observed a 
friend : 

“Hello, Bill, ja git a room?” 

“No, I didn’t.” 

“Well, just use mine. 
go up an’ clean up now?” 
“Well, yes, I would.” 
“Well, git your grip, an’ we'll go right up.” 
“Well, I didn’t bring any grip—I’m just 

gona stay two or three days.” 

Yes, those were the great old days.- No 
night-shirts, but no night-clubs. More re- 
versible collars, and fewer financial reverses. 


Mebbe you'd liketa 


Canton, Itt.—One good thing about life is 
that in time you forget a hurt, but you never 
forget a kindness. The son and I were mo- 
toring through here one October, and stopped 
at the Elks club cafeteria for lunch. Some- 
thing was said about the world’s series game 
that afternoon, and immediately we were in- 
vited to remain over for a few hours and hear 
it in the club parlors. So we did, and we 


left town with the impression that Canton is 
like that. Tonight we came back, this time 
not as a stranger, and found we: were right. 
It is. The club was filled to capacity, the 
occasion being the fifth victory dinner of the 
Canton Association of Commerce. In the mob 
we detected Arthur Green, the wellknown lum- 
beryardist, and discovered he is a director, but 
were not surprised. If a lumberman isn’t ac- 
tive in building up the community, who is going 
to be? 


We See b’ the Papers 


The “experiment farm” 
appropriately, near Hope. 

The trouble with relief is that the relievers 
get more than the relieved. 

Sign near Wichita, Kan.: 
ture Co. Honest Values.” 

The Socialist believes that the way to get 
more milk is to kill the cow. 

There used to be a fool born every minute. 
Now one is killed every minute. 

Speaking of economists, we’d hate to have 
one of the Bankhead boys head ours. 

Speaking of names, there is O. E. Woods, 
the lumberman, at Arkansas City, Kan. 

If the country is against a thing, that ought 
to settle it. After all, it’s the country’s coun- 
try. 

This country really is divided between the 
haves and the hope to get something for noth- 
ings. 

The founders of the Republic never imag- 
ined the House would ever have to save us 
from the Senate. 


Speaking of pronunciation, remember Lily 
Pons is a coloratura, and not something in a 
rock garden. 

In Illinois every twelfth person in the State 
is on relief. And supporting them isn’t all 
the other eleven have to do. 

The trouble is that, while Congress is trying 
to save the President’s face, the workingman 
and business man are losing their pants. 

If you despair of America, you will be inter- 
ested to know that Bee County, Tex., cotton 
farmers rejected Wallace’s cotton plan by 39 


in Arkansas is, 


“Crook Furni- 


" votes, 


The Administration is buying eggs. A num- 
ber of Congressmen think it’s a good idea to 
get them off the market before the 1938 cam- 
paign. 

Said by a Kansas waitress waiting on a 
roomfull: “The boss’s wife is supposed to 
help me if I get too busy. But I never seem 
to get that busy.” 

The public debt is now $37,556,302,154. If 
you were willing to pay it off personally at 
the rate of $100 a year, it would take you only 
three hundred and seventy-five million years. 


Spring's Lesson 


Trees at the bud, creeks at the flood, 
And grass its greenest green, 
Joy in the air, and in the blood, 
And in the sylvan scene, 
The same old spring, yet new each thing, 
The same old world, but now 
A sky above for birds to wing, 
And earth for men to plow. 


Spring does not know it should not sow, 
. Should let the good plow rust. 
It knows it is the time to grow, 
And keeps its holy trust. 
Now bud and fern to woods return, 
The seed begins to bring 
New wealth to fields—and men might learn 
A lesson from the spring. 
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Lumber Dealers 
earn good profits on 


i} 





Get your full share of this good 
well-paying Roofer business. Be 
ready with Southern Yellow Pine 
{ Roofers—standard size boards 
made especially for use as roof 
boards, sheathing, sub-flooring, 
cement form work, etc. 


Keep your eye on the farm mar- 
ket for Roofers—for homes, 
barns and other farm buildings. 


Roofers may be ordered dipped 
to prevent stain—air or kiln 
dried. Many of these mills can 
also supply other popular lum- 
ber items. Roofers are sup- 
plied S4S, S2S&CM or Shiplap 
in 3%” or 25/32” on special 
order. 


Roofers supplied by these lead- 
ing producers are dependable 
in every way—and you can 
order them through your whole- 


saler: 


Leon Clancy Company 


Careful manufacture and prompt shipments 
Moultrie, Ga. 


Jeffreys-McElrath Mfg. Co. 
Mfrs. Roofers, Lumber and Box Shooks 
Macon, Ga. 


Mills Lumber Co. of Ga., Inc. 


Mfrs. Pine Lumber -- Roofers a Specialty 
Acworth, Ga. 


Tolleson Lumber Co. 


Roofers and Kiln-Dried Finish 
Perry, Ga. ll 
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Ohio Dealers Enjoy Visit to Southern 


SHaAmRock, Fa., April 4.—For the past few 
years it has been the custom of retail lumber 
dealers of Ohio, shortly after their annual con- 
vention, to indulge in a tour that takes them 
to different parts of the country. While pri- 
marily for pleasure and recreation, the tour 
gives them an opportunity to visit great lumber 
manufacturing operations and learn at first hand 
some of the intricate details of producing the 
material that goes through their yards to home 
builders, fabricators etc., the marketing of 
which plays such an important part in the eco- 
nomics of the nation. This year the tour took 
the dealers to Cuba, with important stops en 
route. 


SEE BIG CYPRESS MILL IN OPERATION 


The first sightseeing stop was at Shamrock, 
where the dealers and their wives were guests 
for the day of the Putnam Lumber Co., and it 
is safe to say that in all of their travels never 
were they welcomed more royally or enjoyed 
more unique entertainment. President M. L. 
Fleishel, Sales Managers Ellis Crosby and John 





Carter, and other officials and employees of 
the company co-operated in making the day one 
long to be remembered by every participant. 
The Putnam mills, which operate on a schedule 
of forty hours a week, do not as a rule run on 
Saturday, but, in order that the visitors might 
see the plants in full operation, they had been 
closed down two half days during the week, so 
they could operate on Saturday for the benefit 
of the visitors, and at the same time keep within 
the limits of the regular schedule. 


ENJOY LUMBERJACK TRIP TO 
CYPRESS SWAMPS 


On a special train from Cincinnati, the party 
arrived at Shamrock at about 11 o’clock, Sat- 
urday morning, March 26, and were immedi- 
ately transferred to a train of one flat car and 
two converted box cars, to be transported to 
the cypress logging operations twenty miles 
away in the cypress swamps. The change 
from palatial Pullmans to these logging rail- 
road cars, pulled by a puffing wood-burning lo- 
comotive, was a novel experience, and the trip 








out to the woods and back was thoroughly en- 
joyed. En route to the woods lunch was served, 
buffet style. Arrived at destination, the visitors 
saw immense cypress logs being skidded from 
the swamps and decked along the right-of-way 
ready for loading. To see those great logs 
come plunging in on the skid lines with irresist- 
ible force was awe inspiring to those of the 
party who were witnessing this operation for 
the first time and who began to get an inkling 
of what a complicated task is involved in pre- 
paring the lumber that is so popular in their 
trading centers. 


WATCH OPERATIONS ON LOG 
DECK AND .CARRIAGE 


From the woods the party was taken back 
to Shamrock, and then was conducted through 
both the pine and cypress mills, where they 
saw these monarchs of the forests being thrown 
about with abandon from log deck to carriage 
by that powerful piece of machinery, the steam 
“nigger,” and heard the whine of the band 
saws as they quickly reduced the great logs to 





Upper left—Tidewater red cypress timber of the Putnam Lumber Co., of Shamrock, Fla. Upper center—Alley in the great cypress yard. Upper right— 
Some of the Putnam Lumber Co.'s red cypress logs that produce the finest of cypress lumber. Lower left—Putnam Lodge, transient hotel on Dixie Highway 
opposite Putnam Lumber Co. office, contains 36 rooms with private or connecting bath. Lower right—Highly attractive lobby of Putnam Lodge shows artistic 


possibilities of pecky cypress finish 
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Cypress Producing Area 


boards and timbers. From the mills they were 
escorted through the sheds and yards, where 
they saw neatly stored and piled eleven million 
feet of yellow pine and fifty-six million feet of 
tidewater red cypress. Four Ross carriers 
transport all the lumber from mill to yard, and 
from yard to planing mill and cars. These 
great “straddle-bugs” were busy dashing about 
with their loads, while in some of the alleys the 
Hilke stackers were engaged in automatically 
piling lumber in the stacks that tower high 
into the air. 

Many in the party were seeing a big lumber 
operation for the first time and were awed and 
amazed by the impressive sight. 


ENTERTAINED IN UNIQUE MANNER 
AT LODGE 


It was a tired, but a tremendously interested 
party that finally returned to Putnam Lodge, 
the unique hotel, built of cypress, with all in- 
terior trim of pecky cypress, which has be- 
come a popular stopping place for the many 
tourists who travel the highway on their way 
to and from the Florida resorts. After a brief 
period of rest and an animated cocktail hour, 
the guests assembled in the spacious dining 
room for a real Southern banquet. As they 
entered the dining room they were intrigued 
with the sight of three barbecued pigs, stand- 
ing lifelike on a table, each roasted to a turn, 
but standing erect with an apple in its mouth. 
Small bars of metal had been inserted in the 
legs of each pig to prevent them from curling 
while being barbecued and make it possible for 
them to stand after being cooked. This novel 
sight attracted much attention and amazement, 
which later turned to expressions of delight 
when the succulent roast suckling pig was 
served, following a course of chicken and all 
accessories of a Southern dinner, including hot 
biscuits. The dinner was served by Mrs. De- 
metri Warren, daughter of Mr. and Mrs. 
—s assisted by members of the office 
orce. 


A PROGRAM OF TRUE SOUTHERN 
HOSPITALITY 


Following the meal, President: Fleishel 
briefly welcomed the visitors and introduced 
Ben Wand, of Jacksonville, editor of Southern 
Lumber Journal, as master of ceremonies. Mr. 
Wand, in turn, introduced various members of 
the Putnam organization, some of the visiting 
dealers and Secretary Findley Torrence, of the 
Ohio Association of Retail Lumber Dealers, 
who promoted the tour. Mrs. M. L. Fleishel 
was introduced and charmingly welcomed the 
visitors. A. Ford, managing editor of 
AMERICAN LUMBERMAN, was introduced and 
paid a high tribute to Mr. Fleishel, as the 
“outstanding man in the American lumber in- 
dustry.” As a finale to the banquet, the toast- 
master called upon Mr. Fleishel, who briefly 
expressed the pleasure of himself and his as- 
sociates in having the dealers and their wives 
visit this operation, told them something of its 
ramifications, and outlined the details of the 
balance of the entertainment program. During 
the course of the banquet each lady was pre- 
sented with a lovely gardenia and a tape meas- 
ure bearing on its case a reproduction of the 
famous Bok singing tower, and each of the. male 
guests was presented with a souvenir pencil and 
cigars. 


SEE HOW COLORED EMPLOYEES 
DISPORT ON SATURDAY NIGHT 


From the banquet the guests were taken in 
automobiles’ to the negro moving picture house, 
where a special sports film taken at the famous 
Florida cypress gardens was shown. From 
here, again in automobiles, the guests were 
taken to the negro recreation hall, where for 
an hour or more they were given an opportu- 


nity to see how the negro laborers and their 
young people in a sawmill community disport 
themselves on Saturday night. Trucking, the 
big Apple, and other dances were displayed by 
these negroes as only the Southern negro can 
do them, and it truly was a happy sight. The 
visitors were deeply impressed with the way 
in which the employees of the Putnam Lumber 
Co. are housed and cared for and with the way 
in which provision has been made for their 
comfort and their pleasure. 

From the recreation hall the visitors were 
transported back to their special train and de- 
parted loud in their praise of the way in which 
they had been entertained and feeling sure that 
this day and night in Shamrock would prove 
to be the high light of the entire trip. 

Assisting in the welcome to the Ohio deal- 
ers was J. Wigginton, president of the 
Florida-Louisiana Red Cypress Co., of Jack- 
sonville, and also representatives of the Bur- 
ton-Swartz Cypress Co., of Perry, and the 
Brooks-Scanlon Corp., of Foley. 

For the first time in fifteen years Mr. Fleishel 
failed to attend the annual meeting of the 
Southern Pine Association, having foregone 
that pleasure in order to devote his time to the 
entertainment of this important group of retail 
lumber dealers. 


PAY PLEASANT VISIT TO FLORIDA 
SEASHORE 


Returning from Cuba, today the dealers and 
their wives are being entertained at Ponte Ve- 
dra, a popular seashore resort south of Jack- 
sonville, by the Florida-Louisiana Red Cypress 
Co. and its affiliated manufacturers, Wilson 
Cypress Co., Putnam Lumber Co., Brooks- 
Scanlon Corp., and Cummer Sons Cypress Co., 
joined by the Burton-Swartz Cypress Co. The 
entertainment consists of golfing, fishing, swim- 
ming and bridge, with lunch being served at the 
Ponte Vedra club house, an opportunity being 
given also for a visit to St. Augustine, the old- 
est city in the United States. 





B. C. Mills Co-operate on 
Cargo Shipments 


MontTreEAL, Que., April 4.—The Seaboard 
Lumber Sales Co. (Ltd.) will charter a ship 
in May or June to carry a full cargo of ap- 
proximately 5,000,000 feet of British Columbia 
lumber, mostly fir, to Montreal and other St. 
Lawrence ports, a reliable source indicated to- 
day. This will be the first full cargo from the 
coast since 1936, though various firms shipped 
part cargoes and deckloads last year. The com- 
pany is a co-operative marketing agency said 
to represent approximately 97 percent of Brit- 
ish Columbia lumber mills. 





Breeds Trees for Quick Growth 


Was.incTon, D. C., April 4.—Faster-grow- 
ing forest trees may be one of the results of 
experiments now being carried on by the For- 
est Service. Until recently, a hit-or-miss col- 
lection of wild trees alone has been used by 
foresters. The fast-growing trees offer possi- 
bilities fer use in making paper pulp, the For- 
est Service says. The Northeastern Forest 
Experiment Station has selected some 25 
hybrid poplars promising rapid growth and 
disease resistance, and this spring has dis- 
tributed 248,000 cuttings to Federal nurseries 
in twenty States. One strain has already pro- 
duced trees seven inches in diameter and 37 
feet tall in seven years’ growth in the field. 
Experiment Stations in other parts of the 
country are working with longleaf and slash 
pine hybrids, ponderosa pine. and other valu- 
able commercial species. 










Lumber Dealers 
like this 
SABINE 
Short Leaf 


They have found that Sabine 
time-tested lumber has the 
quality that satisfies the most 
discriminating customers. The 
quality is in the choice se- 
lected timber, in the careful, 
scientific seasoning, in the 
skillful manufacturing. Those 
who have used Sabine timber 
want more of it, and dealers 
who sell it win more trade and 
make better profits. Your in- 
quiries and orders will receive 
our prompt and careful atten- 
tion. Mixed Cars. 


SABINE 
LUMBER CoO. 


SALES OFFICE; 
Arcade Bidg., ST.LOUIS, MO. 
MILLS: 
Zwolle, La. 
Trinity, Texas 
New Willard, Tex 




















Eastman - Gardiner 


HARDWOOD Co. 


Laurel, Mississippi 


Manufacturers 


Poplar, Gum, Oak 


Rough and Dressed 
Air-Dried and Kiln Dried 


Inquiries and orders will receive 
prompt attention 
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Organizes for Expansion of Market for Fir 
Plywood--Appoints Merchandising Expert 


Tacoma, Wasu., April 2.—W. 
E. Difford, of Louisville, Ky., re- 
cently president of W. J. Hughes 
& Sons Co., of Louisville, and one- 
time president of the National As- 
sociation of Millwork Jobbers, has 
been appointed director of the 
Douglas Fir Plywood Association, 
with headquarters here. In his 
new position, Mr. Difford will be 
in active charge of the million dol- 
lar three-year program of trade 
promotion which plywood mills, 
members of the association, have 
authorized. Associated with Mr. 
Difford in the management of the 
trade promotion activities will be 
a management committee - elected 
by association members. This com- 
mittee consists of E. W. Daniels, 
Harbor Plywood Corp., Hoquiam, 
chairman; Bruce Clark, Elliot Bay 
Mill Co., Seattle, and Huntington 
Malarkey, M. & M. Woodwork- 
ing Co., Portland, together with 
Lawrence Ottinger, U. S. Plywood 
Corp., New York, as an advisory 
member. 


New Officers and Executive 
Committee 


Coincident with announcements 
of the appointment of Mr. Difford, 
the association also announced its 
new officers. These are: 

President—Philip Garland, Ore- 
gon-Washington Plywood Co., 
Tacoma. 

Vice President—A. R. Wuest, 
West Coast Plywood Co., Aber- 
deen. 

Secretary—V. A. Nyman, Aber- 
deen Plywood Co., Aberdeen. 

Treasurer—N. O. Cruver, 
Wheeler-Osgood Sales Corp., Ta- 
coma, 

The executive committee is 
composed of these officers: E. W. 
Daniels, Huntington Malarkey, 
EB. E. Westman, Washington 
Veneer Co., Olympia, and Frost 
Snyder, Vancouver Plywood & 
Veneer Co., Vancouver. 

In commenting on the renewed 
and enlarged association activities 
President Garland said, “Our new 


program is being undertaken with 
the hope of stabilizing one of the 
Northwest’s important industries. 
Capital investment in the twenty 
mills in the Douglas fir plywood 
industry for plant and equipment 
alone exceeds $15 million, and our 
normal annual payroll approxi- 
mates $9 million. Consequently, if 
our member mills are able to op- 





PHILIP GARLAND, 
Tacoma, Wash.; 
President 


erate at a profit, it means a great 
deal to the general welfare and 
prosperity of Oregon and Wash- 
ington, and particularly to the com- 
munities in which the various ply- 
wood mills are located. 

“We believe that stabilization of 
our industry can best be accom- 
plished by furthering and diversi- 
fying quantity uses for Douglas fir 
plywood. Probably no other lum- 
ber product is put to as many uses 
as is plywood today, but we feel 
that our recent authorized trade 
promotion activity, with its definite 
program of research, sales exten- 


E. W. DANIELS, 
Hoquiam, Wash.; 
Executive Chairman 


sion, and national advertising, 
backed by our grading and inspec- 
tion services, will develop new vol- 
ume uses for plywood that will be 
stabilizing factors of great impor- 
tance. 

“Particularly do we realize that, 
if our industry is to find the stabi- 
lization we seek, plywood must 
show a profit to those who dis- 





W. E. DIFFORD, 
Tacoma, Wash.; 
Director 


tribute it, as well as to the mills 
that make it.” 


Believe Time is Right for 
Extension 


In discussing the trade promo- 
tion program, Mr. Daniels said, 
“We believe our industry is renew- 
ing aggressive trade extension 
work at the right time, and Doug- 
las fir plywood would be posi- 
tioned to advantage by any up- 
swing there might be in building. 
However, so large has become the 
industry consumership of plywood 
in such a multitude of uses, that 


any recovery of general business 
will be a stimulant to ours. We 
believe that even in times of re- 
cession, there are many uses for 
plywood which can be developed 
but which haven’t been—simply be- 
cause people don’t realize what is 
possible. It is with this fact in 
mind that we are resuming our na- 
tional advertising in April and 
May publications. This advertis- 
ing, which will reach several mil- 
lion people each month, neverthe- 
less is but one part of our broad 
trade promotion activities. 


New Manager Understands 
Marketing 


“We feel ourselves fortunate to 
secure aS manager a man so ably 
qualified for the work as is Mr. 
Difford. His entire business career 
has been devoted to merchandising 
and marketing, and there are few 
men, if any, who have a wider per- 
sonal acquaintanceship all over this 
country among those factors in the 
lumber trade who are vitally con- 
cerned with the distribution and 
sale of plywood. In the conduct 
of his own business Mr. Difford 
has always been interested in asso- 
ciation work, and it was in this 
way he became secretary of the 
Kentucky Retail Lumber Dealers’ 
Association (now Kentucky Lum- 
ber & Supply Association) and of 
the National Association of Mill- 
work Jobbers. Last September he 
was drafted by the Fir Door In- 
stitute to make a market analysis 
of the fir door industry. During 
the past six months he has visited 
every part of the United States in 
connection with this work. It was 
while he was in Tacoma making 
his report to the Fir Door Institute 
that our association persuaded Mr. 
Difford to become its manager.” 

Mr. Difford is planning to make 
his permanent home in Tacoma, 
and will move his family here from 
Louisville at the conclusion of the 
school term. 


Export Market Essential to West Coast Mills 


SEATTLE, WasH., April 2.—Officials of the 
West Coast Lumbermen’s Association see hope- 
ful signs of the end of the seven-year famine 
in West Coast lumber exports, according to a 
statement released today. The statement sum- 
marized the case for West Coast lumber pre- 
sented by five representatives of the industry 
at the recent hearings in Washington, on the 
position of lumber in trade negotiations between 
the United States and Great Britain. Says the 
statement: 

Prior to 1931, foreign trade took from 1.1 
to 1.65 billion feet annually of West Coast 
lumber. This trade grossed $20 million to $35 
million annually at ship-side values. Ap- 
proximately half the gross returns went into 
wages for 12,000 to 15,000 workers. In 1937, 
our export shipments were 37 percent of the 
1929 volume. In 1929 Oregon and Washing- 
ton had 74.5 percent of a total export volume 
of Douglas fir and related species of lum- 
ber to British Empire markets; in 1937 we 
had only 9.8 percent. The preferential tariff 
of the United Kingdom has been calamitous 
to western Oregon and Washington, where 61 


percent of the mills are on tidewater and 
lumber is fundamentally and permanently an 
export industry. Meanwhile the Reciprocal 
Trade Program has opened the American 
market to Canadian and other foreign lum- 
ber. Douglas fir and West Coast hemlock 
lumber imports were increased by 111 per- 
cent in 1936, and by 80 percent in 1937, by 
the Canadian Trade Agreement. 

The: association maintains that the nego- 
tiations with the United Kingdom give our 
Government its only chance for real restora- 
tion of foreign trade to West Coast lumber. 
The association holds that such restoration 
depends on parity in United Kingdom tariffs 
for American with Canadian lumber. This 
contention is based on the indisputable fact 
that, even with such parity, Canadian lum- 
ber would still have specific competitive ad- 
vantages, such as its lower production cost. 


Can Not Practice Forestry Without Market 


A supplementary statement, points out the 
impracticability of reforestation in the North- 
west while an export market is lacking: 

In western Oregon and Washington there 


are over 500 billion feet of virgin timber. 
The vastly greater part of it is mature, and 
much of it is over-ripe, standing like lumber 
piled in a yard, subject to decay and fire. 
Forest Service estimates show that the pres- 
ent total drain upon this timber, from cut- 
ting and fire, is 7 billion feet a year. At that 
rate the present supply would last theoreti- 
cally 78 years. Forestry can not be practiced 
in stagnant old-growth timber in the Doug- 
last fir region. There can be no reforesta- 
tion, except as old-growth is cleared and 
replaced by young growing forests. Govern- 
ment experts estimate that if this land is 
put into condition for reforestation, it will, 
under present methods of fire protection and 
forest practice, produce new timber at a 
rate of 8 billion board feet annually. There 
is promise of a future growth of 15 billion 
feet annually. To utilize the Pacific North- 
west’s timber resources effectively it is of 
first importance to have forest industries 
which can profitably grow, utilize and sell 
the products of forest lands. 





New Freicut Cars installed by Class I rail- 
roads in 1937 totaled 75,058. 
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Sell Material for Remodeling 
Coulee Dam Buildings 


SPOKANE, WASH., April 4.—The contracting 
firm for the completion of the Grand Coulee 
dam, the Consolidated Builders (Inc.), has re- 
ceived orders to proceed, so two Spokane lum- 
ber firms have been awarded contracts for 
more than 350,000 feet of lumber to be used 
in remodeling and repairing the buildings in 
Mason City, the contractors’ all-electric town. 
The Exchange Lumber & Manufacturing Co. 
has sold 100,000 feet of plywood for the job. 
The two-carload order will supply material 
for relining the interiors of the Mason City 
houses, The Potlatch Yards (Inc.) have been 
given. a contract for 250,000 feet of lumber. 
Deliveries will be continued until about 
April 15. 





Enlarges Output of Ponderosa; 
Appoints Sales Manager 


KLAMATH FALtts, Ore., April 2.—From the 
finest textured Ponderosa pine timber to be 
found in southern Oregon and northern Cali- 
fornia, over 35 million feet of lumber products 
will be cut annually, under an enlarged pro- 
gram just announced by the Ivory Pine Co., 
and to begin at once. Facilities are ample for 
the manufacture of modern lumber and mould- 
ing products in all 
specifications and 
grades. Thoroughly dry 
stock and superior 


manufacture assure 
shipments up to the 
highest _ standards. 





STANLEY HODGMAN, 
Klamath Falls, Ore.; 
Sales Manager 





Straight or mixed cars 
will be supplied. 

Two band mills will 
be operated this year, 
one at Bly, Ore, in 
charge of C. O. Pitney, 
and the other at Bieber, 
Calif., in charge of 
Sheffield Bridgewater. 
The mill at Bieber is an uptodate plant owned 
by the Globe Lumber Co. (Ltd.), of Los An- 
geles. It is ideally situated to give prompt 
shipment from one of the West’s finest timber 
tracts. The Ivory Pine Co. considers itself 
fortunate to have supervision of manufactur- 
ing at such a plant. 

The company’s enlarged program requires 
enlarged personnel, so Stanley Hodgman has 
been engaged as sales manager. Mr. Hodgman 
knows pine from stump to final use, and will 
give his best services in the interest of the 
Ivory Pine Co. clientele, so that intelligent con- 
sideration of consumer needs, and prompt serv- 
ice, are assured. Sales for both mills are to 
be handled through the main office of the com- 
pany, located in the Williams Building, Kla- 
math Falls, 








Inland Waterway System for 
Log Transportation 


MonTreAL, Que., April 4.—Organized just a 
year ago, the Lakehead Transportation Co. 
now employs 250 persons in its unique water 
transportation system. The company specializes 
in bringing logs from the hinterland regions of 
virgin spruce and balsam forests near Ft. Wil- 
liam to Canadian and United States mills for 
manufacture into finished products, The com- 
pany’s fleet consists of more than forty gaso- 
line and diesel powered boats, scows, barges 
and tugs. Inland lakes, navigable rivers and 
Lake Superior form a chain of waterways 
which make the transportation possible. 
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TEMSEAL SHEATHING 





A NEW TYPE 
VAPOR-SEALED 
BOARD 


RMSTRONG now introduces the 
only insulating sheathing on the 
market which combines asphalt coating 
with paper reinforcement—Armstrong’s 
TEMSEAL. Among its many advan- 
tages are unusual strength, high resist- 
ance to air and moisture infiltration— 
without loss of insulating efficiency. 
TEMSEAL consists of efficient Arm- 
strong’s Temlok sealed on both sides 
and the long edges with asphalt and 
paper. Ends are sweat-sealed with as- 
phalt. Severe tests have shown that this 
factory-applied finish makes the use of 
asphalt-impregnated building paper or 
felt unnecessary. Furthermore, Temseal 
is extra-strong and is an aid to rigid 
construction. An added value is its 
excellent nail-holding strength. 
TEMSEAL is offered in the Standard 
sheathing thickness of 2549” and in 
sizes 4’ wide by 6’, 7’, 8’, 814’, 9’, 914’, 
10’, and 12’ long. It replaces standard 


DE LUXE INTERIOR FINISHES 








Tue Aspautt Paper coating of Armstrong’s Temseal forms 
a strong vapor barrier and reinforcement. Quickly erected, 
emseal avoids use of building paper. 


~ ~ ~ 


Temlok sheathing, bringing many new 
advantages to dealer and builder, at no 
increase in cost. 

Write today for samples and com- 
plete details of this new Arm- 


strong Temlok Product. For con- © 
venience, use the coupon below. 


ARMSTRONG CorK Propucts CoMPANY 
Building Materials Division 
987 Concord Street, Lancaster, Pa. 





Please send me samples and complete 
information about the new Armstrong’s 
TEMSEAL Sheathing. 
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Along the Gulf Coast the Editor Sees-- 


Many Evidences of Progressiveness 
in the New South 


In his travels about the country, this pere- 
grinating editor has had opportunity to see it 
from many of the highways noted for their 
scenic beauty, and it would be difficult to name 
the section that has the greatest appeal, for 
each has its own particular significance. There 
is the rolling dairy country of Wisconsin, pre- 
senting scenes of pastoral beauty hard to sur- 
pass; the fertile corn belt of Illinois through 
which the smooth ribbons of pavement run; 
the gorgeous mountain views in the Appala- 
chian and Blue Ridge ranges, with their fa- 
mous sky line drives and their rugged peaks; 
the quiet, lazy beauty of the Evangeline section 
in Louisiana, with the pavements lined with 
moss covered trees; the panorama of derricks 
and the greasy activity of the oil belts of 
Arkansas, Texas and Louisiana etc. 

During the past fortnight this wanderer has 
driven over a section of highway that possesses 
a strong lure for the tourist during the winter 
and early spring season—the famous Gulf Coast 
highway that meanders along the Gulf of Mex- 
ico and crosses the various bays that intervene 
between New Orleans and Jacksonville, Fla. 
The building of these highways in the South is 
progressing rapidly and is doing as much as 
any other one thing to develop the country and 
bring into it the outside capital it has so long 
needed for its progress. 


South Becomes Aware of Value 
of Its Forests 


The building of good roads has had a very 
definite influence on the lumber industry, and 
has completely changed its complexion in many 
respects. Lumber manufacturers no longer are 
dependent upon large bodies of timber that can 
be reached only by expensive logging railroads, 
but are finding in many cases ample timber 
supplies from areas opened up by the develop- 
ment of good roads and motor trucks. This, and 
the rapid development in the South of a pulp 
and paper industry, are having a material in- 
fluence in making the people generally, and 
lumber interests in particular, more forest con- 
servation minded, so that the protection and 
preservation of the forests has become to them 
a vital economic question. Already great 
strides have been made, and it is both interest- 
ing and comforting to drive along hundreds of 
miles of highway and see, as far as the eye 
can reach, great areas of thrifty, growing young 
timber which in a few years will be helping 
to create additional profitable employment for 
both capital and labor. True, one still sees 
much destruction of timber, but,-as the desira- 
hility of timber conservation becomes more gen- 
erally appreciated, these waste places grow 
smaller and the protected areas grow larger. 
The number of lumber manufacturers and tim- 
ber owners in the South who are practicing 
timber conservation and reforestation in a prac- 
tical way is constantly increasing. 


Forest Industries Aim at 
Permanent Timber Supply 


In this connection it is interesting to note 
that the Southern Pine Association, through its 
conservation department, in connection with 
State and Federal forestry agencies, is actively 
leading in this effort to develop a practical 
timber conservation policy that will assure to 
southern sawmills and paper mills a timber 
supply that is permanent. One hears consider- 


able criticism of the paper mills for their des- 
poliation of the young forests through their 
purchase of pulpwood from farmers and small 
timber owners who do not realize the oppor- 
tunities that lie before them in the way of a 
permanent market for their timber if it is han- 
dled properly and who, for the sake of the 
immediate money available, are cutting their 
timber tracts clean. However, most of the pa- 
per mill companies are encouraging proper 
handling of timber resources and doing an edu- 
cational work that will prove immensely valu- 
able. Along the highways over in Florida one 
sees large billboards bearing this inscription: 
“The St. Joe Paper Co. Pulpwood purchased 
only from landowners who guarantee absolute 
co-operation with State and Federal forestry 
services in maintaining all cutover lands on 
sustained yield basis.” This means that timber 
owners in that section, following correct for- 
estry practices, will find a reliable, steady, per- 
manent market for their pulpwood and, instead 
of decreasing, will increase, the timber resources 
of that section. This notice by the St. Joe Pa- 
per Co., whose plant, said to be the most mod- 
ern in the United States, is just going into 
production, is in line with the policy of the 
DuPonts in helping to develop the industrial 
life of the South. 


Pay Tribute to Memory of 
Pioneer Practical Forester 


While on this subject of forestry one can 
not refrain from mentioning the valuable work 
of one of the pioneer practical foresters who 
probably in his lifetime did more to encourage 
and develop practical forest conservation in the 
South than any other individual or forestry 
group—the late Prof. Austin Cary. Alongside 
the highway between Gainesville and Jackson- 
ville, Fla., is being erected a memorial to Au- 
stin Cary, this memorial being promoted by 
the forestry department of the University of 
Florida at Gainesville, and the Society of Amer- 
ican Foresters. An area has been set aside and 
designated the Austin Cary Memorial Forest, 
and preparations are being made for the erec- 
tion of a suitable tablet that may be seen from 
the highway, dedicated to the memory of this 
rugged individual who combatted vague forestry 
theories and insisted on placing forestry and 
timber conservation on a practical, profitable, 
business basis. Many lumber concerns are con- 
tributing to the fund being provided for the 
erection of this memorial, and actively lead- 
ing in its promotion is Prof. H. S. Newins, 
head of the forestry school at the University 
of Florida. 


Large Manufacturer Grows 
More Than It Cuts 


While this article was not intended to be- 
come a dissertation on forestry, the subject can 
not be dismissed without reference to some of 
the interesting developments along that line. For 
example, the timber holdings of one of the 
large southern lumber manufacturers recently 
have been carefully surveyed by representatives 
of the Forest Service, and they report that tim- 
ber is growing on these lands at the rate of 
72,000,000 feet annually. As the present total 
annual cut of the company is only 60,000,000 
feet, this survey indicates that its lands are 
producing 12,000,000 feet annually more timber 
than is being cut. This company is practicing 
approved timber conservation methods and _is 
practically assured of a permanent timber sup- 
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ply. One large Florida manufacturer has 
placed 140,000 acres of its timber holdings un- 
der a forestry program, which includes not only 
protection of young timber, but the planting of 
seedlings on bare areas. This same method is 
being followed by a number of lumber manu- 
facturers throughout the South, and there is not 
alone ground for hope, but the certainty of an 
ample permanent timber supply for both saw- 
mills and paper mills. 


South Is Lifting Highways Out of Mud 


Getting back to the subject of highways, one 
must not gain the impression that highways 
generally in the South are of a high type and 
that driving over them is an unmitigated pleas- 
ure. Over in Alabama during the past fort- 
night this scribe has driven over some of the 
most “gosh-awiul” roads that can be found any- 
where. These roads are not particularly bad 
in dry weather, but when it rains, as it was 
doing with abandon for a few days while this 
editor was over there, the red clay that is used 
so abundantly for road topping becomes a 
sticky, slippery mess that makes driving any- 
thing but a pleasure and causes one to long for 
the smooth pavements again. Similar roads are 
found in other States as well, but it is inter- 
esting to note the progress that is being made 
in providing paved roads. Mississippi, for ex- 
ample, is spending $80,000,000 on a comprehen- 
sive highway program that is lifting that State 
out of the mud, and Alabama, too, has a pro- 
gram under way, and road building is progress- 
ing generally throughout the South. In the 
meantime, the average motorist traveling in 
that section, watches the weather reports and 
prays that the rain may be deferred until he 
can get back on a pavement. A few experiences 
of this kind makes the motorist refrain from 
complaining when he is called upon to pay a 
gasoline tax of as much as seven cents a gal- 
lon in some of these States. He cheerfully pays 
and hopes that the money will be really spent 
in providing good roads. 


Experiments on Prefabricating 


Wood Homes 


Over at Quincy, Fla., an interesting experi- 
ment in prefabricated house construction is be- 
ing undertaken by the Thomas-Little Lumber 
Co. An architect in Pensacola has developed 
what is called the “Moore system of prefab- 
ricated buildings,” which provides for the fab- 
rication to exact dimensions of every piece of 
material going into the construction of a build- 
ing, so that no cutting or sdwing whatever is 
done when the house is being erected. The ar- 
chitect has developed fifty house designs, in the 
erection of which the same bill of materials is 
used. At the time of this writer’s visit, C. W. 
Thomas, Jr., of the Thomas-Little Lumber Co., 
had before him a list of materials for ten 
houses on which he was figuring the costs. In 
this list was given the size and character of 
each individual piece of lumber to be used, the 
number of pieces required, and all information 
in the minutest detail covering this type of con- 
struction. The plan is to cut each piece to exact 
dimensions and number each piece so that when 
the material is delivered on the job the car- 
penter, from blueprint and instruction sheet, 
can easily select the material required for each 
part of the house and quickly erect the build- 
ing without the necessity of any cutting, saw- 
ing or trimming. Mr. Thomas believes that the 
small added cost of preparing the material in 
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this way will be more than offset in the saving 
in time and labor cost in erecting the, buildings, 
and that a better quality of lumber will be sup- 
plied through the development of good lumber 
in cutting short pieces from the lower grades. 
So well convinced is he of the practicability and 
the economy of this plan, he is preparing to add 
the necessary equipment and trained personnel 
to supply the material for a group of ten of 
these homes, each of which will be of separate 
design but using the same material. If this ex- 
periment is as successful as he believes it will 
be, he expects to go into production on an ex- 
tensive scale. This may be the answer to the 
question of a good, low-cost home built of wood. 


Railroad Gives Newsmen Eyeful 
of Southern Progress 


Guests of P. C. Couch, president of the 
Louisiana & Arkansas Railroad, in his private 
car, the Magnolia, eleven Arkansas newspaper 
editors recently made a tour of Louisiana and 
Arkansas industries, getting information as to 
industrial development that has occurred in the 
two States in recent years, and that planned 
for the immediate future. The party was ac- 
companied by Harvey C. Couch, of Pine Bluff, 
Ark., president of the Arkansas Light & Power 
Co., who pointed out many of the interesting 
points en route. At Baton Rouge, La., they 
were guests of Governor Leche and, following 
a lengthy discussion of the Louisiana industrial 
program, the editors were shown over the cap- 
itol building and the splendid new buildings of 
Louisiana State University. Later they visited 
the great Godchaux sugar plantations and re- 
finery at Reserve, then visited New Orleans. 
Returning to Shreveport, the party there en- 
trained in motor cars and, going through Min- 
den, Monroe and Sterlington, with their various 
industries, visited and inspected the paper mills 
and allied industries at Crossett, Ark., which, 
under the direction of the Crossett, Watzek, 
Gates interests, has become one of the impor- 
tant industrial centers of the South. A tour 
of this kind can not fail to be of great interest 
and benefit, giving these news commentators 
and moulders of public opinion a more com- 
plete realization of what industrial development 
may mean to any commonwealth. 


Governor Urges Home Repairs 
in Dull Summer Season 


Of particular interest to the lumber and 
building industries is the thirty-days observ- 
ance of “Home Improvement Month” inaugu- 
rated by Governor Leche, of Louisiana. In an 
effort to combat the annual summer “business 
slump,” the Governor announced a summer pur- 
chasing campaign beginning April 1, designed 
to increase spending and purchasing power dur- 
ing the warm weather period. The first month 
of the season is to be devoted to home improve- 
ments. In his announcement the Governor cited 
home improvements that can be made, replenish- 
ments in supplies and facilities that can be or- 
dered, and he urged the women to take a hand 
in seeing that these things are done. The Gov- 
ernor said: “There are a lot of repairs to be 
made. The roof needs patching; new wire is 
needed for the screens; there are probably a 
few rotten planks in the steps; some of the 
plastering probably is cracked, and no doubt 
some of the plumbing needs repairs. The home 
improvements will provide work for the build- 
ing trades during a normally slack season and 
will stimulate the demand for materials, in- 
directly aiding other employment.” He urged 
merchants to co-operate through advertising 
and special displays, and officials of towns 
throughout the State are asked to lend their 
support to the plan. The Governor further 
said: “If every home owner will co-operate, 
several millions of dollars can be loosened up 
without hurting anybody and made to render 
a great service to business conditions in gen- 
eral.” This is a constructive, worthwhile effort 
that should command the hearty support of 
lumber manufacturers and lumber and building 
material dealers throughout the State, and is a 
movement that could profitably be emulated in 
other States. 
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Less Cotton and Politics—More Peanuts 


A writer in a Mobile (Ala.) newspaper, 
commenting on the crop-control law, pungently 
remarked: “As far as we are concerned, farm- 
ing needs more fertilizer and less politics.” 
With this statement, lumbermen generally will 
heartily agree. In further comment the editor 
said: “Under the crop-control Act, which we 
personally think is the biggest piece of tom- 
foolery any group of intelligent citizens ever 
wished onto itself, cotton planting in Mobile 
County is severely curtailed and hampered. 
Thus the planters find they have put them- 
selves under a boss and are no longer free and 
independent, even if white and twenty-one.” 
Then he points a way out: “But there is still 
a way out of this peanut politicking agriculture, 
and it also is a peanut route. There is no peanut 
control of peanut farming, yet, so cotton farm- 
ers and others can turn to this cash crop.” He 
advises that there is a market for the peanuts 
and for the cured vines and comments: “Now 
that farm labor has gone PWA and the Govern- 
ment takes away the men the farmer has de- 
pended on to make his cotton, perhaps peanuts 
will come to his rescue. The farmer can profit- 
ably raise what he can handle with his family.” 
In this connection it is interesting to note that 
from Opelika, Ala., comes a report that Lee 
County farmers expect to harvest 1,000 acres 
of peanuts next fall, as an important supple- 
ment to their cash income from cotton. Lumber- 
men, better keep your eyes on the peanut 
growers. Also, it might be well to watch the 
peanut politicians. 

A. LF. 


New West Coast Rate Map 
Is a Timesaver 


SEATTLE, Wasu., April 2.—The traffic de- 
partment of the West Coast Lumbermen’s As- 
sociation presents freight rates from the West 
Coast to all parts of the nation in a form that 
is readily understandable to any layman by 
means of a simplified rate map, size 17 by 22 
inches, that graphically pictures the results of 
the recent decision of the Interstate Commerce 
Commission. K. C. Batchelder, association traf- 
fic manager, says the map is the result of 
months of painstaking research, analysis and 
classification by E. Hanson, assistant traffic 
manager, and L. A. West and G. P. Gregor, 
rate experts. It provides a quick bird’s-eye 
view of the rate adjustment. “The map is by 
no means intended as a substitute for the 
W. C. L. A. Freight Rate Book,” Mr. Batch- 
elder said. “Its function is to make visual the 
broad divisions of the great mass of rate in- 
formation the Freight Rate Book contains. 
Those who obtain the graphic map will find it 
of real utility as a timesaver when only gen- 
eral freight rate information is required, or for 
ready reference in the form of a graphic in- 
dex.” The map is obtainable from the associa- 
tion at a nominal charge of 25 cents a copy, 
and $1 for five copies. 


Offers Data on Mill Roofs 


SAN Francisco, Cauir., April 2.—Roofs for 
paper mills, textile plants and other factories, 
where high humidities affect the longevity of 
materials used, are often of as much concern 
to management as are the operating and 
processing problems in the plants themselves. 
Continuing its series of technical bulletins and 
information letter, the California Redwood 
Association, 405 Montgomery Street, this city, 
has just released a study on mill roofs, based 
on construction or reconstruction with durable 
woods. How durable all-heart California red- 
wood combines the properties of decay resist- 
ance, insulation, small shrinkage, strength at 
light weight and paintability for long-lifed 
roofs is covered. An unusual feature is the 
series of tables on heat loss, dew point and 
humidity computations to be considered in plan- 
ning the new roof or reconstruction of an old 
one. 
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Start NOW 


Take advantage of this 
UNEQUALED SERVICE 


offered you by 


Foreman-Blades 


ceotm PINE. 


Carolina 
CYPRESS and HARDWOODS 


Kiln-dried N. C. Pine Flooring, Ceiling, 
Finish, Mouldings, Yard Stock. Straight 
or Mixed Cars of Pine. Mixed Cars of 
Pine, Cypress, Hardwoods. Direct by 
water to Baltimore, Philadelphia, New 
York. 


Or you can order from our convenient 
Distributing Yards at 


BALTIMORE—Brown’s Wharf, foot of 
Broadway. phone—Wolfe 5867. 


ELIZABETH, N. J.—ll S. Front St.. 
phone—Elizabeth 2-0600. 


BROOKLYN—First St. and Gowanus 
Canal—phone Main—4-7417. 

PHILADELPHIA — 1121 N. Delaware 
Ave., phone Regent—9333. 


Tell us what you need—and let us give 
you full information about our products 
and unusual service. 


FOREMAN-BLADES LUMBER CO. 


ELIZABETH CITY, N. C. 


BUCHANAN 


TEXARKANA, ARK-TEX- 


BAND -SAWED 


SOUTHERN 


VELLOW PINE 
and Hardwoods: 


ESSERE FI 
MIXED CARS OR STRAIGHT CARS 
RETAIL YARD STOCK 
A SPECIALTY. 








CHAPMAN & DEWEY 
LUMBER COMPANY 





Manufacturers of high grade 


HARDWOOD LUMBER 
and OAK FLOORING 


from famous St. Francis Basin. 
Wire for quotations. 


MEMPHIS - - - TENN. 
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BUILDING NOTES 


Texas Building Permits Register 
Good Gains 


Austin, Tex., April 4.—Building permits in 
Texas during February gained sharply over 
both the preceding month and the correspond- 
ing month last year, the University of Texas 
Bureau of Business Research has announced. 
Reports from 36 Texas cities, representing all 
sections of the State, show total permits of 
$5,805,751, an increase of 28.8 percent over the 
preceding month and 26.1 percent over the like 
month last year. 

Cities registering gains over both comparable 
periods were Austin, Big Spring, Brownwood, 
Corpus Christi, Corsicana, Denison, El Paso, 
Galveston, Graham, Houston, Lubbock, Mc- 
Allen, Palestine, Paris, Plainview, Port Ar- 
thur, Sherman, Snyder, Tyler and Waco. 


Order Received for 100 


Pre-Fabricated Houses 


Mi_waukeE, Wis., April 4.—The house divi- 
sion of the Harnischfeger Corp., here, has re- 
ceived an order for 100 of the pre-fabricated 
houses which it manufactures. The houses were 
requested by the Pomeroy Organization, Inc., 
real estate firm of Syracuse, N. Y., for use in a 
subdivision development. The manufacturer is 
selling houses by the street or entire develop- 
ment and not by the single unit. The first re- 
lease will be twenty-five, four and five room 
stock models. Eight have already been shipped. 
The New York real estate company plans to re- 
order if it is successful in disposing of the initial 
group of houses. Additional orders from Min- 
neapolis, Washington, D. C., and Indianapolis 
call for eighty-seven more pre-fabricated units. 

















Home Show Attracts Ten Thou- 


sand Visitors 


ALBUQUERQUE, N. M., April 4.—It is esti- 
mated that in excess of ten thousand persons 
visited the home exposition staged here April 1, 
2 and 3 in the Carlisle university gymnasium. 
The Albuquerque Lumber Co., J. C. Baldridge 
Lumber Co., Breece Lumber & Supply Co., and 
the Davidson Lumber Co., were among thirty 
exhibitors whose displays showed home build- 
ing materials, furnishings and painting meth- 
ods. Practical demonstrations showed proper 
methods of construction, new and improved 
building and insulating materials and adaptation 
of building features particularly suited to local 
climatic conditions. The preponderance of 
young people in attendance at the exposition 
was noticeable. 





English Home Financing 


Authority Speaks Here 


Wasnurncron, D. C., April 4.— Sir Harold 
Bellman, London, England, president of the In- 
ternational Congress of Building Societies and 
author of several volumes dealing with building 
societies and their progress, will arrive in this 
country April 23 for a series of addresses to 
give his ideas on home building financing and 
recovery in building trades employment. Sir 
Harold is also managing director of the $240,- 
000,000 Abbey Road Building Society, the larg- 
est institution of its type. The United States 
Building & Loan League is arranging a ban- 
quet which he will address here on April 27 and 
earlier that day he will speak to a conference 
of the league. He is also scheduled to speak 
at Yale, Northwestern, American and Ohio uni- 
versities. With the aid of building societies, 


250,000 families in Great Britain bought homes 
in 1936, borrowing $700,000,000 to do so. With 
the business he represents boasting such a 
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record, it is obvious that his comments will 
arouse the interest of mortgage men, theorists 
about housing and others who look to English 
building societies as the last word in stream- 
lined home financing. 





Home Show Project to Stress 


Medium-Priced House 


Fonp pu Lac, Wis., April 4.—A home show 
project, contemplated by the Association of 
Commerce here, is intended to arouse interest 
in the construction of moderate priced dwellings. 
New industries have brought a material in- 
crease in pulation and there is a decided 
shortage of houses that can be rented within 
the means of those needing habitation. The 
show would also stress, in addition to building 
for investment, a modern low cost home for 
prospective home owners. 





Canadian Lumberman Visits 


Western New York Mills 


Syracuse, N. Y., April 4.—S. J. Staniforth, 
Staniforth Lumber Co., Ltd., Montreal, newly 
elected president of the Canadian Lumbermen’s 
Association, was a recent visitor at a number 
of western New York sawmills to inspect the 
manufacture of northern hardwoods on Clark 
small band mills. He was accompanied by E. 
R. Plunkett, Plunkett-Webster Lumber Co., 
(Inc.), New Rochelle, N. Y. Mr. Staniforth 
is also general manager of the New Hampshire- 





From left to right: H. A. 
Hanlon, Cotton & Han- 
lon Lumber Co., Cayuta, 
N. Y.; E. R. Plunkett, 
Plunkett-Webster Lumber 
Co. (Inc.), New Rochelle, 
N. Y.; L. H. Street, Clark 
Brothers Co., Olean, N. Y.; 
S. J. Staniforth, Staniforth 
Lumber Co., Ltd., Mon- 
treal 





Vermont Lumber Co., operating a band mill at 
North Stratford, N. H. The plant is owned by 
the Plunkett-Webster company. Messrs. Stani- 
forth and Plunkett visited the H. M. Booher 
mill at Syracuse, where a 42-inch Clark band 
mill is in operation and also inspected the 
60-inch Clark band mill in use at the Cotton & 
Hanlon Lumber Co., Cayuta, N. Y. L. H. 
Street, manager of the sawmill division of 
Clark Brothers Co., Olean, N. Y., was also a 
member of the party. 





European Exporters Adhered to 
'37 Quotas; Set '38 


Vienna, Austria, Feb. 16.— The resolution 
adopted by the European Timber Exporters’ 
Convention at its Warsaw meeting, to reduce 
the quota for 1938 by a further 180,000 stand- 
ards, has in the meantime been ratified by each 
of the nine member organizations, with the re- 
sult that the reduction in the quota now 
amounts to 580,000 standards in all. Accord- 
ing to the decision of the Stockholm meeting, 
the member countries have the right to apply 
such part of their quotas as were not taken 
advantage of in 1937, to the contingent for 1938. 
After exhaustive investigation it has been estab- 
lished that the claims to be taken into con- 
sideration total 199,536 standards, and that 
therefore the actual maximum volume of ex- 
ports for 1938 is limited to 3,619,536 standards. 
The final statistics for 1937 show that each of 
the nine exporting countries has exactly ad- 
hered to its obligations in respect to quotas for 
1937. 
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CLUB NEWS 


Fox River Lumbermen Dine and 
Discuss Housing Program 


OsuxkosH, Wis., April 4—More than 100 re- 
tail lumbermen, contractors and business men 
attended a dinner meeting sponsored by the Fox 
Valley Lumbermen’s Club, at Hotel Athearn 
here, March 21, to hear H. P. McDermott, Mil- 
waukee, discuss expected developments in the 
better housing program. L. H. Ross, manager 
of the Fuller-Goodman Co., presided, with Don 
S. Montgomery, secretary of the Wisconsin 
Retail Lumbermen’s Association, acting as toast- 
master. 

Merits of construction in wood, and explana- 
tion of the Lumber Products-Better Paint cam- 
paign now underway nationally, were discussed 
by Don Critchfield, who exhibited films to 
show lumber processes to assure right moisture 
content and other quality factors. 

Mr. McDermott explained the financing un- 
der Title I and Title II of the National Hous- 
ing Act. 














Permanent Operation Assures 
Quality 


New Orteans, La., April 4.—Careful ex- 
ercise of conservation by southern pine lumber 
manufacturers will assure a permanency of op- 
eration, declared A. G. T. Moore, conservation 





department manager Southern Pine Association, 
in an address to members of the New Orleans 
Lumbermen’s Club here at a dinner-meeting. Mr. 
Moore pointed out that permanency of opera- 
tion heightened the desire to build a reputation 
for quality products. R. H. Fleming, club 
president, presided. 





Twin City Hoo-Hoo Club Members 
Dine and Frolic 

Sr. Paut, Minn.. April 4.—Five hundred 
members of the Twin City Hoo-Hoo Club and 
other lumbermen were guests last Thursday 
night of the Red River Lumber Co., the Shev- 
lin Pine Sales Co., the Weyerhaeuser Sales Co. 
and the Winton Lumber Sales Co. at a “frolic 
feast” at the St. Paul Hotel. An excellent din- 
ner was followed by a vaudeville entertainment. 





Car Loadings 


A report of the car service division of the 
Association of American Railroads shows that 
the revenue freight for the two weeks ended 
March 26 totaled 1,113,284 cars, as follows: 
Forest products, 53,944 cars (a decrease of 
595 cars below the amount for the two weeks 
ended March 12), grain, 68,350 cars; livestock, 
22,143 cars; coal, 168,907 cars; coke, 8,859 
cars; ore, 15,544 cars; merchandise, 303,621 
cars, and miscellaneous, 471,916 cars. The total 
loadings for the two weeks ended March 26 
show an increase of 4,704 cars above the 
amount for the two weeks ended March 12, 
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THE BUSINESS RECORD 








Business Changes 


CALIFORNIA. Los Angeles—Tyler Cabinet Co. 
(Ltd.) succeeded by C. R. Kayser Co., 7110 Mc- 
Kinley Avenue. 

San Jose—San Jose Lumber Co., Bast Santa 
Clara and 26th Streets, succeeded by Crescent Lum- 
ber Co.; will carry on a wholesale and retail busi- 
ness, 

ILLINOIS. Chicago—Suburban Lumber Sales Co. 
changed name to Lawrence F. Braun Lumber Co., 
1791 Howard Street. 

Dana—L. M. Bayne Lumber Co. 
0. C. Marshall. 

KANSAS. 


succeeded by 


Wilson—Paradise Lumber Co. suc- 
ceeded by Wilson Lumber Co. 
LOUISIANA, New Orleans—Guenther Exvnort 


Co. (Ine.) succeeded by J. F. Guenther-Sigler Lum- 
ber Co. (Inc.), Carondelet Building. 

NEW YORK. Jamestown—Star Furniture Co. 
succeeded by Youngsville Star Manufacturing Co. 
(Inc.), Youngsville, Pa. 

Mexico—Mexico Lumber & Coal Co. sold to Jay 
W. and R. Austin Backus. 

NORTH CAROLINA. Windsor—E, Rhodes & Son 
succeeded by Rhodes Bros. 

NORTH DAKOTA. New England—Zaug Lumber 
Co, succeeded by Fullerton Lumber Co. 

OREGON. Garibaldi—The former Hammond 
mill at Garibaldi has been purchased by the A. & 
R. Logging Co., a subsidiary of the West Coast 
Plywood Co. 

PENNSYLVANIA. Youngsville—Youngsville For- 
est Manufacturing Co. succeeded by Youngsville 
Star Manufacturing Co. (Inc.). 

SOUTH CAROLINA. Seneca—B. R. Lawrence 
succeeded by Alexander R. Scott. 


SOUTH DAKOTA. Gayville—Lars Olson Lum- 


' ber Co. succeeded by Thompson Lumber Co. 


TEXAS. Lamesa—J. C. Wooldridge Lumber Co. 
succeeded by Jess Paulk. 

WISCONSIN. Forestville—Fuller Goodman Co. 
succeeded by Farrell Lumber Co. 

Stone Lake—A. A. Dickinson 
ceeded by Stone Lake Lumber Co. 


New Mills and Equipment 


CALIFORNIA. Santa Rosa—Santa Rosa Shingle 
Mill, to be located in Electrolux Avenue, will man- 
ufacture colored and fire-proofed redwood shingles. 


MISSOURI. Salem—Missouri Walnut Co. 
erect a walnut mill here. 


OHIO. Pataskala—The Brooke Lumber Co. will 
erect a new planing mill. 

Vermilion—Fischer Lumber Co. will be rebuilt, 
following recent fire. 


(Estate). suc- 


will 


Casualties 


ALABAMA, Mobile—Chickasabogue Mill Co. 
suffered fire loss of $30,000 in storage shed, with 
only $2,000 insurance. 


INDIANA. Fort Wayne—Fort Wayne Builders 
Supply Co. huge warehouse destroyed by fire, with 
loss estimated at $100,000. 


KENTUCKY. Louisville—E. O. Lindley Wood- 
work Co., 1717 Magazine, had shed destroyed by 
fire, with estimated loss of $3,500, covered by in- 
surance. 


MISSOURI. Bethany—Bethany Lumber Co. de- 
stroyed by fire; will be rebuilt. 

NORTH CAROLINA. Goldsboro—A. T. Griffin 
Manufacturing Co. planing mill damaged about 
$5,000 by fire; will be rebuilt. 


VERMONT. Jonesville—Plant & Griffith Lumber 
Co. sawmill destroyed by fire, with loss estimated 
at $50,000. 

VIRGINIA. Doran—W. E. Mullens Lumber Co. 
sawmill and lumber in storage damaged by fire, 
with loss estimated at $50,000. A bandmill and 
more than a million feet of lumber were saved. 
No insurance, but will rebuild at once. 


CANADA. QUEBEC. Melbourne—J. G. Ewing 
& Son furniture factory destroyed by fire, with 
damage estimated at $50,000. 


Incorporations 


Pine Bluff—Ben Pearson (Inc.): 
The firm will manufacture archery equip- 


ARKANSAS. 
$10,000. 
ment, 

FLORIDA. 
Co.; lumber. 

Vero Beach—Barnes-Reed Lumber Co.; lumber. 

INDIANA. Hammond—Rosenbaum Coal & Ma- 
terial Co. (Inc.), 418 178rd Street; to deal in fuels, 
lumber and building materials. 

MICHIGAN. Detroit—H. A. Chaplow Lumber 
Co, 8675 E. Seven Mile Road; $20,000. 

NORTH CAROLINA. Asheville—Woodbury & 
Pace (Inc.); $100,000. To do a general lumber 
business, 

OREGON. 
Co.; $10,000. 


Palatka—St. Johns River Lumber 


Portland—Buck Mountain Logging 


Salem—DeHarpport Timber Co.; 
ber and timber. 


TEXAS. Conroe—Peoples Lumber Co. (Inc.). 

WASHINGTON. Spokane—Modern Building Ma- 
terials (Inc.); $50,000. 

WISCONSIN. Hayward—Stone 
Co.; lumber business, 


New Ventures 


CALIFORNIA. Auburn—Tahoe Sugar Pine Co. 
is opening a general retail lumber and supply 
business here. 

Blythe—Sinnock Lumber & Supply Co. has been 
formed. 

San Jose—Crescent Lumber Co. was recently or- 
ganized here to take over the lumber stock and 
equipment of the San Jose Lumber Co., East Santa 
Clara and 26th Streets, to carry on a wholesale and 
retail business. 

Boulder Creek—Santa Cruz will 
open a branch office here. 

Santa Rosa—Santa Rosa Shingle Mill, located in 
Electrolux Avenue, will manufacture colored and 
fire-proofed redwood shingles. 


OKLAHOMA. Woodward—tThe Fort Supply Co.; 
hardware and lumber. 


OREGON. Milwaukie—Niedermeyer Lumber Co. 


PENNSYLVANIA. Shippensburg and Sunbury— 
Bogar Lumber Co. has opened a yard in Sunbury 
and is establishing another new yard in Shippens- 
burg. 

Tunkhannock—Tunkhannock Lumber Co. will 
conduct a retail lumber and builders’ supplies busi- 
ness, along with general construction and repair 
work, 


$5,000. Lum- 


Lake Lumber 


Lumber Co. 





Hymeneal 


RAUGHT-SOLI—Miss Anita Soli, daughter 
of Mr. and Mrs. E. A. Soli, Everett, Wash., 
and Gordon Raught, son of Mr. and Mrs. A. L. 
Raught, Longview, Wash., were married 
March 22 in the University Lutheran church, 
Seattle. The groom’s father is an executive 
of the Weyerhaeuser Timber Co., and the 
groom has been connected with the pulp di- 
vision of the company since his graduation 
from the University of Washington in .1935. 
The bride attended the University of Wash- 
ington. The young couple will make their 
home in Everett. 


WATSON-WRIGHT—Miss Dorothy Wright 
and Harrell F. Watson, Gurdon, Ark., were 
married March 17. Mr. Harrell is connected 
with the Beirne Lumber Co., Beirne, Ark. The 
bride, a graduate of Central college, Conway, 
Ark., and Henderson. State Teachers college, 
Arkadelphia, Ark., has been a member of 
the public school faculty at Prescott, Ark., 
for the past three years. 





HAZELWOOD - ELZEY — Miss Dana Rice 
Elzey and E. G. Hazelwood, Lepanto, Ark., 
were married recently. Mr. Hazelwood is 
manager of the Lepanto Lumber Co. The 
bride has been employed by the company for 
the past two years. 





A Depression Is the Young Man's 
Opportunity 
The retirement of Leonor F. Loree as presi- 
dent of the D. & H., at the age of 80, reminds 
us of a conversation with him in the midst 
of the first depression a few years ago. After 


the dinner we sat up a little late to talks things 
over. He said: 


A depression is the young man’s opportu- 
nity. If I were a young man I would get a 
job with some corporation big enough to 
offer plenty of chances of advancement. I'd 
work for anything, I’d work for nothing if 
necessary, and show ’em what I had. If a 
boy will work hard and think hard, there is 
a better chance for him in a depression than 
there is in a boom. In a boom, the deadwood 
will do. But in a depression there is a real 
demand for workers and thinkers. They are 
always in demand, but never as much as in 
a depression. 


It seems to have been so in his own case. 
He didn’t tell us, but we learned subsequently, 
that he worked his way through Rutgers, grad- 
uated at 19, got a small job with the Pennsyl- 
vania, and eventually became president of the 
B. & O., the Rock Island, the Kansas City 
Southern, and the D. & H. He ought to know. 


It Pays to Buy from 


BENTLEY 


Whatever your needs may 
be—yard stock in the small- 
est items or timbers up to 
60 feet, we can give your 
orders prompt attention. 
Ask for Zimmerman stock 
—Virgin Long Leaf. You'll 
get bright, dry, fresh lum- 
ber from the finest virgin 
pine forests of Louisiana. 
We also sell Lignasan- 
treated lumber. Write us, 
telling your requirements. 





JABENTLEY LUMBER CO. 


ZIMMERMAN. LA. 





eo yg eo wromy 


PINE PLUME 


LUMBER COMPANY 


PINE 
CYPRESS 
HARDWOODS 


Air Dried and Kiln Dried 


Mixed Cars -- Pine, Hardwoods 
and Oak Flooring 


Specializing in Kiln Dried Poplar 


MONTGOMERY, ALABAMA 
Lsovmnnnernrrererenencmmanceerenennananrane 


KILN DRIED @ GRADE-MARKED 


NORTH CAROLINA PINE 


Railroad Material a Specialty 
Car Lining and Decking 


BURRUSS “AND, & LUMBER CO. 
PLANING MILLS: Blackstone, Va., Dilwyn, 
Va., Brookneal, Va., Roxboro, N, Cc. 























WHITE PINE [te 
Also — ) ys 
a ugar 


Fir Wallboard $733" 279, products 


William Schuette Company 


New York 


Ofice—4i East 42d St. PITTSBURGH, PA. 
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NATIONAL PRODUCTION, SHIPMENTS and ORDERS 


Wasuincton, D. C., April 2.—Following is the National Lumber Manufacturers Association’s report for two weeks ending March 26, and for 


twelve weeks ended that date, covering mills whose statistics for both 1938 and 1937 are available, and percentage comparison with statistics of iden- 
tical mills for the corresponding period of 1937: 


Av. No. Premegiiee Percent Shipments Percent Orders Percent 
TWO WEEKS: Mills 1938 of 1937 1938 of 1937 1938 of 1937 
Softwoods: 
Dt MRO cccedccecceccceeveee cteccseueen aan 60,442,000 84 64,462,000 100 58,570,000 100 
. a ee ee ee eee 143 165,567,000 73 182 953.000 84 176,192,000 74 
aah oi. ac wage deb ae 666 emelee tee « 123 87,699,000 72 127 ,000 82 111,954,000 69 
ON re ere eee 13 9,702,000 55 9,382,000 45 13,777,000 74 
Southern Dc. ends paobeowe > se ehae eta 8 4,734,000 79 4,961,000 90 3,855,00 80 
Northern | TTC TT TTT ere TT Te 10 637,000 32 4,384,000 66 3,805,000 64 
IO, e. cSGs er bbawweneeees séeeeess 19 2,065,000 33 2,653,000 51 1,988,000 61 
WE MAORI 5... occccccccccasessccccses 445 230,846,000 73 396,379,000 83 370,141,000 “75 
Hardwoods: 
ee eee Pee ee 780 12,296,000 ° 11,269,000 e: 8,753,000 * 
ED NUNES ccc cc acdacecdsOsccnteces 19 8,338,000 108 2,874,000 48 2,408,000 54 
Total Hardwo0Gs ....cccccccccccccccccccsce 99 20,634,000 14,143,000 11,161,000 oe 
EE Tl iin due Gke ee aeshceeweweenseees 525 351,480,000 410,522,000 381,302,000 
TWELVE WEEKS: 
Softtwoeds: 
Southern zoe Rhea eee OhGns 66040006 0646005ER5 132 361,062,000 85 375,629,000 83 376,151,000 89 
in CRG eR REGS OROEORO THOS OOS CEREOS 143 850,519,000 SI 958,465,000 84 954,638,000 84 
Western Pine . DEMME Ss G0 ewes 64400 60 Cee eRe ESS 120 336,648,000 65 643,591,000 76 675,710,000 81 
California nd ts staasenebaeerdheess 13 65,378,000 62 59,971 000 57 80,278,000" 65 
SD. ceccccocegucoseceeeoseveeese 8 25,833,000 78 23,236,000 66 19,221,000 60 
ont 66.065 ob. 600066664 eee ea Rees 10 7,762,000 124 18,468,000 50 19,962,000 56 
PRUTD UUINIOGEE ccc cccccc ccc ccc scccccceses 19 17,677,000 50 10,876,000 43 14, 721, 000 59 
SE IED cccccccc cc ccesescececseese 445 1,664,879,000 76 2,090,236,000 79 2,140,681,000 82 
Hardwoods: 
Southern Hardwoods .......cccscccccsccvcces 781 65,254,000 * 58,083,000 . 61,387,000 s 
WerthGrm TEBTAWOOGS 2... cccccccccccccccccccce 19 50,195,000 92 17,087,000 2 16,321,000 42 
SE OGD cccccccecnesceceseseseees 100 115,449,000 75,170,000 77,708,000 
i a eet heey caba demoed oped 526 1,780,328,000 2,165,406,000 2,218,389,000 


tUnits of Production. *No report for last 





West Coast Review 


[Special radiogram to AMERICAN LuMBERMAN] 
SEATTLE, WasH., April 6.— The 150 West 
Coast Lumbermen’s Association mills, giving 
production, shipments and orders during the 
two weeks ended April 2, reported: 
Production 162,545,000 
Shipments 172,416,000 6.07% over production 
Orders 163, 740,000 0.74% over production 
A group of 143 mills, whose production re- 
ports for 1938 to date are complete, reported as 
follows: 
Av verage weekly cut for thirteen weeks: 


nae bhp ome. dheeliséteeeseegraal 89,679,000 

193 ee OO ee 71,597,000 
ganenda cut for two weeks ended 

BOUT Bock cede e666 cccedegenedests 80,833,000 


A group of 150 mills, whose production for 
the two weeks ended April 2 was 162,545,000 
feet, reported distribution as follows: 





Unfilled 
Shipments Orders Orders 
Rail - 86,033,000 68,920,000 81,429,000 
Domestic 
cargo.... 54,325,000 60,019,000 170,315,000 
Export ... 13,941,000 16,684,000 57,272,000 
Local ..... 18,117,000 See. «ceaseaes 
172,416,000 163,740,000 309,016,000 


A group of 143 identical mills, whose reports 
of production, shipments and orders are com- 
plete for 1937 and 1938 to date, reported as 


follows: Aver. for 2 
wks. ended Aver. for 13 wks. ended 
April 2, April 2 April 3 
1938 1938 1937 
Production 80,833,000 71,597,000 89,679,000 
Shipments 85,674,000 75,873,000 96,658,000 
Orders 81,304,000 79,035,000 98,237,000 





Western Pine Summary 


PorTLaAND, Ore., April 2—The Western 
Pine Association reports as follows on opera- 
tions of identical Inland Empire and California 
mills during the two weeks ended March 26: 


Report of an average of 123 mills: 
Total for 2 Weeks ended 


March 26,1938 March 27, 1937 
Production ...... 87, 699 ,000 122,380,000 
Shipments ice ae 584, 000 155,734,000 
Orders received... 111,954,000 161,776,000 


Report of an average of 126 mills: 
ane 26,1938 March 27, 1937 
Unfilled orders... 155, 873, 000 327 765, 000 
Gross stocks..... 1,545,265,000 1,282,101, 000 
Reports of 123 identical mills: 
r——Total for Year——~, 
1938 1937 


293,006,000 
574,661,000 
619,528,000 


460,414,000 
766,836,000 
744,957,000 


Production 
Shipments 
OrGeTS vecsccccces 





Canada Builds Its First 
Connectored Stadium 


SEATTLE, Wasu., April 2—The modern tim- 
ber connector method of construction was used 
by the University of British Columbia recently 
in the building of an athletic stadium. The 
bleachers employ a system of six trusses, using 
Teco split rings with each truss, completely 
assembled on the ground and swung into place 
by a boom hoist. The trusses are spaced 25 
feet on center, supporting a roof load of 40 
pounds per square foot plus 2-inch T&G sheath- 
ing with 5-ply roofing. They are 70 feet, 7% 
inches over all, with a cantilevered end span 
of 27 feet, 10!%4 inches. The outer end has a 
depth of 3 feet on center, and the depth over 
the column is 10 feet on center, with the anchor 
end 3 feet on center of top and bottom chords. 
The top and bottom chords are made up of 
two pieces of 3x12-inch. The crown joint is 
formed with three pieces of Douglas fir lam- 
inated plywood 30x46 inches in size. One piece 
is 254-inch thick and the other two are 3%- 
inch thick. Every joint is designed to have its 
stresses transferred by the use of 2% and 4-inch 
Teco split ring connectors. Of the former, 366, 
and of the latter, 138, were used by each truss. 
All lumber is select structural grade of Doug- 
las fir, S4S with square edges. The trusses are 
stayed by five bracing trusses and six braced 
purlins located at the panel joints. The top 


members of these bracing trusses, and trussed 
purlins were cut to the slope of the roof, and 
the T&G roof decking was nailed directly to 
them. No difficulty was experienced in placing 
the trusses on the concrete columns and con- 
crete rear wall, to which they were anchored 
by bolts and straps embedded in the concrete. 





Southern Pine Statistics 


[Special telegram to American LumBerMan] 


New Orteans, La., April 6—Following is 
summary of reports from southern pine mills 
for the two weeks ended April 2: 


Average weekly humber of mills, 129 
Units,¢ 101 
Total for 
Two Weeks 
Three-year average production®... 61,877,000 
Actual en re ih ce eeeetes Oe 54,740, 00 


Shipments ......... ecceee eccccces - 57,326,000 
Orders received occ ceccccccccccces 51,601,000 


Number of mills, 121; Units,¢ 96 
On Apri 2, ise 


cecccece STIEIIEEE DARE 000 


Unfilled orders 
Unsold stocks 





*October, 1934, to October, 1937. 


tUnit is 308,000 feet of “3-year average” 
production. 








Relation of Unfilled Orders to Stocks 


Wasuincton, D. C., April 2.—Following is statement for eight groups of identical mills and 
two groups of hardwood flooring plants of unfilled orders and gross stock footage on March 26: 





No. of Unfilled Orders Gross Stocks 

Softwoods— Mills 1938 1937 1938 1937 
Southern Pine ....ccccccccecces ee 124 60,280,000 93,261,000 506,622,000 381,677,000 
WOME COOMBS cccccccccccoce ccvcees 143 314,482,000 764,383,000 962,441,000 1,041,852,000 
EE PEE ce cecccccccesececce « . mae 155,873,000 327,765,000 1, oe 265,000 1, 282, 101,000 
California Redwood ............. 13 46,592,000 80,172,000 316,722,000 276,565,000 
BOUCHEFM CYPTOSS .ccccccsccccece 8 3,333,000 7,987,000 163,516,000 150, 104,000 
Northern Pine ......cccccee weves 10 5,447,000 13,191,000 154,931,000 111,386,000 
Northern Hemlock® ............. 13 7,638,000 8,869,000 117,015,000 107, 594,000 000 

Total Softwoods ............ 437 593,645,000 1,295,628,000 3,766,512,000 3,351,279,000 
Hardwoods— 
Northern Hardwoods*® ........... 18 15,322,000 19,925,000 150,950,000 104,863,000 
Flooring— 
Oak Flooring ....... ces es aide pte 75 31,940,000 52,554,000 79,966,000 59,053,000 
Maple Flooring ....... a 15 36,000 15,557,000 17,699,000 14,293,000 


*Unfilled orders reported by 13 and 18 mills respectively; stocks by 19 mills. 
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Southern Pine Association Subscribers 
Continue Aggressive Program 


(Continued from Page 65) 


tory to show there always had been too many 
mills, too many yards, etc. 


Officers and Directors 


Election of officers and directors was effected 
at a luncheon meeting. The nominating com- 
mittee was composed of J. S. Foley, Foley, 
Fla., chairman; J. R. McNeal, Hardeeville, 
S. C.; R. D. Crowell, Longleaf, La.; R. W. 
Wier, Houston, Tex.; S. E. Moreton, Brook- 


haven, Miss. In addition to President Neal, 
the following officers and directors were 
elected: 

First Vice President—J. W. Foreman, 


Elizabeth City, N. C.° (re-elected). 


Second Vice President—Fred Dierks, Kan- 
sas City, Mo. (re-elected). 


Treasurer—F. L. Adams, Morton, Miss. 


Secretary-Manager—H. C. Berckes, New 
Orleans (re-elected). 


The board of directors elected for the vari- 
ous States comprises the following: 

Alabama—W. D. Harrigan, Fulton; E. M. 
McGowin, Chapman; L. W. Morgan, Selma; 
W. T. Neal, Brewton; M. P. Tinsley, Red Bay. 

Arkansas—-L. J. Arnold, Crossett; J. R. 
Bemis, Prescott; T. W. Rosborough, Glen- 
wood; Z. K. Thomas, Warren; F. W. Scott, 
Huttig; B. A. Mayhew, Fordyce. 


Florida—M. L. Fleishel, Shamrock; J. S. 
Foley, Foley; E. A. Hauss, Century; Basil BD. 
Kenney, Blountstown; D. M. Lewis, Talla- 
hassee. 

Georgia—C. C. Brownlee, Cedartown; H. R. 
Garrett, Quitman. 


Louisiana—T. E. Banks, Colfax; P. A. 
Bloomer, Fisher; Q. T. Hardtner, Urania; 
Brown McCullough, Shreveport; W. T. Mur- 
ray, Rochelle; F. W. Reimers, Hammond; 
J. P. Voss, Bernice; A. J. Peavy, Shreveport; 
R. D. Crowell, Long Leaf. 

Mississippi—L. O. Crosby, Picayune; Charles 
Green, Laurel; F. L. Adams, Morton; S. E. 
Moreton, Brookhaven; J. J. Paschal, Walnut 
Grove; V. R. Lackey, Forest; W. L. Legg, 
Electric Mills. 

Missouri—E. A. Frost, 
c. C. Sheppard, Clarks, 
Kansas City. 

North Carolina—S. S. Ambrose, Jackson- 
ville; M. T. Clement, Greensboro; J. W. Fore- 
man, Elizabeth City. 

Oklahoma—Fred Dierks, Kansas City, Mo.; 
Herman Dierks, Kansas City, Mo.; C. W. Wil- 
son, Antlers. 

South Carolina—R. A. Huffstetler, Colum- 


Shreveport, 


La.; 
La.; R. B. » 


White 


bia; Fred Lightsey, Miley; W. B. McNeal, 
Hardeeville, 
Texas—A. IL. Carter, Houston; W. F. 


Edens, Corrigan; J. H. Kirby, Houston; B. L. 
Kurth, Keltys; P. T. Sanderson, Trinity; 
Arthur Temple, Texarkana; Bli Wiener, 
Dallas; R. W. Wier, Houston. 

Virginia—W. H. Burruss, Lynchburg; R. W. 
Jordan, Emporia; H. C. Parrish, Norfolk; P. R. 
Roper, Petersburg. 

The afternoon session opened with an illus- 
trated lecture on management policy by Harold 
B. Dygert, representing the National Associa- 
tion of Manufacturers. 


Wage-Hour Legislation 


Discussion of the wage-hour legislative sit- 
uation and the problem of employe relation- 
ship was taken up by. C. C. Sheppard, chairman 
of the industry committee, who reminded his 
audience of the success realized in the fight 
against the Black-Connery bill. He urged, 
“not to be afraid to talk to employes about 
wage legislation. Your employes know when 
the lumber business is bad and are genuinely 
interested in the industry’s prospects. We do 
not have the problems found in vast industrial 
plants. I know my men and the men know 
me. You know your men and call them by 
name.” 


Mr. Sheppard stated that in the wage-hour 
fight, the southern pine industry had shown 
the greatest degree of co-operation to date. 
He asked the association to continue its fight 
without compromise, presenting the recommen- 
dation of his committee for continuation of 
the 5 cents per thousand feet voluntary assess- 
ment, which was unanimously approved. 


Against Further Experiment 
Prediction that the presently growing senti- 
ment in Congress against “experiments” would 


be stronger in the next session was voiced by 
R. C. Fulbright. Mr. Fulbright expressed the 


view that war is not imminent; that substan- 
tial home-building will be effected in 1938 re- 
gardless of legislation; that FHA will prove 
more effective, He also reviewed the legisla- 
tive situation. 

Dr. J. Ernest Stack, Houston, Texas, spoke 
briefly of his work against “isms.” 





To Study Mississippi Forestry 


Jackson, Miss., April 4.—The Mississippi 
legislature recently approved the appointment 
of a committee to study the State’s forest and 
timber conservation problem, and to submit at 
the next session a program. Of the state’s 
total area, 54 percent supports some form of 
forest growth, and the greater portion of this 
land as well as of the 1,800,000 acres of tax 
delinquent State land will continue to be valu- 
able mainly for growing timber. 











Here’s dependable lumber. 


products. 





CHECK 
YOUR 
NEEDS 
and 
WRITE 
US 




















Quality and value that always 
satisfy. And here are all modern refinements and improve- 
ments of new-day manufacturing. It’s good business to rec- 
ommend and sell ESSCO Precision Lumber Products. They 
are sure to satisfy your most discriminating customers, and 
thus create more trade for you. Right now is a good time 
to stock up with some or all of these time-tested quality 


ESSCO SOUTHERN PINE 
ESSCO KLAMATH SOFT PINE 
ESSCO HARDWOODS 

ESSCO WEST COAST WOODS 
ESSCO OAK FLOORING 


| XCHANGE SAWMILLS SALES CO. 


1111 R. A. Long Building, 
KANSAS CITY, MO. 
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Here’s What's New-- 


Free Display Rack and Sign for 
Sinks and Lavatories 


The Smoot-Holman Co., Inglewood, Calif., 
offers a free metal wire display rack and metal 
sign to dealers in conjunction with any of their 
three deals on sinks and lavatories. The display 
rack is small enough to take only four square 
feet of space on floor or sidewalk, and accom- 
modates one sink and one lavatory. It is three 
feet, ten inches high. The metal sign at the top 
is in three colors. It is impervious to rain and 
sun, and can 
be used as an 
outside dis- 
play. It is 
collapsi- 
ble, permit- 
ting it to be 
moved from 
place to place. 
The three 
deals on the 
c O mpany’s 
steel plumb- 
ing are called 
Giant 70, con- 
sisting of 65 
sinks and five 
l a vatories; 
Jumbo 70, 
consisting of 
65 sinks and 
five lava- 
tories; and 
Baby 30, con- 
sisting of 25 
sinks and five 
lavatories. 
Each deal is complete with an assortment to 
take care of a wide variety of requests .or 
requirements. Dealers can designate the as- 
sortment. Complete information will be sent 
to dealers who request it from the company. 





Frameless, Bronze Fly Screens Easily 
Installed—Operated 


Frameless, bronze fly screens, manufactured 
by The Cincinnati Fly Screen Co., Gest & 
Evans Streets, Cincinnati, Ohio, under the trade 
name “Zip-In,” are furnished in stock sizes 
for casement and double hung windows and are 
easily stored in small space as they come rolled 
up in three-inch square cartons. Installation 
requires but two screws in the head and two 
screws in the sill of the window frame. Thumb 
pressure on slides in the bottom rail draws the 
screen taut and smooth. There is no inter- 
ference with draperies and venetian blinds. As 
the Zip-In screen covers the whole window, both 
sashes can be opened for maximum circulation; 
eon casement windows, Zip-Ins are equally effec- 
tive. Full details may be had from the com- 
pany. 


New Circular Available on White 


Spruce Building Board 
B C Spruce Mills, Ltd., Lumberton, B. C., 


manufacturer of Moyie white spruce and pine, 
recently issued an illustrated circular describ- 
ing the well rounded line of Moyie white spruce 
building board, available in three patterns: 
edge and center beaded; edge and center 
v-groove; edge beaded. All patterns are avail- 
able in 6, 8, 10 and 12 inch widths, furnished 
in No. 1 common, select and finishing grade, 
No. 2 and No. 3 common. According to the 
manufacturer, the board is not only wind, water, 
snow and dust-proof but presents an attractive 
appearance and is thoroughly sound, economical 
construction. It is recommended for barn sid- 
ing, factory and warehouse walls, small farm 
building walls, summer cottages, porch decking, 


sheathing, sub-flooring, etc. It closely resembles 
white pine but has fewer and smaller knots. 
The circular, giving complete information and 
pocket size samples may be obtained on request 
from S. L. Boyd, American representative, 828 
Plymouth building, Minneapolis, Minn. 


New Sealer Announced For 


Porous Wall Board 


The Foy Paint Co., (Inc.) Cincinnati, Ohio, 
after extensive research, carried on with the as- 
sistance of several nationally known wall board 
manufacturers, has placed on the market a wall 
board sealer under the trade name Porouseal 
No. 580. The sealer, suited to all types of por- 
ous board, is said by the manufacturer to seal 
surfaces positively in one coat; eliminate high- 
lights; brushes on easily and dries overnight. 
One coat of semi-gloss or flat wall paint is rec- 
ommended over Porouseal to produce a uniform 
and durable finished job. The sealer, sold on a 
money-back guarantee, covers approximately 
150 square feet per gallon. Full details are 
available from the company. 


Expanding Blanket Insulation Made of 
Wood Fibers 


Kimsul, expanding blanket insulation made of 
wood fibers woven, creped and laminated to- 
gether and bound with asphalt, is announced 
by the manufacturer; Kimberly-Clark Corp., 
Neenah, Wis., as a modern material designed 
for savings in handling, storage and installation 
without sacrifice of permanency or efficiency. 
The fibers in Kimsul are not stretched, as the 
insulation is creped from original size to pack- 
ing size, and when pulled and fluffed during 
installation the air cells spun into the fibers 
remain unbroken and undistorted. Kimsul is 
compressed so that 250 square feet come packed 
in a carton 16 by 20 by 23% inches in size, 
weighing only 37 pounds. Outstanding fea- 
tures, cited by the manufacturer are: low ther- 
mal conductivity, “K” factor 0.27; flexibility, 
pliant as cloth; processed with asphalt and non- 
toxic chemicals for permanence and resistance 
to fire, vermin and moisture; non-settling ; light 
weight; one inch thickness providing maximum 
returns in comfort and fuel saving; complete 
utility, small pieces for caulking; ease of han- 
dling. Kimsul, made to fit between standard 
studding, is nailed to the header at one end 
and pulled down like a shade and fastened to 
the floor plate, creating a continuous blanket 


“gwakeansea 
BUILDING INSULATION 


A most 


important 
, development 
in building 

insulation 


* 
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of insulation and utilizing the air space on 
either side as additional insulation. A full 
sized sample of Kimsul and a booklet describ- 
ing its composition, qualities, uses and installa- 
tion details may be obtained from the manu- 
facturer at the main office or from the Kimsul 
division of the Kimberly-Clark Corp., 122 East 
42nd St., New York City or 8 South Michigan 
Avenue, Chicago. 


Vapor Proof Insulating Sheathing on 
the Market 


Temseal, insulating sheathing combining the 
value of an asphalt coating with paper rein- 
forcements, has been placed on the market by 
the Armstrong Cork Products Co., Lancaster, 
Pa., manufacturer of the Temlok line of in- 
sulating board. According to the manufacturer, 
the new product combines structural strength 





and resistance to infiltration of air and moist- 
ure. A surface application of asphalt forms a 
vapor seal and bonds the layer of kraft to the 
Temlok board. Both sides and the edges are 
sealed with asphalt and kraft paper. Asphalt 
sweated into the ends of the board completes 
the seal. Submersion tests indicate that it is 
resistant to water. Laboratory and field tests, 
it is stated, have shown the factory-applied fin- 
ish makes the use of asphalt impregnated build- 
ing paper or building felt unnecessary. It is 
claimed that Temseal gives greater rigidity and 
structural strength than commercial grades of 
wood sheathing applied horizontally and gives 
results comparable to diagonal’ wood sheathing. 
Temseal achieves its strength without increased 
density thereby retaining all possible insulating 
qualities. Samples, complete description and. in- 
stallation instructions may be obtained from 
the company on request. 


1938 Color Arrangement Books 
Free to Dealers 


Sherwin-Williams Co., Cleveland, Ohio, man- 
ufacturer of paint, offers a new 1938 “Home 
Decorator and Color Guide” to dealers for free 
distribution to their customers and prospects. 
Last year more than 3,000,000 copies were given 
away. The new book consists of 32 pages con- 
taining more than 100 illustrations of actual 
color arrangements for both interiors and ex- 
teriors. Specifications accompany each illus- 


tration, making it easy for inexperienced per-. 


sons to duplicate the color arrangements. Color 
samples of all paints specified are contained on 
the inside of both front and back covers. The 
outside back cover has space reserved for deal- 
er’s imprint. Sherwin-Williams dealers can ob- 
tain copies in any quantity required to cover 
their prospect -list, at no cost for the books. 


New Line of Six Wheelers An- 


nounced by Truck Company 


The Federal Motor Truck Co., Detroit, Mich., 
has added fourteen new six-wheel models, 
ranging from two to eight tons capacity, in- 
cluding both conventional and cab-over-engine 
types. The company. now produces forty-three 
six-wheel models and the new line offers single 
drive for city and inter-city hauling and: dual 
drive operation for bad road conditions. A 
parallel torque rod system maintains the ver- 
tical position of the axles and eliminates - pos- 
sibility of transfer of weight from one axle 
to the other which also prevents unéven tire 
wear. K. M. Schaefer; general sales manager, 
reports that the six-wheel type of truck; with 
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its greater carrying capacity, is showing a 

1 steady increase in popularity because it fits the 
needs of certain hauling jobs better and more 
economically than other types of equipment. An 

} important feature of the Federal truck line is 
the full floating rear spring suspension. Full 
details of all models may be obtained on re- 
quest from the company. 


Surface Treatment of Sheathing 
/ Provides Moisture Barrier 


The Wood Conversion Co., St. Paul, Minn., 
has placed on the market its Nu-Wood insulat- 
ing sheathing which has, as an outstanding fea- 
ture, a continuous unbroken surface treatment 
providing, according to the company, every de- 
sirable sheathing quality, including a_ better 
moisture barrier. The sheathing is double 
coated on each side. Other points of superiority 
are set forth as follow: high original insulating 
value maintained as the moisture barrier does 
not fill the air spaces between insulating fibers; 
a more rugged product, tougher, with more 
durable surface and greater bracing strength 
Nand rigidity; windproofed to a degree formerly 
not available; speedier application through the 
use of large boards, marked for nailing; high 
imelt point coating does not stick or foul or 

clog tools. Complete details and a sample of 
‘the sheathing may be obtained from the com- 
pany on request. 


New Wire Tightener 
For Farm Market 


The Alliance Manufacturing Co., Alliance, 
Ohio, maker of the Doo-Klip line of lawn 
tools, recently announced a new wire tightener. 
The Doo-Klip tightener quickly removes the 
slack from sagging fences and wire lines by 
crimping the wire. Each crimp placed in the 
wire is equivalent to removing about one inch of 
wire from the fence or line. These crimps, 
which eliminate the old method of removing 
Wstaples, pulling and hauling, are not easily pulled 















out and do not harm the wire, according to the 
manufacturer. It is designed particularly for 
sale to the farm trade and other users of wire 
lines and fence. A sample and full details will 
be sent on request by the company. 


Magnetic Operator Controls Gar- 
age Door and Lights 


The Stanley Works, New Britain, Conn., 
manufacturer of builders’ hardware, announces 
4 magnetic operator to open and close garage 
doors and to turn garage lights off and on 
automatically. Designed for use in connection 
with upward acting garage doors, the magnetic 
operator enables the driver to enter his drive- 
way in the usual manner, press a button on 
ithe dash, opening the garage doors and turning 
on the lights, and without slackening speed, 
irive in the garage. The doors may then 
iclosed and locked and the lights turned off 
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from the house by merely pressing a switch. 
An illustrated folder, giving full details, may 
be obtained from the company on request. 


New Heavy Duty Planer Has 
Exclusive Feature 


The new 12-inch by 4-inch thickness planer 
manufactured by the Parks Woodworking Ma- 
chine Co., 1700 Knowlton street, Cincinnati, 
Ohio, has a number of exclusive features. It is 
completely ball-bearing equipped, of cast iron 
construction and has feed rollers driven by 
hardened steel gears. With a cutter head speed 
of 4,000 revolutions per minute, the planer has 
a feed of 16 feet per minute. Exceptional ac- 
curacy is ob- 
tained on the 
finest types 
of cabinet 
planing on 
material as 
short as 6 
inches and 
as thin as 
one - six- 
teenth of an 
inch. The 
weight of 
the machine 
is 300 pounds, assuring proper surfacing of any 
type of hardwoods. As a manufacturer of all 
types of woodworking machinery for more 
than a half century, the company offers the 
heavy duty planer as an example of its years 
of experience and research. Complete specifi- 
cations will be sent on request by the company. 


Booklet Entitled "How to Sell More 
Paint" for Dealers 


The National Paint, Varnish & Lacquer As- 
sociation (Inc.), 2201 New York Ave., N. W., 
Washington, D. C., has published in booklet 
form an address by Dr. Henry A. Gardner, en- 
titled “How to Sell More Paint.” Dr. Gardner 
is director of the association’s scientific section, 
and his address was delivered before the Detroit 
Paint, Varnish and Lacquer Assn., and the 
Michigan Retail Hardware Assn. The address 
is full of pertinent suggestions to aid dealers 
in increasing paint sales. In booklet form, it 
is illustrated with cartoons. The association 
will furnish copies to dealers on a co-Operative 
basis. 


Free Folders to Advertise Bright 
Lumber; Imprinted 


E. I. duPont De Nemours & Co. (Inc.) of 
Wilmington, Del., manufacturers of Lignasan, 
is co-operating with manufacturers who use 
this anti-stain chemical by supplying imprinted 
advertising folders free of charge. The folders, 
suitable to use as stuffers to inclose with stock 
lists, invoices and sales letters, call attention 
to the ability of the manufacturer to supply 
bright lumber, free from stain. Users of Lig- 
nasan may obtain desired quantities of the 
folder, with name imprinted as specified by 
them, free on request from the Grasselli Chem- 
icals Department of the company at the address 
mentioned. 





New Booklet Stresses Fence 


Uses and Merchandising 


The American Steel & Wire Co., Rockefeller 
building, Cleveland, Ohio, has just published an 
interesting and worthwhile booklet “Fence—Its 
Relation to Modern Farming.” The booklet, 
in illustrated fashion, traces the history of fenc- 
ing from the primitive types of the middle ages 
on down to the present time when it has become 
recognized as highly essential to the scientific 
control of livestock and ‘proper management of 
diversified farming. The booklet also deals with 
the market for fence and related products: por- 
trays helpful merchandising ideas; lists thirty- 
one advantages which fence offers to the deal- 
er’s customers. Copies of the booklet may be 


had from the company on request. 
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Yellow Pine 


Aristocrat of Structural Woods 


Long Leaf means long life for build- 
ings in which it is used. The strength, 
quality and durability of this lumber 
make the best kind of selling talk 
that you can give your customer. 
There’s a big trade-building advan- 
tage for you in handling Wier Long 
Leaf. Start now and profit by it. 


Write us about your needs 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., April 4——Here in Boston 
there has been and still is a determined effort 
by the truck drivers to compel the use of union 
drivers in moving all lumber away from the 
Boston terminals. Parcels sold to dealers who 
are to send their own trucks to pick up the 
lumber will find difficulty in getting the stock 
if the driver of the dealer truck is not affiliated 
with the union. As a rule, if the driver comes 
from a point 50 or 100 miles away, he will have 
little difficulty in picking up his load, which 
encourages the belief that the union objective 
is to place a curb upon the activities of the 
larger yards in the metropolitan area whose 
drivers are not affiliated with the unions. It 
is suggested that, for a time at least, shippers 
making sales on a delivered basis through the 
port of Boston use care in selecting truckmen, 
using union drivers and’ that buyers who are 
to send their own trucks from far-away yards 
use union drivers where possible. 

At a recent luncheon meeting of the local 
intercoastal group, the problems incident to 
the trucking of lumber were outlined and dis- 
cussed in detail by George R. Nazum, New 
England director of the motor carriers section 
of the Interstate Commerce Commission. 
Though no official rulings had yet been made 
by the Commission, he felt sure that it would 
hold that a shipment from the West Coast 
calling for delivery by truck or rail at an in- 
terior point would be classed as an interstate 
movement, though there was no crossing of a 
State line by the overland carrier. It would 
be regarded as a commodity shipment from a 
western to an eastern State. Per contra, if 
unsold lots are shipped to a Boston terminal 
for storage, and later by a new transaction are 
sold and moved to a customer within the State 
and do not involve the crossing of a State line, 
the Federal Commission would have no juris- 
diction over such intrastate trucking move- 
ments. 

WEST COAST FIR AND HEMLOCK— 
Through March the retail yards have moved 
much less than the normal volume of lumber, 
confirming earlier comment that the spring 
home building movement would be slow in 
getting under way, but that the latter half 
of the year would show a steady increase in 
new home activities. Most yards have a fair 
stock of these woods and are keeping their 
assortments in shape by picking up needed 
lots from spot wholesale stocks. Few if any 
round-lot orders for direct-mill shipments 
have been booked. Receipts by water at 
Boston in March total 8,158,272 feet, and 
compare with 1,579,667 feet landed here in 
February, but the March total is well below 
the average in March in the previous eight 
years, which was 12,141,686 feet. Receipts 
for the first quarter of the year total 14,893,- 
615 feet, and compare with the average of 
27,432,096 feet in the first quarter of the pre- 
vious eight years. Dimension lots to dealers 
at the distribution yards are quoted at a 
discount from page 16 of the West Coast list 


of $5@6, while round 1l6ts from storage at 


the terminals are offered at a discount range 
of $8.59@10. Schedules calling for mill ship- 
ment are quoted at discounts ranging all the 
way from $9.50@11, though it is increasingly 
difficult to place orders at the latter figure. 
Hemlock differential is $1 below fir. The 
intercoastal rate continues at $14. 


EASTERN SPRUCE—The winter mills have 
fairly full order files, and few if any of the 
summer mills have started up. Local sales 





S. Herbert Bingham, 
Wholesale Lumber. 


Gimbers, Gies, Logs, Poles, Wine Props 
and Piling. 


Dunmore, Pennsylvania. 


to the yards and industrials have increased 
during the past two weeks. Small scantling, 
2x3- and 4-inch, delivered at Boston rate 
points, is uniformly quoted at $32, with the 
8-inch at $35, and the 10- and 12-inch at 
$39@41. The 4- and 5-inch dry and dressed 
boards sell at $32@34, and the 6- and 7-inch 
at $35@37. For 2-inch bundled furring the 
price is $30@31, and the 3-inch is $1 higher. 
Canadian mills have, within a week, char- 
tered tramp steamers to move 3-inch deals 
to ports in England at 60 shillings a standard 
(1980 feet), and there is talk of a further 
drop in the Conference rate from the pres- 
ent quotation of 80 shillings. There is an 
ample supply of ship space and, as the Eng- 
lish demand for spruce is less pressing than 
it was a year ago, the mills anticipate nor- 
mal vessel rates through the present season. 


LATH AND SHINGLES—There is a limited 
eall for spruce lath, and supplies are ample. 
The 1%-inch sell at $4@4.25, and the 15%-inch 
at $4.50@4.75. Standard brands of white 
cedar shingles are in fair demand and show 
no price changes. Sales of waterborne 
western red, cedars from local _ storage 
are in small volume. Carload lots direct 
from the mills, all-rail, are strongly 
favored, and represent well over ninety per- 
cent of current sales. The advance in freight 
rates for delivery at New England points, 
from 90 to 95 cents effective March 28, has 
already been added to delivered prices. The 
new lists fix No. 1 Perfections at $4.80—up 
13 cents; and the No. 2 at $4.10—up 18 cents. 
The 16-inch XXXXX No. 1 have moved up 
12 cents per square to $4.27; No. 2, to $3.77— 
up 22 cents, and No. 3 to $3.17—up 17 cents. 
For some time these lower grades have been 
heavily oversold. 


EASTERN HARDW0OODS—tThere has been 
some increase in sales of inch and thicker 
birch to the woodworkers and furniture 
plants, but the volume is still low and the 
price range under sales pressure is wide. 
Most mills in this Northeastern territory and 
particularly in eastern Canada are sharply 
curtailing production, pending an upturn in 
demand. As the active season at the wood 
heel shops draws to a close, the call for 8/ 
and 9/4 maple is tapering off, and prices 
have eased a little to around $82 for the 8/4 
cross-cut, with the full length plank offered 
at a range of $68@72. 


PINE BOXBOARDS—Many box shops that 
had been idle through the winter months are 
starting and have picked up quite a volume 
of inch round edge at prices ranging from 
as low as $12 for the poorer lots to as high 
as $16 f. o. b. mill yards for the straight and 
wide lots. Stocks are ample. For the square 
edge No. 3 and No. 4 common there is an in- 
creasing demand, and supplies are not ex- 
cessive. The latter grade in random widths 
and lengths sell at a range of $24@26 at the 
mill yard, with the stock widths, up to 10 
inch, holding close to $28@30. 


Wholesale Distribution Yard Changes 
Hands 


A local news development of real interest 
involves the transfer of the business, equipment 
and wholesale stock of building material of the 
Wyman-Allen Lumber Co., Medford Street, 
Charlestown, Mass., to the Hawkins Lumber 
& Warehouse Co. The transaction is con- 
firmed to the writer by Mr. Hawkins, who ad- 
vises. that no definite plans for the future op- 
eration of this wholesale distribution yard have 
been decided upon. The affairs of the Wy- 
man-Allen Lumber Co. will be liquidated at 
once, and the company dissolved. This location 
is a few hundred feet east of the big Wiggin 
lumber terminal, and includes a deep-water 
dock, ample wharf space, lumber sheds and of- 
fice building. The property was developed 
nearly forty years ago by the Wood-Barker 
Co., and since the death of William H. Wood, 
in 1912, has been in the control of George J. 
Barker, who with Perry Allen and Frank H. 
Wyman formed the Wyman-Allen Lumber Co. 
Mr. Wyman passed away in 1926, and Mr. 
Allen withdrew from the company about five 
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years ago and makes his home at the Boston 
City Club. 

Hugh Fleming, of Gibson & Fleming, oper- 
ating spruce and hemlock mills at Juniper, 
N. B., visited the spruce offices at Boston 
March 30. 

Boston lumbermen and steamship agents at- 
tended a hearing at New Bedford on Thurs- 
day March 31, held by the State department 
of public works, at which the matter of wharf- 
age charges, and of free time within which 
general cargo and lumber must be moved away 
from the new State Pier, were discussed in 
detail. It was urged that free time be fixed 
at six days, and little objection was raised. 
Regulations to govern the use of this pier will 
shortly be issued. 

George Fisher, president and manager of 
the Godfrey Lumber Co., at Boston, who has 
been a patient at the Newton (Mass.) hospital 
since March 10, suffering from shock, is re- 
ported to be gaining steadily, and hopes to be 
able to leave the hospital late this month. 


Tells of West Coast Labor Situation 


Col. W. B. Greeley, secretary and manager 
of the West Coast Lumbermen’s Association, 
Seattle, was in Boston on Friday and Saturday, 


March 25 and 26, in conference with leading | 


distributors of fir and hemlock, and, with the 
association’s New England field representative, 
C. P. Cronk, of Wellesley, Mass. He left 
Boston for Washington for a series of confer- 
ences, before returning to his Seattle head- 
quarters. Col. Greeley told the Boston lumber- 
men definitely that the labor situation in con- 
nection with the production and movement of 
lumber on the West Coast was rapidly mov- 
ing back toward normal after three successive 
seasons of strife. 
tive element among the workers was steadily 
lifting the labor problem to a point where 
rational dealings with the lumber industry 
could be assured. 


NEW YORK, N. Y. 


Current opinion in the local wholesale offices, 
having trade contacts with all of the more im- 
portant centers along the Atlantic seaboard, 
credits this metropolitan area with being the 


most active spot on this coast in the movement), 


of lumber to dealers, though the volume is not 
yet what it should be at this opening of the 
spring season. There was a sharp increase in 
receipts of West Coast fir and hemlock, March 
over February, at the terminals, but so much 
of this lumber went direct to the yards, in 
filling old orders, that the surplus of unsold 
lots was not materially increased, as current 
sales in small lots from storage have made 
real inroads on’ spot stocks. Some offices 
report satisfactory bookings of round-lot 
orders for direct mill shipment, indicating 4 
tendency at the retall yards to bring their 
holdings into line with the prospective home 
building demand through the spring and 
summer months. “We have made a slow 
start,” said one prominent dealer to the 
writer, “but we are inclined to adopt the 
conclusion, which seems to be quite general, 
that there will be a real awakening in the 
home building field. after mid-year. In the 
meantime we are concentrating on remodel 
ling and repair fobs, and in our residential 
section we find that this class of orders is 
keeping us busier, and is calling for more 
lumber, than are home building jobs, which 
have not loomed large thus far this season. 
We are, however, figuring several house 
schedules of the better quality and expect 
to have some of them in the form of real 
orders before long. The speculative large 
scale developments are held up, primarily by 
a fear that the finished cost will be above 
their sale value under prevailing conditions. 

That the house of wood is still strongly 
favored by home builders is indicated in 4 
recent survey conducted by the Americal 
Construction Council in the ‘area within fifty 
miles of Manhattan, including western Con- 
necticut and eastern New Jersey. This cross 
section of information came from brokers, 
architects, builders, and all types of home 
loaning banks, and indicated that 54 percent 
of all houses sold through 1937 were of wo0e 
The Colonial type was well in front in popl 
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larity, with a total of 75 percent, of which 
46 percent favored the New England type, 
20 percent the Cape Cod, 6 percent the Geor- 
gian, 2 percent the Dutch and 1 percent the 
Southern. Among the remaining 25 percent, 
the bungalow type lead with 8 percent. Of 
the number of houses listed as built of brick, 
29 percent were of brick veneer, which war- 
rants the guess that in most cases they were 
framed in wood. 

Sales volume at the local wholesale offices 
has definitely increased, seasonally, and 
prices for coarse building lumber—fir, hem- 
lock and spruce—are much more uniform and 
steady than at any time in the past year. 
West Coast fir and hemluck dimension at 
the terminals sells mostly at the discount 
of $9.50 from page 16 of the West Coast list, 
but this is broadened to $10.50 under pres- 
sure. At, the wholesale yards the discount 
is $5@5.50. Spruce sales lag, but no in- 
crease in production is reported, and the 
price list shows no important changes. There 
is still sales pressure to move the heavy sur- 
plus of spruce lath that has been stored here 
fully a year. Late sales have been at $5@5.50, 
with further concessions to move large 
blocks. Southern pine finish is in better de- 
mand, and the price is steadier though not 


higher. Idaho pine has moved freely, and 
there is little if any inclination to shade 
prices. 


Baltimore, Md. 


NORTH CAROLINA PINE—Business con- 
tinues more or less hesitant, with quotations 
indicative of keen competition. There is con- 
siderable construction work in hand. Box 
makers are getting enough orders to keep 
them running. There is an absence of 
troublesome accumulations on the wharves. 


LONGLEAF PINE—The level of values is 


quite well sustained, and demand, though 
somewhat spotty, shows good volume at 
intervals. Prices are firm. 


CYPRESS—The inquiry leaves something 
to be desired, but stocks are only just about 
large enough to take care of demand. 


WESTERN WoOoODS—Distributors of fir, 
spruce, Ponderosa pine, redwood and other 
species report a decline in sales. Stocks suf- 
fice to take care of current needs readily 
enough. 

HARDWOODS—Distributors here report a 
further reduction in volume of movement, 
both domestic and foreign, with the quota- 
tions more or less affected and on the down 
side. Stocks at mills have increased, and 
pressure to sell is more pronounced. There 
are large accumulations of American hard- 
woods overseas. 


Buffalo, N. Y. 


The lumber trade has lately been less 
active than normal for this time of year. 
With the weather unsettled, not many new 
building projects are being started in this 
locality, but a fair amount of repair work 
is being done. Lumber prices have been 
holding about steady. Some of the lumber 
mills have been absorbing the advance in 
freight rates which lately took effect. 


HARDWOODS.—Demand has been less 
active than is usual at this season. Many 
woodworking plants are on a curtailed basis, 
and so are not much in need of addi- 
tional stocks. Buying is mostly confined to 
lumber that is immediately needed. Prices 
are unsettled, but no marked weakness has 
developed, 


WESTERN PINES.—The market is quiet, 
with both industrial concerns and retailers 
holding off unless they have immediate need 
for new stocks. The mills show a tendency 
to hold prices at about the same levels as 
for some weeks past. 


NORTHERN PINE.—Sales have not been 
at all brisk so far this month. Retailers are 
keeping their stocks down until they find a 
more active sales outlet. Prices are about 
Steady. 





THE PROTECTION of our forests is of more 
than general interest. Forest values and benefits 
directly affect the individual because everyone 
of us is dependent in many ways upon the 
forest and its products. It is to the individual 
we must look, through the safeguards he takes, 
and the active support he gives, if the terrific 
net occasioned by forest fires are to be cur- 

iled, 
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ALABAMA RIVER 
LUMBER COMPANY, 


Montgomery, Ala. 


COOSA RIVER 


LUMBER CORP. 
Wetumpka, Ala. 


























Let us show you Quality and Service that will merit your 
repeat orders for kiln dried or air dried Dowicide-treated 
Long Leaf and Short Lecai. 

Dipped, Eased Edge Dimension, No. 1 and No. 2 Common, 
Flooring, Ceiling, Siding, Finish, Boards, Railroad and Car 
Material—mixed or straight cars. 


i Members, Southern Pine Ass‘n. Address all Correspondence to Montgomery, Ala. 
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MANUFACTURERS OF 


LONG LEAF and SHORT LEAF YELLOW PINE 















THOUSANDS IN USE! 


socket. 


St., Oakland. 


Clean Up Doors and Sash... 
. » » Eliminate All Hand Work with 


SKILSAW SANDER 


Produces a smooth, even finish, without ripples or ridges .. . 
the modern electrical way .. . easier, faster, cheaper! 
thing for cleaning up sash, doors and frames before delivery 
—makes them ready for painting on the job. Removes scratches 
and stains from plywood panels; used for lining up glued 
joints and final finishing in sash and door manufacture. 
pact, perfectly balanced, easy to use. 


Just the 


Com- 


Plugs into any light 


SKILSAW, Inc., 3320 ELSTON AVE., Chicago 


214 E. 40th St., New York—52 Brookline Ave., Boston—1429 Spring 
Garden, Philadelphia—1253 S. Flower St., Los Angeles—2065 Webster 


@ Also made with vacuum dust collector. 
Full 32 square inch sanding area. Belt speed 
of 1500 surface feet per minute. Powerful 
universal motor. All ball bearing construction. 





Huther Bros. 

Smooth-Cutting 
Hollow-ground 
Saws 4” to 24” 


of Super Quality 


Choose Huther Saws for their smooth and 
easy cutting, their long-enduring service. 
For more than 50 years the choice of careful 
buyers. 

Illustrated catalog of the complete Huther 
line sent on request. Write for your copy. 
No obligation. 


Huther Bros. Saw Mfg. Co. Inc. 


ROCHESTER, N. Y. 


Huther Bros. 
Dado Hea 
4” to 20” 



















give you earliest date of delivery. 


Order a set of our Planer and Jointer Knives and see 
how they compare under actual service conditions. 


SPECIAL: 


[High Speed Steel Knives and Moulding Cutters for the Woodworking Industry] 


Send us a paper pattern with dimensions and kind of 
wood to be worked. We will quote you at once and 





TAYLOR, STILES & COMPANY -- riecetsvitte, Nn. J. 


WESTERN AGENTS: Hall & Brown 





W. W. Machine Co., 


St>-bouis, Mo, 
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San Francisco, Calif. 


BUILDING—The value of residential con- 
struction authorized in San Francisco during 
March was the highest in ten years, accord- 
ing to figures of the city’s Central Permit 
Bureau. The total value of all construction 
authorized during the month was $2,167,791, 
compared with $2,091,928 during March, 1937, 
a gain for March, 1938, of 3.6 percent. The 
month’s figures for residential dwellings pro- 
vided for alterations valued at $446,594, and 
frame construction to cost $1,252,390, highest 
since 1928. The residential building activity 
was attributed to FHA projects and revival 
in the home building field. Announcements 
made during March revealed considerable in- 
terest in speculative home building. One 
large home builder announced a $1,000,000 
building program for construction of homes 
in various sections of the clty, starting con- 
struction on approximately 50 homes imme- 
diately and beginning the purchase of ma- 
terials for an additional 100 homes, all of 
which are to be: completed by next summer. 
A 32-homes project was announced by 
another builder of the city, and the construc- 
tion of 100 low cost homes, involving $450,000, 
will get under way shortly in South San 
Francisco with fifteen builders participating. 


CALIFORNIA TRADE-PAYROLLS — State 
manufacturing industry averages show 6.4 
percent less employees, 11.5 percent smaller 
weekly payroll amounts, and 5.4 percent 
smaller average weekly employees’ earnings 
in the logging and sawmill industries in Feb- 
ruary, 1938, as compared with the same 
month last year. For planing mills, etc., the 
averages showed 7.6 percent less employees, 
10.2 percent smaller weekly payroll amounts, 
and 2.8 percent smaller average weekly em- 
ployees’ earnings for February, 1938, com- 
pared with February, 1937. 


LUMBER RECEIPTS—Lumber receipts at 
San Francisco from interior points totaled 
2,760,000 feet in March, 1938, compared with 
5,170,745 feet in February. 


DOUGLAS FIR—tThe California market is 
reported good, and the most active current 
outlet. Prices have continued to show im- 
provement. The recent boost in rail freight 
rates brought in a good volume of business 
before increases went into effect. While the 
market outlook is very encouraging, lumber- 
men wonder whether the anticipated increase 
in building activity will reach a volume suffi- 
cient to keep favorably ahead of production. 
Increases in cargo rates are expected with 
the establishment of the new coastwise lum- 
ber Conference, now awaiting approval of 
the U. S. Maritime Commission. 


REDW0OOD—Business has been picking up 
in California, especially in the southern part 
of the State. Prices continue firm. An in- 
crease in demand is reported from the mid- 
continent States, with the Atlantic Seaboard 
remaining quiet. The eastern market is 
viewed with optimism and is expected to 
show some pick-up soon. Continued wet 
weather has delayed repair of California 
storm damage, and of the Northwestern 
Pacific in Mendocino County. Ample cars are 
reported to be held in readiness to rush lum- 
ber shipments from mills as soon as the road 
is open. 


CALIFORNIA PINES — While anticipation 
of the recent increase in rail freight rates 
brovght a good volume of business for a time, 
the Ponderosa market has only been fairly 
active. Prices are holding, and stocks are 
badly broken. Because of a long spell of 
wet weather, stocks of dry box lumber are 
very low. Moulding demand is_ reported 
fairly strong. 


LUMBER CHARTERS—March closed with 
the depressed condition of the Pacific Coast 
freight and charter market, considerably 
more marked and evident than it was last 
month, according to current report of Gen- 
eral Steamship Corp. Tonnage is reported 
plentiful and cargoes scarce, with resultant 
softening in the rate structure. Pacific Coast 
charterers confined themselves for the most 
part to short periods of time. During March, 
26 vessels were fixed for lumber cargo com- 
pared with 22 in February and 26 in March, 
1937. Ofi the March fixtures, 23 were from 
British Columbia ports, 2 from North Pacific 
ports and one from the Columbia River area. 
Destinations were the United Kingdom, Aus- 
tralia, South Africa, Continent, China/Japan. 
Reports have it that Japan has authorized 
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the importation of about 35,000,000 feet of lum- 
ber from Pacific Coast during April/May. It 
is expected cargo will move at the minimum 
rates, i. e., $12.50 on squares, $14.50 on bolts, 
$16.50 on logs. As yet, however, no definite 
bookings are reported as made. The United 
Kingdom Continent market has _ probably 
been most active of all, with most of the 
business moving from British Columbia. 
Rates are said to be in the neighborhood of 
65 shillings and 60 shillings per thousand 
feet to Continent and United Kingdom ports 
respectively, depending upon ports of dis- 
charge. Conditions are somewhat depressed 
in the Australia market due to heavy stocks 
on hand. Two or three vessels, however, 
were fixed at undisclosed lumpsums. Liners 
are still maintaining rates in the neighbor- 
hocd of $14 per thousand feet. Two vessels 
have been reported as fixed for South Africa 
for April loading, but it is thought to be old 
business. Terms were lumpsum and private. 
Liners are maintaining rates in the neigh- 
borkood of $15 to $18 a thousand feet. In 
the intercoastal trade two or three vessels 
were fixed on private terms from British Co- 
lumbia to United States North Hatteras, at 
rates thought to be in the neighborhood of 
$12. United States berth lines are finding 
conditions generally slow. 


Tacoma, Wash. 


WEST COAST WOODS—Although the 
waterborne lumber market is still in the dol- 
drums, operators here are drawing consider- 
able encouragement from the fact advance 
bookings indicate this port faces the busiest 
week since the rerouting of Seattle shipping 
here during that city’s waterfront strike last 
January. Twenty-one ships are listed for 
calls. Release of strike-impounded shipping 
at Los Angeles harbor outlet ports is gener- 
ally credited with much of the rush of ship- 
ping. Several Atlantic Coast ships, and vari- 
ous carriers on offshore routes, however, are 
also listed for calls. This prospective im- 
provement in offshore trade is particularly 
gratifying to lumbermen here, for it has 
been in a decided slump for some time. Some 
operators are reported to be preparing for an 
anticipated upturn in trade with the British 
Empire. Domestic cargo and rail business 
continues in about the same volume as it 
was a fortnight ago. 


Kansas City, Mo. 


SOUTHWESTERN MARKET — Lumber 
shipments from mills in this area last week 
reached the lowest point for any comparable 
period in three years or longer, and prices 
were steady, to $2 a thousand feet lower, on 
various grades. Competition has resulted in 
concessions. The sharp decline in shipments 
—which, incidentally, have been none too 
large for the last six months—was due to 
the lull which followed the new freight rate 
increase. Many yards and distributors had 
purchased all their immediate needs prior to 
the advance in the freight rates, and the 
shutoff of this buying was felt more sharply. 
Retail yards have made no effort to build up 
stocks, especially in face of a building dull- 
ness throughout this district. 


RETAIL—Sales of lumber by 155 retail 
yards in the tenth Federal Reserve district 
for February were 15.3 percent smaller than 
they were a year ago, and 15.5 percent under 
the total of the previous month. Stocks of 
lumber on hand were 4.6 percent under those 
of a year ago, but 2.8 percent larger than in 
January of this year. Sales of all building 
materials by the reporting yards were 7.4 
percent smaller than those of a year ago. 


SOUTHERN PINE—A shortage of assort- 
ments has featured the market. Shipments 
were at the lowest point in several years, 
and this situation was made more acute by 
inability of mills to fill mixed-car orders. 
There is a sizable surplus of various grades, 
which are offered at concessions. At this 
time, when demand is at low ebb, chief re- 
quest is for small, mixed-car lots. 

WESTERN PINES — There were virtually 
no shipments of Ponderosa reported during 


the last two weeks. Prices have held steady, 
as the result of curtailment of production. 
Demand for mixed cars of building items is 
slow, and demand for factory grades is nil. 


HARDWOODS—The market has turned 
weak, prices being cut 50 cents to $2. The 
larger declines were scored in the common 
grades, and the declines were limited to 
about 50 cents on the uppers and select key 
items. Railroad buying was at a standstill. 
Production, despite an effort to curtail it, 
continues larger than new business or ship- 
ments. Some export business is reported at 
fair prices. 


OAK FLOORING—Volume of oak flooring 
business has been satisfactory, with sales 
and shipments continuing to exceed produc- 
tion. Prices are about unchanged, except for 
concessions on distressed stocks. Lower 
grade commons have stiffened a little, due to 
a marked scarcity. 


SHINGLES—Demand continues at a good 
level, with shortage reported in No. 3. Due 
to the fact that the Canadian quota has 
almost been filled, competition will not be so 
keen for the next two months. 


Portland, Ore. 


WEST COAST WOODS—The fortnight end- 
ing April 2 has been one of the dullest in 
the lumber business in this district for a 
long time past. Inquiries are few from any 
direction. 


INTERCOASTAL — Orders dropped to the 
lowest level since the first of the year. 
Prices, however, appear to be generally 
maintained, and, in fact, offers have been 
made on the basis of existing levels, despite 
the fact that volume declined more than 25 
percent in one week. 


COASTWISE — Labor troubles and threat 
of more have discouraged the California 
market; there are not many orders from that 
direction. Plenty of ship space is available 
for spot business. 


FOREIGN—The Orient remains virtually 
out of the picture, and United Kingdom and 
Continent are indifferent. A very slight in- 
crease in orders is noted, but the level of ex- 
port business is so low that a little change 
one way or another makes small difference. 


RAIL—Rail business is off about 5 percent, 
with most orders calling for mixed cars, 


LOCAL—Building permits here have hit 4 
new low. Some suburban construction is 
under way, but little new work is being 
started. Applications for FHA loans are 
heavy, but money is being loaned warily. 


Warren, Ark. 


ARKANSAS SOFT PINE—Planing mills ran 
full time last week to get cars rolling ahead 
of the rate advance, so shipments were the 
heaviest for any single week this year, While 
buyers are cautious, and take mostly mixed 
cars, demand for upper grades continues in 
fair volume. There has been little change in 
prices except that new lists provide for in- 
creases in freight rates. Manufacturing costs 
are still higher than average prices. A few 
of the larger mills have posted wage reduc- 
tions, incorporating the old Code minimum. 
Small mills with few exceptions have been 
paying less than Code wages for some time. 
Inventories are slightly larger than those of 
a year ago, and as a whole are better 
assorted, but most mills complain of short- 
ages in at least several items, principally in 
upper grades. Some mills are sold up close 
on 3 inch B&better flat and edge grain floor- 
ing and 4 inch B&better edge grain, while 
a few mills report surpluses of these items. 
Most mills have cleaned up surplus stocks of 
4 inch B&better near-rift flooring, which was 
in good demand the past month. 


SOUTHERN HARDWOODS—Improved de- 
mand for oak flooring in the central and 
eastern territory enabled most mills to reduce 
inventories during April. White and red oak 


select and No. 1 common }$x2%4-inch moved 
in fair quantities. 


Some mills report being 
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sold up on No. 1 common and better shorts, 
and they have limited stocks of other items, 
particularly of clear plain red. Most mills 
have surpluses of at least several sizes and 
grades. Prices of both flooring and hard- 
wood lumber are apparently dragging rock 
bottom. Nos. 1 and 2 common rough oak and 
gum continue plentiful. Average prices con- 
tinue several dollars under operating costs. 
Continued wet weather is curtailing produc- 
tion. 


Jacksonville, Fla. 


SOUTHEAST TRADE—tThe stagnation of 
the last several weeks has been relieved little 
if any. Cypress inventories are improving. 
Pine operators report business hard to find, 
although there has been no noticeable decline 
in price levels. Longleaf trade continues 
fair. Shortleaf is showing some activity, but 
mills are operating well under capacity. The 
hardwoods are mostly inactive, with prices 
unsatisfactory. A little lumber is moving 
to South America and Island destinations, 
with an occasional cargo to Europe, but vol- 
ume is nothing like normal. Apparently the 
slight flurry of business which preceded the 
recent rail freight rate changes is being fol- 
lowed by a period of “watchful waiting.” 


Birmingham, Ala. 


SOUTHERN PIN E—Excessive rains 
throughout March handicapped logging, and 
mill production fell below shipments. Prices 
are at the low for several years. Roofers 
touched $12 for 1x6- and 8-inch, and $9 for 
Ix4-inch. Kiln dried No. 3 common boards 
sold at $10 for 1x4-inch, $11 for 1x6- and 
8-inch, $13 for 1x10-inch, and $12.50 for 1x12- 
inch. Price for No. 2 air dried 1x4-inch was 
$12.75. Kiln dried drop siding sold at $17.50 
for No. 2, and $32 for No. 1. Dimension and 
timbers held at March 15 level. Railroads 
are coming into the market for limited quan- 
tities, and industrial users are buying 
sparingly. 


Minneapolis, Minn. 


RETAIL—Sales of lumber at 474 yards in 
the ninth Federal Reserve district during Feb. 
ruary amounted to 3,189,000 board feet, as 
compared with 4,237,000 feet in January, and 
2,933,000 feet in February of last year. At 
452 yards, stocks Feb. 28 totaled 84,318,000 
board feet, as compared with 77,442,000 feet 
Jan. 31, and 88,651,000 feet Feb. 28, 1937. Total 
sales of all materials at 474 yards totaled 
$782,330 last February, $1,152,890 in January, 
and $910,650 in February, 1937. 


NORTHERN PINE—Most orders are for 
mixed carloads, with “rush” stipulated. The 
weekly volume averages about two million 
feet. Production to date this year has ex- 
ceeded that for the same period in 1937, 
chiefly because sOme small mills have been 
more active. Shipments are less than half 
of those a year ago up to this time, and the 
volume of business booked is a little more 
than half that for 1937. Stocks in the hands 
of manufacturers are about 40 percent 
greater than those last year, with unfilled 
orders about 50 percent of the figure for 
this time in 1937. Some items are in short 
supply. Prices remain firm, with no indica- 
tion of changes in the near future. 


NORTHERN WHITE CEDAR — Early 
spring business is brisker than usual, both 
because of a shortage of many of the sizes 
in most demand and because of an increase 
in freight rates effective March 28, causing 
many retailers to purchase ahead of needs. 
Since the freight advance, there has been no 
noticeable falling off in orders. Posts are 
moving in quantity from the retail yards, 
with the result that wholesalers’ shipments 
are continuing in satisfactory volume, Prices 
are firm, with indications of increases all 
along the line. 

MILL WORK—Steadily increasing volume 
of estimating by Twin City firms is being 
followed by a fairly satisfactory ratio of 
actual sales, and these are expected to in- 
crease greatly as the weather grows warmer. 
Permits both in St. Paul and Minneapolis, 


ericas Lumber Centers 


particularly for small residences, show gains 
over those for last year. While prices are 
holding firm at levels established some time 


ago, increases are in prospect in the near 
future. 
- 
Memphis, Tenn. 
SOUTHERN HARDWOODS — Demand has 


shown no increase. Furniture manufacturers 
and box and crate makers continue the larg- 
est buyers. Export orders are off. Hardwood 
producers are confident of an upturn in 
orders. A small amount of distress stock is 
being offered. Orders dropped to about 30 
percent of normal production, production was 
up to 43 percent, and shipments were 41 per- 
cent, Hardwood flooring shipments were 
nearly 58 percent of normal production—the 
largest for any similar period since 1931. 


Norfolk, Va. 


NORTH CAROLINA PINE—While the mar- 
ket has not been very active and prices are 
low, there are optimistic reports regarding 
increased building of homes, heavy construc- 
tion work ete. There has been a little better 
demand for higher grades, and some items, 
which ure more or less popular. are scarce. 
The large mills can afford to hold on to their 
B&better lumber, for competition from small 
mills is practically nil. The demand for No. 1 
common lumber has been dull but yards ad- 
jacent to producing points will soon need 
rough No. 1 boards to be run into flooring 
ete. There has been a better call for mixed 
cars of flooring, thin ceiling, roofers, dressed 
cypress, etc. There has been very little de- 
mand, especially from the retail yards, for 
rough stock box, because these yards can buy 
roofers much cheaper. Demand for roofers 
has been light. Most good mills have been 
asking $12.5) for 6-inch roofers f.o.b. cars, 
Georgia Main Line rate, and $13 for,8- and 
10-inch. In South Carolina, all three widths 
have been $13, but in North Carolina, where 
the mills can truck to Baltimore, Washington 
etc., the 8-inch width is scarce and brings 
more than 6-inch and just as much as 10- 
inch. The yards are buying some small fram- 
ing, rough and dressed, and its price appears 
to be steady. Production during the last 
month has shown no increase, 


Seattle, Wash. 


WEST COAST WOODS—Enough business 
is coming in to hold price lists steady to 
slightly below former figures. Though 
weather has been favorable, production con- 
tinues low, so there is no large accumula- 
tion of stocks. 

RAIL—tThis market is sluggish. Prices are 
variously described as the same as two weeks 
ago or about $1 lower on uppers. D upper 
items are scarce, especially ceiling and drop 
siding. All items of 6-inch uppers in C and 
D grades are scarce, while B&better items 
are fairly easy to buy. Straight cars sell 
up to $2 less than mixed cars. Mills are 
quoting the same f. o. b. prices as before the 
rate increase, and it is being absorbed by 
buyers. 

INTERCOASTAL—A noticeable lack of de- 
mand characterizes this market.. Some in- 
formants aver prices are 50 cents off, while 
others quote old figures. Eastern stocks are 
reported ample for present consumer demand. 
Steamer space is plentiful. British Columbia 
shippers are actively in the market, and are 
shipping on a rate of $1.50 less than the 
American. 

CALIFORNIA—This is the most active do- 
mestic market. Despite strikes, boycotts and 
other troubles, California continues to buy 
a good volume. 

EXPORT—The Pacific Westbound Freight 
Conference quotes rates of $12 to Japan and 
$12.50 to North China. Japan has issued some 
import permits but no letters of credit; a 


few American mills have accepted orders sub- - 


ject to receipt of letters of credit. There is 
some inquiry from Japan. A small amount 
of cargo is moving to China. United King- 
dom is quiet, and there is little demand from 
the Continent. Piecemeal reductions in trans- 





Lumber Co. 


ALAMOGORDO, - NEW MEXICO 


White Fin 
Top quality Lumber and Lumber Products of 
careful manufacture . . . BOX SHOOK and 
CRATES. Here’s a timber supply of more 
than 1% billion feet. Fir grown at high alti- 
tudes, especially suitable for construction work. 
A modern mill and more than 41 years’ experi- 


ence in _giving satisfactory service to lumber 
buyers in all parts of the country. Let us 


= quote on your requirements. 

















PAY- DAY 
SOMEDAY 


Turtle customers — 
good.” 


“slow but 


Think of this: one slow customer 
can cost you the profit on three 
prompt customers. 


A Credit Insurance policy will re- 
imburse manufacturers and whole- 
salers for unexpected delinquent 
accounts—just as it will reimburse 
them for unexpected credit losses. 


Insure Your Credit Accounts! 


AMERICAN 
CREDIT INDEMNITY COMPANY 


J. F. McFadden, President, ST. LOUIS, MO 


American Credit Indemnity Company 
St. Louis, Mo. G 


Without obligation we want complete information 
about Credit Insurance. Send your book of col- 
lection: letters. , 














Atlantic freight rates are killing business; 
going rates are 55 shillings to United King- 
dom and 60 shillings to the Continent. A 
little more inquiry is coming from South 
Africa, but South America is very quiet. 
South African freight rates have been re- 
duced $2. 

HAWAIIAN ISLANDS—This market is 
steadily buying lumber. While demand is 
not so great as at this time last year, ship- 
ments are declared to be normal. Trade is 
hampered by a California sugar refinery 
strike that prevents unloading sugar cargoes 
from ships that carry lumber on their re- 
turn trips to Hawaii. 

SHINGLES—Nos. 1 and 3 grades of XXXXX 
shingles are a little softer, but in general 
shingle prices can be said to be holding 
despite an apathetic market. No. 2 XXXXX 
shingles are scarce. Production continues 
low. The stock position of the mills is good. 

LOGS—Inactivity of the mills has resulted 
in very little damand for logs. Production 
is on the increase now that truck logging is 
being resumed. Prices are unchanged. 


Houston, Tex. 


SOUTHERN PINE—The market has been 
marking time. The large quantity of FHA 
loans requested are beginning to show their 
effects, causing more inquiries for lumber. 
Prices are holding firm, but many are en- 
tirely too low. There has been, however, a 
heavy decrease in holdings of No. 3 lumber, 
with mill stocks on the average in better as- 
sortment. The only scarce item appears to 
be 2x12-inch, 20-foot No. 2, and it is ad- 
vancing. Export timbers continue strong, 
with 30 cubic average sawn timber selling 
for $65, port. A number of special export 
timber orders are being placed. 

SOUTHERN HARDWOODS—tThe market is 
dull, but prices hold firm. Oak items used 
for flooring are selling freely and are scarce; 
oak flooring continues strong. 


American firmberman 


SHINGLES AND LATH—The shingle mar- 
ket has been very dull, with buying very 
spotted; prices are holding firm, particularly 
on Nos. 2 and 3. Lath continue firm, with 
stocks low. 





New House Plan Booklet 


Shows Dwellings in Cost 
Class of $3,000--$5,000 


A new book of house plans entitled, “Choose 
Your Home,” is being published by the AmMeEr- 
ICAN LUMBERMAN, and is hereby announced for 
the first time. The cover has appeal, with a 


center panel of blue flanked on each side with 
three pictures of houses. 
The residences whose pictures and floor plans 





appear in the new booklet are real houses, now 
being lived in by happy owners. The twenty- 
eight plans are for dwellings in the moderate 
cost class of approximately $3,000 to $5,000, 
since this is the price range in which the great- 
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est number of home-hungry Americans come. 
The color theme has been carried all through 
the book by having blue backgrounds for the 
floor plans drawn in white. 

Any desired number of the plans can be sup- 
plied. Working drawings, material bills, and 
specifications cost $3.50 per set per plan. There 
is a 15 percent discount if three or more sets 
are ordered at one time. 





Additional Warehouses Offer 
Quicker Service to Dealers 


Mempuis, TeNN., April 4.—The E. L. Bruce 
Co., of this city, is now offering faster and 
more efficient service to dealers in the New 
England and middle western States through 
two new warehouses which are stocked with 
the complete line of Bruce flooring, lumber 
products and floor finishes. The more conveni- 
ent service also offers a savings in freight rates 
as the concentrated stocks are moved from the 
Bruce plant in carload lots. The new ware- 
houses are located at 25th and State Line, Kan- 
sas City, Kan. and 450 Rutherford Avenue, 
Boston. The Kansas City warehouse is in 
charge of C. W. Meyers and Ben A. Vaughan, 
district sales manager for the company, is in 
charge of the Boston warehouse. 





New uses for plywood are developing al- 
most weekly. Such large projects as the Chi- 
cago postoffice, Boulder Dam, San Francisco 
Bay and Golden Gate bridges used large foot- 
ages of plywood as concrete form material. The 
newest stream-lined trains embody large foot- 
ages, and the latest design for auto trailers call 
for plywoods. 
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“0. K.”’ Products 























yrames 


Master Products of BILES-COLEMAN 


Now is the time, Mr. Dealer, to get in your supply of 
“Qmak Kwality” Window, Door and Cellar Frames. Be 
ready to get your full share of this profitable frame busi- 
Here are frames of master design, of strength and 
Made of Okanogan Soft 
Pine, fine-textured, close-grained, the wood is scientifically 
Manufactured with utmost 
care and precision, the frames require no carpenter “fitting” 
Dado work is perfect; 
edges keen as a knife blade, surfaces glassy-smooth. 


Order in Mixed Cars 


ness. 
stability, of upstanding quality. 


seasoned especially for this use. 


for air-tight perfect installation. 


Order “Omak Kwality” Frames in Mixed Cars, with any 
assortment of Mouldings, Casing, Base, Finish Lumber, Fur- 
niture Specialties—all choice products of Okanogan Pine. 
It will pay you to handle this trade-building line. 


Today, write and let us know your 
needs. 





Famous 
“OMAK 
QUALITY” 



























Apri 





ae 


Th 
ing n 
lin S 

W. 
was | 
merce 


Da 
name 
the F 


Ge 
Luml 
visito 

Hv 
Crate 
Rive: 
Cisco. 

Wi 
Tind! 
his 
April 

Fr: 
West 
recen 
Fran 


memb 


of At 


Lun 
and n 
Comn 
addre: 
instea 


Geo 
and a 
home 
while 
cian | 


Rec 
includ 
Corp. 
Lumb: 
Stanle 
Scank 





a 


i- 


= 
1e 
it- 
il] 














April 9, 1938 


Amemcanfiumbherman 





YARD, MILL 





Newsy Notes of Persons and Places 


and OFFICE 








— 


The Buffalo offices of Palburn (Inc.) are be- 
ing moved to the Franklin Building, 494 Frank- 
lin Street. 

W. T. Morrow of the Morrow Lumber Co. 
was elected president of the Chamber of Com- 
merce in Carthage, Mo., March 24. 


Darrell Hendricks of Carson, lowa, has been 
named assistant to George Scott, manager of 
the Fullerton Lumber Co., Tabor, Iowa. 


George N. Glass, treasurer of the Lassen 
Lumber & Box Co., Susanville, Calif., was a 
visitor recently in California from Pittsburgh. 


Huntington Taylor, general manager of the 
Crater Lake Box & Lumber Co., Sprague 
River, Ore., was a recent visitor in San Fran- 
cisco. 


Willis K. Jackson, president of Jackson & 
Tindle (Inc.), Buffalo, expects to return to 
his office from a Florida vacation about 
April 15. 

Frank H. Ransom, president of Eastern & 
Western -Lumber Co., Portland, Ore., was a 
recent visitor to the firm’s sales branch in San 
Francisco: 


The staff of the Home Lumber Co. (Inc.) 
of Osceola, Ark., has been increased with the 
addition of N. B. Faulkner, draftsman form- 
erly of Earle. 


Walter H. Scales, for many years district 
engineer for the National Lumber Manufactur- 
ers Association with headquarters at New Or- 
— has, been placed in charge of the Chicago 
omece. 


While in Baltimore a week ago, Harry De- 
Muth of the DeMuth Lumber Co., Jacksonville, 
Fla., conferred with William Tegeler, presi- 
dent of the P. M. Womble Lumber Co. (Inc.). 


Seth B. Abbott, retail lumberman of Ham- 
burg, N. Y., has returned from a winter vaca- 
tion in St. Petersburg, Fla. En route home he 
songes in Raleigh, N. C., and Washington, 


Raymond H. Berry, attorney, and his‘brother, 
John N. Berry, Jr., of Newark, N. J., were 
recently in California to negotiate for lumber 
interests in Shasta county on behalf of eastern 
concerns. 


H. Eugene Emmons, president of the Ta- 
coma (Wash.) Sash & Door Co., has been 
re-elected a member of the board of directors 
of the Pierce County chapter of the American 
Red Cross. 

H. D. Fisk, manager of the Moore Lumber 
& Supply Co., Pecatonica, Ill., completed fifty 
years of association with the firm on March 25. 
He has been manager of the yard for twenty- 
tour years. 

Jack Grobmyer, son of John R. Grobmyer, 
who has a lumber company in Little Rock, 
Ark., bearing his name, has been elected to 
membership in the Blue Key at the University 
of Arkansas where he is a Senior. 


Lumbermen who may plan to visit London 
and make a stop at the American Chamber of 
Commerce are advised that since March 12 its 
address has been Bush House, London, W.C. 2, 
instead of at the Aldwych House. 


George J. Zimmerman, ex-mayor of Buffalo 
and a lumberman in that city, is still ill in his 
home following a heart attack late in March 
while returning from New York. His physi- 
cian has advised at least a month’s rest. 


_ Recent visitors to the Buffalo lumber trade 
included: C. Frank Minnaugh, Medford (Ore.) 
Corp.; E. C. Wert, vice president Long Lake 
Lumber Co., Spokane, Waash., and George P. 
Stanley, Pittsburgh representative of Brooks- 
Scanlon Lumber Co. (Inc.), Bend, Ore. 


Pete Andreotti, operator of a large sawmill 
and lumber business at Hills Flat, Grass Val- 
ley, Calif., recently left with his wife for an 
automobile tour of their birthplaces in Italy. 
They dre naturalized citizens of the United 
States. They were accompanied by their Amer- 
ican-born daughter. 


The Miller Lumber Co. of Marianna, Ark., 
observed its fiftieth anniversary March 15. It 
has been in the same location during the entire 
period. There have been only two presidents 
in the half century: B. Miller, and the present 
Max D. Miller, who has been associated with 
the business forty-six years. 


H. E. MacKinnon, president of Hixon-Peter- 
son Lumber Co., Toledo, Ohio, and C, S. Ken- 
nedy, of the same firm, returned the latter part 
of March from a trip to Mexico City. They 
were in the city a week, and visited some points 
of interest within a 200-mile radius of it. The 
trip was called exceedingly worthwhile by the 
two lumbermen. 


Approximately forty Arkansans of Helena, 
West Helena, Marvell and Elaine were enter- 
tained at a banquet by the Arkmo Lumber Co. 
and the Memphis branch of the Pittsburgh 
Plate Glass Co. in Helena March 21. Grady 
Harrison, manager of the Helena branch of 
the Armko Lumber Co., was toastmaster. 


With the reopening of the John Andall Shin- 
gle Co. mill here this week, all Willapa Harbor 
shingle mills are now in operation. C. O. 
Broderick is now associated with Mr. Andall 
in operation of the mill. The other plants now 
running are the American Shingle Co., the 
Case Shingle Co. and the Willapa Harbor 
Lumber Mills. 


Russell Bordeaux, manager of the Hyak 
Lumber & Millwork Co. (Inc.) of Olympia, 
Wash., has been elected president of the retail 
board of the Olympia Chamber of Commerce. 
He has been’ a member of the board for sev- 
eral years. By virtue of his election, he auto- 
matically becomes a member of the board of 
the chamber’s trustees. 


George S. Long, Jr., assistant secretary of 
the Weyerhaeuser Timber Co., Tacoma, Wash.., 
has been elected secretary and a member. of 
the board of trustees of the Northwest Bible 
Schools, which operate a number of Sunday 
Schools in and near Tacoma. Lea Bronson, 
another Tacoma lumberman, was chosen vice 
president and re-elected to the board of trustees. 


Elmer Coates of the Coates-Hoppe Lumber 
Co., North Platte, Nebr., had his picture in 
the April issue of “The Rotarian” magazine 
along with other members of the organization 
throughout the United States who have had fif- 
teen or more years of perfect attendance rec- 
ord. Mr. Coates has established a perfect at- 
tendance record for seventeen and one-half 
years. 


J. W. Bailey, vice president and manager 
Eastman-Gardiner Hardwood Co., Laurel, 
Miss., wishes to inform the lumber industry 
that the foregoing firm is still very active in 
business. He states in a letter to the AMER- 
ICAN LUMBERMAN that news had gotten back 
to him that the company was out of business, 
and he believes the rumor started because of 
the liquidation of the old Eastman, Gardiner & 
Co., yellow pine manufacturers, when its cut 
was finished. Mr. Bailey states that the East- 
man-Gardiner Hardwood Co. is operating at as 
full force as is possible under present business 
conditions. 


E. .G. Griggs, II, president of the St. Paul & 
Tacoma Lumber Co., Corydon Wagner, vice 
president-treasurer of. the same _ concern; 











Bargain Crating 


200,000’ 2” x4” 
No. 3 YELLOW PINE 
CEILING 


Stover Mfg. Co. 


Mobile, Ala. 








Stallworth - Chappell 


‘Lumber Company, Beatrice, Ala. 


WHOLESALE LUMBER 


Specializing in direct mill shipments of 
No. 2 Common & Better Ar Dried Yellow 
Pine Boards and Dimension. Let us 
quote on your requirements. 











Vest Pocket Ready Reckoner 


A useful vest pocket manual including a lum- 
ber calculator for standard’ sizes, log rules, 
estimated weights of lumber.and miscellaneous 
useful lumber tabulations. Prepaid, 50 cents. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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Charles H. Ingram, general manager of the 
Weyerhaeuser Timber Co., and M. N. Saxton, 
president of the Saxton Lumber Co, and vice 
president of the Dickman Lumber Co., are 
members of the new board of directors of 
Annie Wright Seminary, fashionable Tacoma, 
Wash., girls’ school. On the school’s execu- 
tive committee are Mrs. F. R. Titcomb, wife 
of F. R. Titcomb, prominent Tacoma lumber- 
man, and J. P. Weyerhaeuser, executive vice 
president of the Weyerhaeuser Timber Co. 


Leroy Stanton of E. J. Stanton & Son (Inc.), 
Los Angeles, visited the Baltimore trade, March 
24. He had been to Detroit, Canada and New 
England points, and was en route to High 
Point and Greensboro, N. C. Mr. Stanton re- 
ported fairly good business in the New Eng- 
land States. While in Baltimore, he met Car- 
lyle MacLea, president of MacLea Lumber 
Co., and Jack Kidd of Kidd & Buckingham 
Lumber Co., who are president and secretary, 
respectively, of the National Wholesale Lum- 
ber Distributing Yards Association. Mr. Stan- 
ton discussed with the two men matters to come 
before the Pacific Coast Wholesale Hardwood 
Distributors Association at its meeting April 
28-30. 


A party of Cleveland, Ohio, lumbermen, 
making the trip by automobile, have recently 
been in Florida, combining business and pleas- 
ure. In the party were E. S. Kemper and wife, 
Mr. Kemper being representative in Cleveland 
territory of the Florida-Louisiana Red Cypress 
Co., Walter Rock, of Rock-Daoust Lumber Co., 
and Mr. and Mrs. Moore, of the Reserve Lum- 
ber Co. At Shamrock, Fla., they participated 
in the entertainment of Ohio lumber dealers by 
the Putnam Lumber Co., and also spent a day 
indulging in a fishing trip, accompanied by some 
of the Putnam Lumber Co. Staff. At Jackson- 
ville they also assisted in the entertainment of 
the Ohio dealers during the day spent at Ponte 
Vedra resort. 


M. L. Fleishel, president Putnam Lumber 
Co., Shamrock, Fla., accompanied by Mrs. 
Fleishel, has just recently returned from a 
cruise that took them to Jamaica, Trinidad and 
other islands. Although this was a trip strictly 
for rest and recreation, at several points they 
were met by representatives or customers of 
the Putnam Lumber Co., and afforded facilities 
for sightseeing and at the same time given an 
opportunity to get first hand information as to 
business conditions. The Putnam Lumber Co. 
enjoys a fine business in the Islands, its Suwan- 
nee River long leaf yellow pine having become 
very popular in those areas. Mr. and Mrs. 
Fleishel returned from the cruise just in time 
to complete arrangements for the entertainment 
at Shamrock of a party of retail lumber deal- 
ers and their wives from Ohio, who made their 
first stop at Shamrock on their way to Cuba. 





COMINGS & GOINGS 


Datias, Tex.—Avery Mays has joined the 
staff of the Wiener Lumber Co. as city sales- 
man. He has been employed by other large 
lumber companies here for seven years. 


Sparta, Micu.—George Sinclair, for many 
years operator of a lumber yard in Grand Rap- 
ids, is now manager of the Sparta Lumber & 
Fuel Co. 


Detroit, Micu.—E. B. Gillam on April 1 
succeeded B. A. Chaplow as sales manager of 
the Currier Lumber Co. Mr. Chaplow will op- 
erate a lumber business under his own name. 


Casa GrAnbE, Ariz.—Frank Lewis, formerly 
with the Foxworth-Galbraith Lumber Co. in 
Coolidge, has come here as assistant manager 
to W. R. Train at the local branch of the same 
firm. He succeeds Harry Bowles who was 
transferred to Coolidge upon the appointment 
of C. W. Lewis, Frank’s brother, as manager 
of the yard in that town. 


Sumner, Nesr.—Richard Kruger of Octavia, 
Nebr., has become manager of the local unit 
of the Joyce Lumber Co. 


Amemeanfiumberman 
Honored by Head of Rice Leaders 


JACKSONVILLE, Fia., April 4—Two well 
known citizens of Jacksonville, prominently 
connected with lumber industry, and, who also 
happen to be next door neighbors, recently were 
honored by being named members of the Rice 
Leaders of the World Association, of New York 
City, and receiving from Elwood E. Rice, 
founder and president of that organization, 
beautifully executed and bound certificates of 
membership. These citizens thus honored are 
M. L. Fleishel, president Putnam Lumber Co., 
of Shamrock, and C. J. Williams, president 
Moore Dry Kiln Co., Jacksonville. Beautifully 
engraved, and signed by Elwood E. Rice, the 
certificate reads in part: “Presented to one who 
I feel sure regards honor in business as the 
first requisite to permanent success.” 

Membership in Rice Leaders is extended only 
to men of prominence who practice the highest 
type of business ethics and who are held in 
high esteem by not only associates in their own 
lines, but by leaders in other lines of business 
as well. Mr. Fleishel is not only a highly suc- 











Cc. J. WILLIAMS, 
Jacksonville, Fla.: 


President 
Moore Dry Kiln Co. 


M. L. FLEISHEL, 
Shamrock, Fla.; 


President 
Putnam Lumber Co. 


cessful lumber executive, but he is a leader in 
associated effort and is considered in the trade 
as an outstanding lumberman of the country. 
Mr. Williams occupies a like position in his 
business, which is so closely affiliated with the 
lumber industry. Their many friends agree 
that both of these Jacksonville neighbors are 
truly entitled to this distinction that unsolici- 
ted has come to them in this way. 





Two Parties of Lumber Dealers 
Visit Manufacturing Plants 


Littte Rock, Arxk., April 4.—Thirty-seven 
lumber dealers of Iowa and Nebraska visited 
the local plant of the E. L. Bruce Co., March 
30. Headed by Frank Field, Omaha, president 
of the Omaha Hardwood Lumber Co., the 
group is touring the South to inspect lumber 
operations. Max M. Haden, manager of the 
local Bruce plant, sdid the dealers were inter- 
ested in the one here because it combines saw- 
mill operations with the manufacture of hard- 
wood flooring and furniture dimension parts. 
Before arrival here, the men had studied the 
reforestation and manufacturing methods of the 
Crossett Lumber Co. in Crossett. 

E. L. Bruce, Jr., Memphis, and other execu- 
tives of the concern, joined the party here and 
accompanied it to Memphis to see the opera- 
tions there. The dealers will return by way of 
Cairo, Ill., where the company has its strip 
flooring plant. 


WittoucHBy, Ono, April 4.— Thirteen 


northern Ohio lumber dealers have returned 
from a ten-day inspection trip to the lumber 
mills of the Crossett (Ark.) Lumber Co. They 
were accompanied by H. W. Stearns, local 
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representative of the Fordyce-Crossett Sales 
Co. The trip was made by automobile. 

The visiters were conducted through the new 
plant, and saw logs fed into one end of the 
machinery emerge from the other end as paper. 
It was interesting to the group to note how 
nothing was wasted. Yellow pine, gum and 
cypress constitute the greater part of the forest. 
En route home, the Ohioans visited another 
lumber tract of 115,000 acres in Alabama. 





Southern Cruise Enjoyed by 
Lumbermen and Wives 


Peter J. McHugh, sales manager of the Ed- 
ward Hines Lumber Co., Chicago, and Mrs. 
McHugh were voyageurs during March on the 
S.S. Vedan from New Orleans to the Canal 
Zone, Jamaica, Curaco, Venezuela, Porto Rico 
and Havana. They left New Orleans on March 
1 and returned in time for Mr. McHugh to 
attend the annual meeting of the Southern Pine 
Association, March 23, 24 and 25 at New Or- 
leans. Mr. McHugh and Mrs. McHugh, the 
former Mrs. Thelma Blossom Wheeler, Lake 
Forest, Ill, were married last April. The 
cruise, according to Mr. McHugh, was an en- 
joyable one and so conducive to relaxation that 
he didn’t bother to take pictures, even though 
their luggage contained a camera and an abun- 
dant supply of films. Also on the same cruise 
and attending the SPA meeting were Fred 
Reimers, Natalbany Lumber Co., Ltd., Ham- 
mond, La., and Mrs. Reimers. 


Yard's Policy Is Changed 


EnumMciLaw, Wasu., April 2.—The White 
River Lumber Co., here, this week announced 
a change in management and policy for its 
retail yard in Enumclaw. Norman Robbins, 
who has several retail yards in eaStern Wash- 
ington selling White River lumber, will assume 
management of the yard. He announces that 
the yard will now carry a full line of building 
construction materials. In the past, the yard 
has- handled lumber only. Roy Clothier of 
Pasco, Wash., has joined the yard as a field 
man specializing in building construction devel- 
opment. Ed Rice, who has had charge of the 
yard here for several years, will continue in 
the same position. 








Named Company's New Manager 


SaLteM, Ore., April 2.—Ralph W. Martin, 
well known Willamette Valley lumberman, has 
been appointed manager of the Charles K. 
Spaulding Logging Co., with headquarters in 
Salem. At present the company is repairing 
and reconditioning the sawmill with plans to 
resume operation this summer following the 
opening of the logging camps. The company 
is a large owner of timber in this section. Mr. 
Martin has been with the Booth-Kelly Lumber 
Co. at Eugene, Ore., for many years. He re- 
signed as superintendent of the Wendling plant 
of that company in order to accept his present 
position. 





Demonstration Drive of Logs Causes 
Seven Drownings 


BatimoreE, Mp., April 4.—A_ sentimental 
demonstration of lumbering operations of fifty 
years ago came to a tragic end late in March 
with the drowning of seven men when the log 
raft on which they were making a trip down 
the Susquehanna river struck a bridge pier at 
Muncy, Pa., and they were thrown into the 
water. Chief Pilot Harry C. Connor, 75, of 
Burnside was among the missing. Only two 
bodies have been recovered up to now. 

The voyage was prepared months ago, and 
a group of rivermen who knew the boulders, 
dams, twists and turns in the crooked Susque- 
hanna started out. The raft was made in three 
sections of trees roughly squared and lashed 
side-by-side and end-to-end. There was a board 
shanty on the raft to house the crew. 

The trip was to demonstrate how logs used 
to be sent down the river to saw mills at Port 
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Deposit, Havre de Grace and other cities. The 
voyage began 200 miles above Harrisburg. Ac- 
cording to old tradition, rafts must go on re- 
gardless of accidents, and the ill-fated one con- 
tinued to a point a mile from Harrisburg be- 
fore heading for a saw mill on the river bank. 
Welcoming demonstrations at the end of the 
trip were omitted because of the tragedy. 





Credit Book Publisher Is 79 


William Clancy, president and treasurer of 
the Lumbermen’s Credit Association (Inc.), 
Chicago, which publishes the Lumbermen’s 
Credit Rating Book, was presented a huge bas- 
ket of assorted flowers by the company’s eighty 
employees on his seventy-ninth birthday, April 
5. He put in his usual work day at the office. 

Mr. Clancy was a co-founder of the credit 
rating book in 1876, and became sole owner of 
the business in 1883. At first, the company pub- 
lished a book for the western States, another 
for the East, and a third one which combined 
the whole country at that time. Mr. Clancy 
has seen the lumber industry grow in step with 
the rapidly developed country. 

Friends of Mr. Clancy will be glad to know 
that he is enjoying good health. He spent his 
birthday in 1937 in the hospital convalescing 
from a serious operation. 


New Alabama Pine and Hardwood 
Wholesale Firm Opened. 


Beatrice, Ava., April 4.—M. P. Stallworth 
and Wm. L. Chappell established the Stall- 
worth-Chappell Lumber Co., here, March 1. 
The company, as wholesaler, is engaged in 
selling yellow pine and southern hardwoods 
from Alabama, Georgia and Mississippi mills. 
All sales are direct mill shipments to retail 
yardg and the industrial trade. Mr. Chappell 
was formerly with the Beatrice Lumber Co., 
and during January and February of this year 
acted as sales manager for the lumber manu- 
facturing plant of McDuffie Stallworth at 
Beatrice. M. P. Stallworth, general manager 
of this operation, is not active in the new com- 
pany. The Stallworth-Chappell Lumber Co. 
specializes in pine and hardwoods, including 
No. 2 common and better air-dried boards and 
dimension. 








North Carolina Forestry Class Visits 


Plant in Florida 


Fotey, Fra., April 4—Piloted by the head of 
the Forestry Department of the North Carolina 
State College of Forestry and making the trip 
in two school busses, a group of thirty-three 
forestry students from North Carolina arrived 
at Foley, Fla., March 30 and as guests of the 
Brooks-Scanlon Corp. spent the day inspecting 
that company’s forests and logging operations. 
They were greatly interested in the reforesta- 
tion and protection methods employed by 
Brooks-Scanlon and this practical demonstra- 
tion will be of great assistance to them in the 
pursuance of their forestry studies. The group 
was met by M. J. Foley, sales manager of the 
company, and after a brief visit and a welcome 
from him the students were turned over to an- 
other official who conducted them on their tour 
of the timber holdings and logging operations. 


Reconstruction in China Will Be 
Boon to Lumber Industry 


ABERDEEN, WASH., April 2.—When the war 
in China is over and reconstruction of the war- 
torn country starts, the resultant demand for 
building materials will do much to restore 
Grays Harbor’s once vaunted lumber trade 
with the Orient. This was the welcome word 
Captain Ralph “Matt” Peasley, famous Grays 
Harbor shipping figure, received this week in 
letter from Captain W. Tornroth of Shang- 
ai. 

Captain Tornroth, who sailed under Peasley 
when 15 years old, is now operating the Sea 
Captains Shop in Shanghai. He said the 
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country crossed by the Japanese when they in- 
vaded Shanghai was devastated by both the 
Japanese and Chinese and that reconstruction 
would require huge supplies of lumber. 





Company Plans to Open Branch 


Santa Cruz, Cauir., Apr. 2.—The Santa 
Cruz Lumber Co., here, plans to establish a 
branch office in Boulder Creek. The office will 
be open during business hours, and a stock of 
finish lumber, doors, sash and other mill stock 
will be kept on hand, but deliveries of lumber 
will be made direct from the saw mill in the 
upper end of the San Lorenzo valley. 

“We are installing the Boulder Creek office, 
with its direct connection with the mill to enable 
us to render better service to the trade,” said 
E. E. Carriger, manager of the company. “With 
it we will be able to deliver more and more 
directly from the mill, saving on hauling costs 
as well as avoiding an extra handling.” 





Firm's Ad Explains FHA 


Casper, Wyo., April 4.—Oscar Rohlff, head 
of the Rohlff Lumber & Supply Co., this city, 
looks for increased home building in his terri- 
tory this spring and summer, He is after his 
share of the business with good newspaper 
advertising. Last week his firm carried in a 
local paper a half-page ad given over to ex- 
plaining what the FHA means to the people 
of Casper. The advertisement was arranged 
to call attention to this phase of Government 
activity. Title I loans and Title II loans were 
explained in detail via the question-and-answer 
method. By reading the advertisement, citi- 
zens of this community were made thoroughly 
familiar with the FHA loans, how they are 
secured, what it costs to build a home, and all 
other facts. 





Easterner Visits Early Scenes of 
Work on West Coast 


SEATTLE, WAsH., April 2.—Felix L. LaMar, 
sales manager of the Holbrook Lumber Co., 
Springfield, Mass., was in Seattle last week 
visiting old scenes of his earlier days in the 
lumber industry, and old friends in the trade. 
The Holbrook Lumber Co. is the sales repre- 
sentative for White River Lumber Co. of 
Enumclaw, Wash., and Mr. LaMar spent sev- 
eral days at Enumclaw getting acquainted with 
the stock and the facilities of this outstanding 
West Coast manufacturing concern. White 
River Lumber Co. has one of the finest ex- 
amples of the most modern large Douglas fir 
manufacturing plants of the West Coast, and 
owns timber enough to keep the plant in pro- 
duction for the next fifty years. As a young 
man Mr. LaMar spent a number of years in 
Seattle and vicinity and although it has been 
fifteen years since he has visited the Pacific 
Coast he found a host of friends delighted to 
see him. 
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Modern Home Owners 





# 


in a Fireplace- 


Modern home owners want the 
charm of an open fireplace. But they 
want it to be a practical unit as well. 
That’s why the Heatilator Fireplace is 
easier to sell. Because it provides the 
following proved heating features: 


1. Circulates heat; will not smoke. 

2. Warms every corner of the room, 
and even adjoining rooms. 

3. Saves fuel bills, spring and fall. 

4. Makes camps usable weeks longer. 

5. Proved in thousands of homes and 
camps all over America. 


Write for complete details about this “‘easier 
selling” fireplace. If you are a new dealer, we 
will ship a Heatilator subject to 
your customer’s inspection and 
approval, without obligation. 


HEATILATOR COMPANY 


















584 E. Brighton Ave. 
\ Syracuse, N. Y. 


itilator Fireplace 
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GILBERT NELSON & CO. 


Public Accountants 


332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 














Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4883 Collection and Mechanics Liens 











When you sell Cook's Flooring you're making more 
than sales. You're making sure of satisfied customers. 
You'll like this superfine flooring for its rich color 


beauty, its velvety smoothness, its all-around quality. 
Sell this better flooring and increase your trade and 


profits. 


Order it today. 


Straight or Mixed Cars, Oak Flooring. Arkansas Pine 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


Bast and west side mills have reported the following average f. o. b. mill sales prices 
on southern pine to the Southern Pine Lumber Exchange, New Orleans, La., for sales 
made in the period March 21-25, but, where prices for this period were not available, 
prices for the month to date have been inserted and starred (*): 
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B&better . 44.84 40.20})&10 ..... . . 
Tg Sage 40.37 39.07}12 .--.----- 87.05 85.00 
“a Reger 15.97 17.90}o__ 
(tiptiiiie 
ng, ar OF onus Sadiom ath 47.31 49.25 
Lengths eee 48.38 47.75 
%_x4— 8 ora 48.70 “48.00 
+. 1x5& " A 
ge gett —_ iseilnets 9.50 56.25 
%x4— 7 Rough Finish 
B&better . 35.44 34.55 
ya 34.63 32.13 ‘ 10-20 
ter— 
Partition, Standard eg all 
Lengths s 
me. See at 48.70 re 
% x4&6— De tindeanien *51.31 47.00 
B&better .*50.32 *46.01]g “(°° °°*° 49.00 48.00 
1x5&10 *57.15 55.00 
iat 71.50 *74.30 
Drop Siding, Stand- 5&6/4 
ard Lengths, 1x6” thick— 
'* ee *61.85 *60.01 
No. 117— 5&10 ..... *73.0 oie 
B&better . 35.90 ....]12 ....... 92.25 *83.75 
tes eees 36.11 35.00 
No. 116— Casing, Base & Jamb 
Bé&better . 44.50 .... 10-20’ 
ae tener 44.40 41.50! penetter, 
Assorted patterns— fix4 ....., 62.81 58.55 
B&better . 42.98 38.67]1x6&8 .... 62.19 58.74 
_ ee 43.38 34.50(1x5&10 ... 67.50 60.83 





West Bast West East 
Side Side Side Side 
No. 1 Fencing, 10-20’ No. 2 Shortleaf 
Ix4 ...... 41.73 40.82], _, peeemeems 
ae swKawes 43.61 43.14 i2 & 14... 19.98 16.55 
Dae eaierace 20.79 17.88 
No. 2 Fencing & CM |} 0x6 
Gcancues Lemees fis & 14... 15.83 15.90 
Rh as B6.38 BEASTIE 22. ccc 16.39 15.37 
ae 16.00 16.22} oxg 
12 & 14... 17.96 16.40 
No. 2 Shiplap and Be seseves 18.10 17.48 
Boards, Std. Leth. 2x10 
Short!l’rf— 12 & 14... 19.65 18.10 
 apytaneelk 17.61 16.79}16 ------- 19.72 18.86 
BEET «sees 17.82 17.38)2x12 
2) aie 25.86 19.56/12 & 14... 20.50 19.32 
BP cechawes 21.18 19.33 
No. 3 Fencing, 
Standard Lengths No. 3 Dimension, 
Random Length 
ixé ceased 36.30 $3.38 Shortleaf 
eee 5 ¥ pa 
1x6 CM .. 12.53 12.30])2x4 ...... 13.86 11.45 
oe ‘s Shortleaf & Longl’f— 
No. 3 Shiplap an 
Boards, Standard | 2x8 -----. 11.87 11.67 
Lengths  “Speeeetwregee 
a 13.46 12.89 (rs 19.83 *13.58 
a 13.12 12.61 
ee acne 13.60 13.43] Timbers, 20 & Under, 
No. 1 
No. 1 Shortleaf Longleaf— 
3x4 & 4x4*34.25 *25.00 
epeemmenes 4x6—8x8.. .... 25.00 
2x4 3&4x10 .. . *40.00 
12 & 14... 23.18 22.5013@4x12 ... *45.00 
all Saag iren 23.49 22.83) snortleaf— ” 
1 3x4&4x4 .. 28.37 25. 
13 & 16... 18 ISS 4xe—Ont.. 9644 2058 
ay se sn aal eienesié 48 “ata 
5x10-10x ls 2 
ig & 16... Tee te erieexis ... SRat S078 
2x10 °° . ; 5x12-12x12 39.00 37.50 
ae wesutees 32.09 29.56 
ae ie ewoee 34.34 31.50 Plaster Lath 
Nhe, aust 32.76 29.81 
2x12 %x1%”, 4— 
12 &1 36.37 32.00] No. 1 .... 4.27 4.39 
pekenea 36.31 34.461.No. 2 3.47 3.01 





CAROLINA PINE 


Following are prices realized, Norfolk rate 
of freight on sales made during the week 


ended March 29 


Flooring 


No. 1 No. 2 

B&btr. * Com. Com. 

DE set eons commen $41.50 $38.35 $23.30 

De seteecsenedeounan 41.20 37.20 23.75 
Ceiling 

PR 2c cicdesd candied $24.25 $21.30 $14.45 

Finish, Dressed, B&btr. 

DE ae ticmenawen $45.75 | re $52.75 
Dl wtetebe awe as 46.00 > a 67.60 
eee 45.50 DPE stneescen 64.20 
Nee 47.00 | Oe 73.50 
Boards, Dressed 

No. 1 No. 2 No. 3 

Com. Com. Com 
DS sceesacwdictaes oe $19.45 vous 
= es Sere re $40.00 17.85 oT 
eG PR eae 40.90 19.60 $17.80 
0 Sa ey Por 41.65 19.75 17.80 
 Setecebeaewuen 48.35 20.90 ine 
EN a erresre 57.90 23.90 - 

Boards, Air Dried or Roofer Grade, 

No. 2 Common Dressed 
ee $13.60 ar $19.70 
Me names ena ea6.0 18.40 DES aenevnsewes ‘ae 
a 19.25 


Shortleaf Dimension No. 2 Common, Dressed 


ee 


8 to 16 1 


8 & 20 
$23.10 
21.20 
23.85 
23.00 
26.00 





WESTERN PINES 


Following f. o. b. mill prices on actual 
sales were reported to the Western Pine As- 
sociation by members during the period from 


March 21-26, inclusive. Averages include 
both direct and wholesale sales, and are 
based on specified items only. Quotations 
follow: 
Ponderosa Pine 
5/4x8 6/4x8 
Spiects, S2 or 4S— 1x8 & war. & war. 
isa $63.75 $71.47 $71.25 
2 TSS 46.71 57.00 acane 
SHop, S2S— No. 1 No. 2 
7 eee eee $37.06 $23.73 
| Fe ee er eee 37.37 24.2 
Commons, S2 or 4S— No. 2 No. 3 
) eae $24.83 $18.52 
RE awd s. gi wis.sgie cous 29.03 17.38 
BO Gy re SS 6 chew cesssoendenceEss $15.04 
Idaho White Pine 
5-6/4 8 
Setects, S2 or 4S— 1x8 & war. 
Reem GGl) Meds occ tessceses $72.00 Sari 
OE 2 eae 54.60 $72.37 


Commons, S2 or 4S— 
Colonial Sterling Standard 
No. 1 No. 2 No. 3 


BU wexeveceewawandl $39.44 $32.14 $26.41 
MR 26 alo wicreings Sc aeiaia 69.14 43.89 26.37 
Cressey (ilo, 4) O76 Were cscs cveveccows $18.22 
Sugar Pine 

1x8 5/4x8 6/4x8 

Seiects, S2 or 4S— &wdr. & war & war. 
a eee oan $88.25 $89.75 
*SEaS Rarer $74.50 73.50 72.00 
Ue as Ue avcnenee 61.00 63.13 63.75 
SHop, S2S— No. 1 No. 2 No. 3 
|, Seer $45.04 $30.20 $21.20 
SE Si nats ake cata ae 45.20 27.81 18.38 
OPS. sastaveue ceca 52.64 30.87 aie 

Larch-Douglas Fir 

pS CLS eae $22.15 
Dimension, No. 1, 2m8@&8 ........cs-siies 20.63 
Boards, No. 3, S2 Or 48, 1x8........5.°2% 19,75 
Flooring, vert. gr., C&Btr. 4 RL.....:.. 38.50 





NORTHERN HARDWOOD 


Following are prevailing quotations f. o. b. 
Wausau, Wis., on northern hardwoods: 


No.1 No.2 No.8 


Brown Ash— FAS Sel Com Com Com 
Oe wiaseres $60.00 $50.00 $40.00 $30.00 $21.00 
Pe Gece seas 65.00 55.00 43.00 32.00 22.00 
Se omewseele 70.00 60.00 50.00 36.00 22.00 
Sere 7 75.00 65.00 53.00 38.00 23.00 

No.1 No.2 No.3 

Basswood— FAS Sel Com Com Com 
ee $78.00 $68.00 $52.00 $30.00 $22.00 
SEE. siaesiinarats 83.00 73.00 56.00 32.00 24.00 
6/4 é 86.00 76.00 56.00 32.00 24.00 
Mee. vchecepe 93.00 83.00 66.00 34.00 24.00 

Se wee chase 103.06 93.00 73.00 46.00 .... 

er 108.00 98.00 78.00 51.00 .... 
SIE ncccccoe Vee GAGS GIGS BECO. ccc. 


Key stock, 4/4, No. 1 and better, $78; or on 





grade, FAS, $88; No. 1, $68; 5/4, No. 1 and 
better, $83, or on grades, FAS, $93; No. 1, $73. 
No.1 No.2 No.3 

Hard Maple FAS Sel Com Com Co 
ee $73.00 $58.00 $48.00 $36.00 $17.00 
| errs 78.00 63.00 53.00 38.00 19.00 
 cpedacee - 83.00 68.00 56.00 38.00 19.00 

eee 8.00 73.00 61.00 38.00 20.0 
Sree 88.00 73.00 61.00 39.00 20.00 
ae 98.00 83.00 66.00 40.00 .... 
rae 98.00 83.00 69.00 40.00  .... 
Bee waousiees 118.00 103.00 81.00 43.00 .... 

er 118.00 103.00 81.00 43.00... 
BG/4. .ccccceve Eee SEED wise see 
No.1Com No. 2 No. 3 

Soft Elm— FAS & Se Co Co 
, Se ---$49.00 $39.00 $27.00 $20.00 
eae 54.00 44.00 29.00 21.00 
6/4 ccos Ee 44.00 29.00 21.00 
ee wees~ --- 57.00 47.00 32.00 1.00 
eer 60.00 50.00 34.00 aa 
BEPe - cccccics Ge 55.00 39.00 omen 
No. 1 No. 2 No.3 
Rock Elm— FAS Co Com Com 
See “Aticwames 0.00 $38.00 $22.00 $19.00 
|, BES 65.00 43.00 24.00 20.00 
| a 70.00 48.00 24.00 20.00 
, js 75.00 63.00 29.00 22.00 
De  eeceacue 85.00 73.00 41.00 an 
Mere veces - 95.00 83.00 46.00 27.00 
No.1 No.2 No.3 

Birch— FAS Sel Com Com Com 
. eae $80.00 $70.00 $51.00 $33.00 $21.00 
ME \cchlereteiaiea 85.00 76.00 56.00 37.00 21.00 
, SERS 90.00 80.00 61.00 42.00 21.00 
8/4 ......-. 96.00 86.00 69.00 45.00 22.00 
c ea ---103.00 88.00 77.00 45.00 .... 
ne eapwacwol 108.00 93.00 82.00 50.00 .... 
16/4 ........156.00 146.00 122.00 .... .... 
sae 72.00 62.00 42.00 29.00 .... 
eee ei 74.00 64.00 45.00 30.00 .... 
No.1 No.2 No.3 

Soft Maple FAS &Sel Co Com 
SEN Eee $65.00 $48.00 $31.00 $20.50 
5/4 esa derareed: anecanate 70.00 52.00 32.00 21.00 
Me Weucoee Sep 80.00 57.00 37.00 21.00 
ne ewesen Wiveees - 85.00 62.00 37.00 22.00 
Seattle, Wash., April 2.—Current quota- 


tions f. o. b. mill on Douglas fir items in 
mixed cars for rail shipments direct to the 
trade appear below: 


Vertical Grain Flooring 


&B © D 

Be tcveewsicauhin eae $37.00 $33.00 $22.00 
Flat Grain Flooring 
eRe er $26.00 $23.00 $17.00 
Be ks cheddar 30.00 29.00 22.00 
Drop Siding 
1x6 Pat. No. 106....$29.00 $28.00 $22.00 
1x6 Pat. No. 116.... 30.00 29.00 22.00 
Ceiling 
MO 4:ebe-d deoie ca scree $25.00 $23.00 $17.00 
SEE 2 vw etaneges taee 26.00 24.00 16.00 
Common Boards and Shiplap 
1x6 1x8 1x10 1x12 
Mo. 1... $18.00 $18.00 $70.50 
i Se 15.00 15.00 15.00 16.00 
No. 3 - 10.00 10.00 10.00 9.50 
No. 1 Common Dimension 

12 14 16 18 20 
SG) vclcewad $18.50 $18.50 $20.00 $21.00 $20.00 
Pe wotmaeind 17.50 17.50 18.00 19.00 19.00 
Seas er 17.50 18.00 18.50 19.50 19.50 
| ES 19.50 19.50 20.00 20.50 20.50 
7) re 21.00 21.00 22.00 22.00 22.00 

No. 1 Common Rough and/or Surfaced 

Timbers 
4x10 p{aehe 20 feet and shorter and 

Sey. Oe neeecnsce heneeeces ee 
12x12 up to 20 feet..... SO ee eas Ea AS - 17.50 


12x12 22 to 30 feet..... 


ecccccccccccccce Leebe 











Mic 
port 
floori 
April 


35x21 





00 


00 
00 


00 
00 





April 9, 1938 


WESTERN RED CEDAR 


Seattle, Wash., April 2.—Prices for red 
cedar siding in mixed cars, new bundling, 
8 to 18 foot, f.o.b. mills are: 


Beveled Siding, %-inch 


lear “a “a 
ee. eee ror ee $26.00 $23.00 $20.00 
GA. “ee sicecvraveavs 30.00 25.00 23.00 
CHENGR oases ccelesc's 33.00 30.00 27.00 

Clear Bungalow Siding, %-inch 
RRR tel oe etn 9) speriiveydl” des ---$52.00 
DPE. sicaccnéweates ahuee es baeareaes -- 58.00 
TPR, 66:65 ace 0b a Suit sees caeeveien 68.00 

Finish, B&better, $2 or 48, 6-16’ 

S28 or S48 
: or Rough 
SO ohh Use COP e Ra Mow aes Tee $ 72.00 
WE ei So ece ae orate es nee 77.00 
ME Shc k. Fa tard a ela torent a maleaetiete hone 85.00 
RO 64 6 SESS OAs oka Fee toe ako 95.00 
SEE. Sock Cee radiavkete pe tedee eGelee 100.00 
SE bos eink st ca a ORNS eee One 105.00 
Bs Be awice Wlatels ad. « < biwe RK a bee eee 115.00 
SS 6 ck aii oie didn wads nee 6 ote ok 120.00 
Ceiling or Flooring, B&better, 4-16’ 
WT . vies doc0bwcveut 650446040 CdSe oetee $33.00 
BBG o64acss cwees wescan cue on eb eb 38. 


Discount on Mouldings 6-20’, Odd Lengths 
Series 8000— 
w SN ER 5 doo cv ao ko eee eneeeu 55% 
EAGGE Se. GI. BUG 6 nc 606s ctewessen vos 50% 


Clear Lattice, 5/16”, 4 to 16’ 


1 Ld 
if: orsecveccesece wevcccccccccccccccccs oS 
1 50 


F.O.B. MILL PRICES OF 
SOUTHERN HARDWOODS 


Following are ranges of f. 0. b. mill prices 
on rough, air dried southern hardwoods, 
from reports of sales made during the week 
ended April 4 





Plain Red Gum Plain Red Oak 
No. 1 & Sel.— FAS— 
ry Oe 28.00 | 4/4 ...... 40.00 
No. 2 Com |. ener 59.00 
eiatd 18.00 ns 1& S10 @29 . 
canteen A -00 
— 0 apa 30.00 
No. 2C 
34.00 4 oO. om— 
No. 1 & Sel— PA mend ; 19.00 
ee 25.00 Plain Poplar 
Plain Sap Gum No. 1 Com.— 
FA GO ies alive 27.00 
eee 41.60 No. 2—B Com 
|, eee aati S/S vaéoes 14.00 
|. oa i 
et. ee mene 
No. 1 & Sel.— o. 2 Com.— 
ry: ie ian 19.75 s eer 20.00 
rater 21.25 OSE vewars 20.00 
No. 2 Com Soft Maple 
Kolteeie 13.75 | ras— 
Qrtd. Black Gum eee 49.00 
FAS— No. 2 Com 
5 See 24.75 aes 16.00 
No. 1 & Sel.— Log run— 
eee 18.25 @21.25 i. ae eee 23.75 
- a White Oak Hickory 
hone 77.00 | FAS— 
No. 1 & Sel B/S -civcnteints 42.50 
ahaa 48.50 Cottonwood 
Plain White Oak No. 1 & Sel.— 
FAS— I Sravoratats 26.00 
|. GRMarCe 65.00 No. 2 Com 
— y “ ‘‘ , SO.00 1) OFS" ccisicla'< 21.00 
oO. el.— 
eT Epp inyte. 30.00@31.00 | 1 oe 
No. 2 Com— os run— 
ry? Sees 15.50@20.25 | 4/4 .....-- 17.75 
Qrtd. Red Oak Willow 
FAS— No. 1 & Sel.— 
Se 51.00 | RSS 30.00 








RED CEDAR SHINGLES 


Seattle, Wash., April 2.—Below are listed 
average prices recoived for red cedar shingles 
sold direct to tne trade: 


Royals 
iS a : CaS Gare a4 rer cre $4.25-4.40 
So ORR ihe AdeS tie i dloeiocleuls slate 2.80-2.90 
COME aale adie OU it's 9 05S big Se HU oka 2.00-2.10 
Perfections: J 
2! > Se aeereererre ne ere $3.20-3.30 
BORE EE eS ov. bales. < 4 hale wie bare 2.50-2.65 
Bre SNR. dain. avaieawigiieve d eebre Fore 1.75-1.90 
XXXXX 
Be ON ecb. 9/3 was 04 oe ee ee eae $2.80-2.95 
SOITED ics avr mictawig'o + Gn whee ma eae 2.30-2.40 
SH WME aw odie cans ene Sic Ae 1.70-1.80 





MAPLE FLOORING 


Michigan and Wisconsin flooring mills re- 
port the following prices realized f. o. b. 
flooring mill basis, during the week ended 


April 2: 
First Third 


Second 
TOME Ses aw essans $79.49 $49.71 


$68.58 





Amemecan | iumberman 
Lumber Market Review 


Softwood bookings in the two weeks 
ended March 26 were only 75 percent of 
those for the corresponding period of 
1937, or 80 percent those of 1936; but 
they exceeded the low production. Prob- 
ably because of forward loading to get 
ahead of the 5 percent rate advance, ship- 
ments were considerably above bookings. 
Mill stocks March 26 were about 12 per- 
cent above the 1937 level; and unfilled 
orders, while they have been built up a 
little since the first of the year, were less 
than half the 1937. Reports on projected 
building are quite encouraging but, partly 
on account of bad weather in many sec- 
tion, operations are not in proportion. 
In view of lack of demand at yards, and 
the fact that their assortments are rather 
full, retailers generally are taking only 
small fill-in lots. Many mills, pressing 
for business, have been offering lower 
grade commons at somewhat softer prices ; 
but the higher grades, and especially shed 
stocks, continue to hold pretty firmly. In 
the middle West, demand is below sea- 
sonal normal; the Atlantic coast reports 
recent increase in market activity and ex- 
pects early further improvement; the 
California market is fairly good and pros- 
pects are encouraging; in the South the 
spring demand is slow in getting started 
but there are indications of a good season. 
Because of the recession in general busi- 
ness, industrial consumers are taking 
only meager quantities ; and railroad buy- 
ing has not yet had a chance to show the 
results of increased revenue from rate ad- 
vances. Foreign trade is dull, but there 
is hope that present trade negotiations 
will re-open British Empire markets. 

Hardwood trade has declined further, 
with production running well above or- 
ders, so that the market is under selling 
pressure, and the result is that prices of 
most items are soft. Furniture and other 
wood-consuming plants continue to have 
only small needs and refuse to buy in ex- 
cess of them, while overseas markets are 
suffering from excessive shipments. 





WEST COAST LOGS 


Seattle, Wash., April 2.—Average prices of 
logs are as follows: 
r: No. 1, $25-24; No. 2, $18-16; No. 8, 
$12. Peelers, No. 1, $32; No. 2, $26. 
A al Shingle logs, $12-14, lumber’ logs, 
Hemlock: No, 2&3, $10-11. 
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WISCONSIN HEMLOCK 


Following are prices f. o. b. delivery points 
in Wisconsin: 


No. 1 Hemlock Beastie, 7 or S1S1E: 


12&14’ 16’ 
 < eaeary trey $30.50 $31.50 $33.50 
OD LE ee a 31.00 32.00 33.50 
tee a ae a 32.00 33.00 34.50 
BE ek, fa cwalitee 33.50 34.50 36.00 
ST ea 34.50 35.50 37.00 


For D&M, plain ‘shiplap, or S4S add 25 
cents; for drop siding, ceiling, fancy shiplap 
grooved roofing or partition, add $2.75. 

No. 1 Hemlock Dimension, S1S1E or 84S: 


8 10, 12&14’ 16’ 
$33. 


BE 244 crc ew ec enee $33.00 3.00 $34.00 
Se icp evade eeess 32.00 32.00 33.00 
SE. nkicsaeewee So's 33.00 33.00 34.00 

5. wis.0.0-ec0.cs'ew es 34.00 35.00 36.00 
SEAS ce swvcsvessecs 35.00 36.00 37.00 





OAK FLOORING 


Following are current quotations on oak 
flooring carlots, f.o.b. Memphis and Johnson 
City, Tenn., and Alexandria, La., as points 
of origin. $x2%” zis" % x2” %x1® 
Clr. atd. wht... eee 70.00 $70.00 $60.00 


Clr. qtd. re 59.00 59.00 60.00 
Sel. qtd. wht 65.00 52.00 56.00 53.00 
Sel. atd. red 63.00 52.00 52.00 54.00 
Clr. pln. wht... 68.00 54.00 60.00 48.00 
Clr. pln. red . 65.00 54.00 56.00 48.00 
Sel. pln. wht 61.00 50.00 49.00 43.00 
Sel. pln. red 61.00 52.00 43.00 44.00 
No. 1 com. wht.. 52.00 44.00 38.00 33.00 
No. 1 com. red 52.00 45.00 38.00 34.00 
No. 2 common... 34.00 23.00 21.00 15.00 
%ex2” %x1l%” x2” 
Cir. Gt: Wht. .cececcses $75.00 $75.00 Weds 
oe ee 72.0 72.00 ont 
Bal, Gt. WARE» ..ccrcececs 71.00 68.00 cat 
Set. Gta, TOG... scvessoes 70.00 68.00 oatiatin 
Cie, PIR. Wat.ccces eS 66.00 62.00 
Cle. DIR “DORs 0:00 caweses 64.00 63.00 55.00 
Se See 63.00 61.00 54.00 
Bal: MIM. COEs .ccscccccios 62.00 60.00 562.00 
No. 1 com. wht......... 52.00 47.00 43.00 
No. 1 com. red........-- 48.00 44.00 41.00 
Wo: 8 COMMER, «0:00.00 00% 23.00 18.00 “ 


New York delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
##-inch stock, $8; for %-inch, $4; for % and 
fs-inch, $4.50. 

Chicago delivered prices may be obtained 
by onan to the above the following differ- 
entials fcurea on Memphis origin: For 
#-inch stock, $6; for %-inch, $3; for %- 
and *-inch, $3.50. 





CIO Reverses Form; Demands 
Open Shop 


Laona, Wis., April 4—C. I. O. agitators, 
who threatened to secure recruits from nearby 
towns, attempted to picket the plant of the 
Connor Lumber & Land Co., here, on March 
28 and 29. Street fighting broke out as the 
pickets tried to keep 225 members of the A. F. 
of L. union from going to work. The lumber 
company, when all departments are operating, 
gives employment to more than 600 workers. 
Intervention of officers stopped the fighting and 
the employees proceeded to start work. The em- 
ployees had voted to recognize the A. F. of L. 
and voted for a closed shop. The C. I. O. agi- 
tators who lost their fight for recognition, now 





demand an open shop. 





APPALACHIAN HARDWOODS 


Cleveland, Ohio, April 4.—Following are current prices on Appalachian hardwoods f. o. b. 


Cleveland: 

Ash: 4/4 5/4 6/4 
aS ae 81.00 91.00 96.00 
Com. & Sel.. 56.00 66.00 68.50 

Pin, White Oak: 

Sees 101.00 111.00 116.00 
No. 1 C.&S.. 61.00 66.00 71.00 
Pin. Red Oak: 
cS 86.00 96.00 101.00 
No. 1 C.&S... 56.00 66.00 71.00 

Poplar: . 
rere 3.00 103.00 108.00 
No. 1 C.&S. 55.50 60.50 63.00 

OM ei. hs 3.00 78.00 78.00 
No. 2-A Com. 42.00 47.00 49.00 

Basswood: 

BRAS): ieinsis 82.00 87.00 87.00 
No. 1 C.&S... 52.00 57.00 59.50 
No. 2 Com... 35.00 39.00 42.00 





_ 8/4 10/4 12/4 16/4 
98.50 112.00 126.00 141.00 
73.50 81:00 91.00 110.00 
131.00 146.00 161.00 
76.00 86.00 96.00 
111.00 136.00 146.00 166.00 
76.00 86.00 96.00 120.00 
118.00 128.00 143.00 158.00 
73.00. 83.00 98.00 cain 
8S 00 | Chestnut: 4/4. 5/4 6/4 8/4 

: 2 gD 108.00 113.00 113.00 118.00 

No. 1.G.&S:: 73.00 73.00 73.00 83.00 

97.00] _“ WHND 41.00 45.00 46.00 53.00 
67.00| No. 1 C.&Btr. 

42,001 Snd. Wormy 36.00 40.00 41.00 48,00 
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MRS. LORETTA O'DOWD HINDS, 65, 
widow of Edward Hines, lumberman and 
philanthropist, died March 31 in the Michael 
Reese hospital Chicago. Mrs. Hines became 
ill on Dec. 12 but after several weeks in the 
hospital she was returned to her home at 
the Ambassador East 
hotel, Complications 
developed during early 
March and she _ re- 
turned to the hospital. 
Pneumonia was the 
cause of death. Both 
Mr. Hines, founder of 
the Edward Hines 
Lumber Co., and Mrs. 
Hines were well 
known for their ac- 
tivities in establishing 
the Edward Hines Jr. 
Memorial Hospital, for 
war veterans at Chi- 
cago, in memory of 
their son, Lt. Edward 
Hines, Jr., who was 
killed in action during 
the World War. A na- 
tive of Chicago, Mrs. 
Hines was married on 
June 12, 1895. For a 
number of years she 
and Mr. Hines lived at 
1456 Ridge Avenue, 
Evanston, but on the 
death of her husband 
Dec. 1, 1931, she moved 
to an apartment on 
Lake Shore Drive and gave many of her 
home’s furnishings to Rosary College, River 
Forest, Ill. Mr. and Mrs. Hines also pre- 
sented a half million dollar chapel to St. 
Mary of the Lake Seminary at Mundelein, 
Iil., as a memorial to their son. Mrs. Hines 
possessed a most gracious personality and 
as a constant companion of Mr. Hines, dur- 
ing his widely traveled life, shared with 
him her active interest in all of his en- 
deavors. Even after his passing and during 
her severe illness she often inquired about 
the progress of the company’s business and 
through the perusal of industry news and 
trade publications kept her knowledge of 
happenings in the lumber world up-to-date. 
Both she and Mr. Hines leave behind them 
lives that were examples of usefulness and 
charity. Three children survive: a daughter, 
Mrs. Howell H. Howard, Dayton, Ohio; Ralph 
J. Hines, Lake Bluff, Ill.; Charles M. Hines, 
Hubbard Woods, Ill., all of whom were at 
her bedside when she passed away. Funeral 
services were held Saturday morning April 2 
at 10 o’clock in St. Mary’s Church, Evanston, 
with interment in Calvary cemetery. 








VICTOR GUSTAFSON, 49, president of the 
Victor Gustafson Lumber Co., and head of 
the Wisconsin Wood Products, (Inc.) Rib 
Lake, Wis., died Feb. 27. A native of Sweden, 
he came to this country at the age of fifteen 
and resided in Waukegan, Ill, until 1905 
when he joined the Navy for four years and 
was a member of the championship football 
team. He entered the lumber business in 
1924 and purchased the O. A. Peterson saw- 
mill and retail yard at Rib Lake which he 
operated under his name. He was named 
president of the wood products company in 
1933. He was active in civic and fraternal 
affairs and was a member of the Wisconsin 
Retail Lumbermens Association. A daughter, 
Mrs. Carl Marschke, and a son, Harry Gustaf- 
son, connected with the company, will con- 
tinue the business. Other survivors include 
the widow, four brothers and a sister. 


EMIL C. LOETSCHER, 61, superintendent 
of the Farley & Loetscher Manufacturing Co., 


Dubuque, Iowa, died at his home April 4.° 


A native of Dubuque, he was a graduate of 
Cornell University. His father was one of 
the founders of the company which was 
started in 1875. Much of Mr. Loetscher’s 
time in recent years was spent in research 
work. He was instrumental in the intro- 
duction of plastics to the millwork industry 
and was responsible for the development of 
Farlite, a synthetic laminated phenolic sheet, 
He also developed the Lithwood door, re- 
cently introduced to the trade. In recent 
years, a son, Robert Loetscher, has been 
assistant superintendent of the company. Mr. 
Loetscher was active in church and fraternal 
circles. He is survived by the widow, two 
daughters and two sons. 


REX DAVIES, 47, Rex Davies Lumber Co., 
Utica, Neb., died suddenly March 20 of a 
heart attack while at the home of his father- 
in-law in Lincoln, Neb. He graduated from 
the University of Nebraska in 1912 where he 
was a member of Sigma Alpha Epsilon fra- 
ternity. He had been active in Utica civic 
affairs. Surviving are the widow, three sons, 
a sister and his father. 


. burg for 22 years. 


PETER HARRISON HANSBOROUGH, 79, 
Mandeville, La., died March 26. A native of 
Carrollton, Miss., he entered the lumber busi- 
ness with the Poitevant-Favre Lumber Co., 
at Perkinston, Miss., in 1884. He was also 
at one time affiliated with the Salmen Brick 
& Lumber Co., Slidell, La. During the last 
few years he had been representing the 
Pointevent-Favre interests in St. Tammany 
parish. Surviving are his widow, two daugh- 
ters and a son, 


GEORGE E. WATERS, 77, president of 
George E. Waters & Co., Baltimore, Md., 
died March 30. Mr. Waters came to Balti- 
more in 1888 and was associated with the 
W. H. King Lumber Co., until the company 
was dissolved. Later he operated as Waters 
& Snyder until Mr. Snyder’s retirement in 
1901, when the business was changed to its 
present name. A son, Charles J. Waters, has 
been in charge for several years and the 
company will operate as heretofore. Mr. 
Waters served as president of the Baltimore 
Lumber Exchange and took an active part in 
association activities. Surviving, in addition 
to the son, are two daughters. 





CHARLES O. CHAPIN, 78, author of Chap- 
in’s Lumber Reckoner and for many years 
engaged in the printing and paper business 
in Chicago died March 25. A native of Chi- 
cago, he was born in a house which stood on 
Van Buren street between State street and 
Wabash Avenue, now a part of the city’s 
most active business district. His father, 
Newton Chapin, a contractor, built ten of 
the early bridges which spanned the Chicago 
river. 


JOHN M. ROOD, 81, retired lumberman of 
Kansas City, Mo., died March 17 at the home 
of a daughter in Carlsbad, N. M. He was at 
one time president of the Current River 
Lumber Co., and was a founder of the Mid- 
land Lumber Co. At the time of his retire- 
ment in 1930, he was sales manager for the 
Berkshire Lumber Co. He was active in po- 
litical affairs. Surviving are four daughters 
and a son. 


JEHU W. HULL, 62, president of the J. W. 
Hull & Son Lumber Co., Warrensburg, Mo., 
died March 17 in a Kansas City, Mo., hos- 
pital. He entered the lumber business in 
Knob Noster, Mo., in 1908 and established 
the present company in Warrensburg in 
1921. He was active in church and political 
circles. Surviving are his widow, two 
daughters, two sons, a sister and two broth- 
ers. 


IRA E. TRAVIS, 78, veteran lumberman of 
Buckhannon, W. Va., died March 24 in a 
Buchannon hospital. In 1883, he became a 
member of the. Hughes & Loudin Planing 
Mill Co., at Buckhannon and continued in 
the lumber business throughout his life time. 
He was active in church and fraternal 
circles. Surviving are the widow, six sons 
and two daughters. 


CHARLES P. ESIBELL, 77, Charles P. Esi- 
bell Lumber Co., (Inc.) Millville, N. J., died 
March 27 at his home. He was also at one 
time part owner of the Interstate Telephone 
Co., and served as a bank president for ten 
years. He was active in church, civic and 
fraternal affairs. Surviving are the widow, 
a daughter, two sons, four sisters and a 
brother. 


HENRY RBEMSCHEL, 77, Remschel Lumber 
Co., (Inc.) Kerrville, Tex., died March 24 at 
his home. He first entered the lumber busi- 
ness with his father at Gonzales, Tex., at the 
age of 22. He had been a resident of Kerr- 
ville since 1887 and was active in civic and 
fraternal circles. Surviving are the widow, 
four sons, three daughters, three sisters and 
four brothers. 


SELDEN GRANT COVELL, 74, who for 
more than 40 years operated sawmills in 
Ohio, died in a hospital at Austinburg, Ohio, 
March 5. He had been a resident of Austin- 
Two sons, Raymond and 
Arthur Covell had been associated with their 
father in the lumber business. In addition 
to the two sons, the widow and another son 
survive. 


WILLIAM J. GRACE, 65, president of the 
Grace Lumber Co., San Francisco, Cal.. died 
suddenly March 31 after a heart attack. He 
came to California as a boy from Rocklin, 
Mass., entering the lumber business in the 
northwest and started in business for him- 
self in 1920. He was active in fraternal af- 
fairs. A nephew, Joseph Meyers, is the only 
immediate surviving relative. 


MRS. BERTHA I. CLEAVES, 68, wife of 
Robert E. Cleaves, treasurer of R. E. Cleaves 
& Son, (Inc.) wholesale lumber company of 
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Portland, Me., died March 30 at her home. 
A native of Boston, she moved to Portland 
25 years ago when. her husband formed the 
firm of Abbott & Cleaves which was later 
sold to the N. T. Fox Lumber Co. 


WARREN DUTTON, 70, who was a promi- 
nent Grays Harbor, Wash., lumberman 20 
years ago, died March 27 in a Pasadena, Cal., 
hospital. During his residence at Grays Har- 
bor, he managed several Hoquiam, Wash., 
sawmills and at one time was part owner 
of the American Door Co. He started a small 
—— near Pasadena when he moved to Cali- 
ornia, 


A. M. POPE, 56, for 26 years a lumberman 
of the Ozark region, died March 21 at his 
home in Bagnell, Mo. He operated a retail 
yard at Linn Creek, Mo., and later established 
yards at Bagnell and Osage Beach, Mo., 
under the firm name of A, M. Pope’s Sons Co. 
These two yards are now operated by his 
sons, Walter, Lee, Joe and Vernon Pope. 





G. L. WREN, 55, sawmill operator of Berea, 
Ky., died in a Berea hospital March 21 after 
being struck in the head by a piece of flying 
timber at his mill at Boone, Ky., March 18. 
Two sons, Howard and Newell Wren were at 
the scene of the accident. Other survivors 
are the widow, six daughters, another son, 
two brothers, three sisters and the father. 


MRS. LORENA ELLEN HENDRICKS, 71, 
wife of Almer W. Hendricks, manager of 
Fleming Brothers Lumber Co., Denver, Colo., 
died during the latter part of March from a 
heart attack. <A native of Pennsylvania, 
came to Colorado in 1879 and had resided in 
Denver since 1899. Surviving, in addition to 
her husband, are two sons and a daughter. 


E. C. ABERNETHY, president of the E. C. 
Abernethy Lumber Co., Joplin, Mo., which he 
established in 1904, died March 19 in a Joplin 
hospital following a long illness. He had 
been particularly active in civic and commun- 
ity affairs. Surviving are the widow, two 
daughters, a son and a brother. 


JAMES TAYLOR, former manager of the 
Chicago Lumber Co., Spalding, Neb., and later 
connected with S. E. Smith & Sons of the 
same place, died March 16 at Bridgeport, 
Neb. Surviving are a daughter and a son. 


HAROLD A. KNAPP, 54, vice president 
and general sales manager of the Celotex 
Corp., Chicago, died March 24 at the Victory 
Memorial hospital, Waukegan, Ill., where he 
had been a patient for several weeks. Death 
was attributed to heart trouble. A native of 
Omaha, Neb., he at- 
tended the University 
of Missouri and shortly 
thereafter entered the 
lumber business. After 
having been  associ- 
ated with several lum- 
ber manufacturing 
companies, he was 
named sales manager 
of the C. A. Goodyear 
Lumber Co., Chicago, 
in 1919. Two years 
later he accepted the 
position as sales man- 
ager on the North 
American continent 
for the Union Lumber 
Co., Chicago. He joined 
the Celotex organiza- 
tion in 1927 as assist- 
ant general sales man- 
ager and three years 
later was named gen- 
eral sales manager. 
He was elected vice 
president in 1937. He 
made important con- 
tributions to the lum- 
ber industry, serving 
as chairman of the 
Redwood trade extension committee and as a 
member of the trade extension council of the 
National Lumber Manufacturers Association. 
An enthusiastic followed of the tribe of Izaak 
Walton, he spent most of his spare time 
whipping a fly rod in some remote lake or 
stream. His widow and a daughter survive. 


MICHAEL HANLEY BYRNE, 80, who was 
in charge of construction of saw mills from 
Arizona to Michigan and who, from 1901 
until 1931 was superintendent of the John 
Schroeder Lumber Co., Ashland, Wis., died 
in an’ Ashland hospital March 30. Four chil- 
dren survive. 


JOHN K. ZARRING, Chicago, president of 
the J. K. Zarring Lumber Co., retail lumber 
firm, was found dead at his home April 5. 
He had been ill for several weeks. 


MRS. HENRY BUDZIEN, 62, mother of 
Erwin Budzien, Cudahy Lumber Co., Cudahy, 
Wis., died March 24 at her home in Cudahy. 
Two other children and the husband survive. 


E. V. BUCKLEY, 72, former president of 
the Buckley Lumber Co., Alma, Wis., died 
March 25 following a long illness. 
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NEWS AND 
VIEWS OF 





50 YEARS AGO 


From the AMERICAN LUMBERMAN 








A business meeting of the 
solid men of the Alabama As- 
sociation of Yellow Pine Manu- 
facturers was held at the Flo- 
rence Hotel in Birmingham, on 
Thursday. A _ general discus- 
sion of the merits of dry kilns 
was had which was animated, 
pointed and fair. The merits 
of the Marbury & Jones stack- 
er were considered. Some 
pointed puns were indulged in 
as to the innovation, but all 
agreed that it was just the 
thing for every large mill. Mr. 
Marbury insisted that the il- 
lustrations in the Northwestern 
Lumberman showing the con- 
trast between the new and old 
methods were true to life and 
he was seconded in this asser- 
tion by others who had per- 
sonally inspected the machine. 

* 2 # 

What will perhaps prove the 
most important lumber move of 
the year was the recent organ- 
ization of southwestern yellow 
pine producers effected in meet- 
ing at Texarkana, Tex. The 
immediate occasion for the ac- 
tion was that a critical period 
in the history of the industry 





has been reached, since there 
is a great tendency toward a 
slaughter of prices, owing to 
partial crop failures in certain 
localities last year, cut freight 
rates on white pine, stringency 
in money market and light de- 
mand..*-* * B. H. Barnes, 
Barnes Lumber Co. Little 
Rock, Ark., president; J. H. 
Trump, J. H. Bratt Lumber 
Co., Malvern, Ark., secretary; 
S. F. Carter, Texas Tram & 
Lumber Co., Beaumont, Tex., 
treasurer. 
* * 

There is a lumber organiza- 
tion in Seattle, the existence of 
which has heretofore been kept 
a secret from the general pub- 
lic. It is the Seattle Lumber 
Exchange. The officers are: 
President, George W. Stetson, 
of the Stetson & Post Mill Co.; 
secretary, James Frankland, of 
Western Mill Co.; treasurer, 
Isaac Dobson, of Commercial 
Mill Co. 

* * © 

The newly organized Caro- 
lina Pine Lumber Association 
has placed itself upon record 
against the admission of Ca- 





nadian lumber into the States 
free of duty. As usual its 
members were divided in opin- 
ion as to whether a removal of 
the duty would injure the sell- 
ing price of native woods or 
enrich the owners of stumpage 
across the line. 
* *# #*# 

A number of lumber manu- 
facturers met at Corinth, Miss., 
Feb. 21 for the purpose of con- 
sultation and organization. Rev. 
J. H. Haynes was made tem- 
porary chairman and J. D. 
Ozier secretary. After a state- 
ment of the object of the meet- 
ing, it was decided to proceed 
to the permanent organization 
of what shall be known as the 
North Alabama, Mississippi & 
West Tennessee Lumber Asso- 
ciation. The following officers 
were elected: J. H. Haynes, 
Corinth, president; J. W. Cou- 
sey, Corinth, Ist vice president; 
W. A. Tankersly, Iuka, Miss., 
2nd vice president; J. D. Ozier, 
Corinth, secretary; J. A. 
Ketchum, Corinth, treasurer. 
The chief subject of general 
discussion was freight rates on 
lumber. 
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: In Classified Department 
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Two consecutive issues.......... 55 cents a line i 

Three consecutive issues.......... 75 cents a line 

Four consecutive issues.......... 90 cents a line 
| Thirteen consecutive issues.......... $2.70 a line 





Seven words of ordinary length make 
one line. 

Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
Tate. 

One inch space advertisement is 
equal to fourteen lines. 


Heading 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 




















Lindsey 8-Wheel Tractor Wagons are 
ideal for tractor logging. They are used 
singly or in trains. 


LINDSEY 8-Wheel Log 











Wagons 


Pat Sep/ass9ao 
Migy 18 [302 
fn eo 


continue to do | 473% 


the job cheaper 
and better for 
the practical log- 
ger. 








For snaking and 

bunching use 

our Self-Loading 
Skidders. 





LINDSEY WAGON CO. 


Sole Manufacturers LAUREL, MISS. 


(Continued from Page 51) 


fifty years prior been large sawmill oper- 
ators in fine hardwoods and white pine, 
first in northern Pennsylvania, and then 
in southern Virginia. It is estimated that 
they sawed 500,000,000 feet of the finest 
hardwoods found in the Appalachian ter- 
ritory during the twenty-five years pre- 
ceding their coming to Bristol. During 
that period a peak employment of nine 
hundred men, with 20,000,000 feet pro- 
duction, and an inventory of 16,000,000 
feet, was reached. 

The mill employs regularly about ten 
men and its machinery is of the highest 
type, direct motor driven, ball-bearing 
equipment. The entire plant maintains 
an average employment of fifty. 

A complete inventory is maintained to 
furnish an entire house with the excep- 
tion of plumbing, heating and light fix- 
tures. Among the unusual items handled 
are rough wiring, hard tile, inlaid lino- 
leum, complete stock of brass hardware; 
special lumber items consisting of cherry, 
walnut, maple, and thick poplar, oak etc. 
While coal formerly represented a con- 
siderable item in sales, competition of 
trucks has made this of minor importance. 





How one BIG lumber company is successfully 
managing a vast private forestry enterprise to 
ensure a future sustained yield is told in an 
interesting article by W. H. Price, manager of 
the reforestation work of Weyerhaeuser Tim- 
ber Co., in the current Forest Club Quarterly, 
University of Washington, Seattle. 





THE GREATEST MARKET PLACE 


In the lumber, woodworking and allied 
industries to advertise in, is the Wanted 
and For Sale department of the 


AMERICAN LUMBERMAN 


Read the Classified ads. Many oppor- 
tunities are offered for Buyer and Sel- 
ler. Best for selling lumber, shingles, re- 
tail yards, business opportunity, timber 
and timberlands, machinery, locomo- 
tives, cars, rails and equipment used 
in logging operations. You can get em- 
ployees, salesmen, employment or any- 
thing used in lumber and allied indus- 
tries by advertising in the Wanted and 
For Sale department of the American 
Lumberman, 

Send your advertisement to the 


AMERICAN LUMBERMAN 


Greatest Lumber Newspaper on Earth. 
Address 431 South Dearborn Street, 
Chicago, Illinois. 


Too Late To Classify. 


CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CoO., Inc., 
Minneapolis, Minn. 














WANTED 


Employees 














WANTED: YARD FOREMAN 


Yard in central Michigan handling lumber, builder 
supplies, coal, paint and hardware wants yard 
foreman. Must have some knowledge of grading 
rules. Must possess ability, wait on yard trade, 
manage deliveries and keep up stocks. Advise age 
and mention salary desired. If possible furnish 
picture, 
Address “M. 76,” care American Lumberman. 





DO YOU WANT EMPLOYEES? 
Write an advertisement; send it to the paper that 
reaches the people. We can help you. AMERICAN 
LUMBERMAN, 431 S. Dearborn St., Chicago, Ill. 
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Salesmen 


WANTED: COMMISSION SALESMEN 


Who have accounts using high quality Wisconsin 
and Michigan hardwoods, particularly birch and 
rock elm; also northern white pine. State particu- 
lar woods and grades you can handle, also volume. 
Address “M. 46,"" care American Lumberman. 








COMMISSION SALESMEN 
Calling on retail lumber dealers to sell sash and 
doors as side line in Michigan, Indiana and Ohio. 
Attractive commissions. Give all details in first 
letter. 
Address ‘“M. 40,” care American Lumberman. 


COMMISSION SALESMEN WANTED 


By Fir mill. 
Address “M. 45," care American Lumberman. 








Employment 


LUMBER AND MILLWORK MANAGER 


Age 40. Thoroughly experienced in lumber and 
millwork, hardware, etc. Complete knowledge of 
estimating, pricing, selling, detailing, production 
and designing of house plans. Understand both 
eastern and western specifications. Looking for a 
permanent location with future. Married. Four 
children. Best references. 
Address “M. 95,” care American Lumberman. 


ARE YOU LOOKING FOR A MAN 


Of wide experience, unquestioned integrity and 
ability to take over the entire management and 
responsibility of your Retail Lumber business so 
you can continue to receive a satisfactory income 
from your investment? Highest references regard- 
ing record and character available. Accustomed 
to handling volume of $300,000 or more. 
Address “M. 99,’”" care American Lumberman. 


SALES REPRESENTATIVE 


With proven ability, now employed, familiar with 
all lines of building material and acquainted with 
jobbing, lumber, and building material concerns 
in the central states, desires a change. 

Address “M. 70," care American Lumberman. 


GRADUATE FORESTER 


As ass’t yd. manager or in Woodland Div. 
Address “M. 72,” care American Lumberman. 


MANAGER, ESTIMATOR, SUP’T, DRAFTSMAN 


Qualified to fill any of the above positions in either 
special or stock millwork establishment. 17 years’ 
experience, married, references, age 34. If you 
want one of the best millwork men, 

Address “M. 81,” care American Lumberman. 


EMPLOYERS’ OPPORTUNITY 


Can you use a self-supporting Stanford University 
student’ this summer? Would like to help some 
worthy students. Address—IRENE T. COVERLEY, 
Student Employment Secretary, Stanford Univer- 
sity, Calif. 























CAN YOU USE A MAN OF 56 


Connected with ret. lumb. bus. for over 25 yrs., 
prior to 1931? Exp. in bookkeep., listing, estimat- 
ing, etc. Speaks 2 languages. 

Address “‘M. 85,"" care American Lumberman. 





WTD. POSITION—MILL SUPT. OR ESTIMATOR 


14 yrs. with present firm, College graduate, Thoroly 
exp. in all branches of the lumber business. 
Address “M. 92,’’ care American Lumberman. 


A FIRST CLASS STAIR-MAN 


Would like position in this line. Can handle stair- 
work and handrailing from the plan to the finish 
of any kind and any description. 

Address ‘M, 89,’" care American Lumberman. 








WANTED POSITION AS YARD MANAGER 


14 yrs. with present firm as ass’t Mgr. Exp’d in 
all branches of lumber business. College graduate. 
Address “N. 25,’’ care American Lumberman. 





JUNIOR EXECUTIVE, 36 YEARS OF AGE 
16 years experience, wholesale sash & door business, 
in Office, Administrative, and Selling. 

Address ““M. 93,” care American Lumberman. 


Ernployment 


POSITION WANTED AS YARD MANAGER 


22 years’ experience as Manager in City and Coun- 
try Yards. Experienced in Hardware and Paint. 
Age 44. Married. Best of references. 

Address “‘M. 100,” care American Lumberman. 


POSITION WANTED: MANAGER 


Years of experience as manager for large retail 
Lumber Company. Will go anywhere—Employed 
—Ref’s. 

Address “F, 97,” care American Lumberman. 


MGR. OR ASST.—18 YRS. EXP. ALL PHASES 


Retail Ibr., millwk. & construction. Available at 
once. 
Address ‘‘N. 26,” care American Lumberman. 


LUMBER YARD ASSISTANT WANTS JOB 


Two years Bookkeeper; grad. Business College; 
three years yard and truck; age 23; married. 
Address ‘‘N. 27,’”’ care American Lumberman. 


THOROLY COMPETENT RETAIL LUMBERMAN 


Desires position as yard manager. Thorough knowl- 
edge of retail sales, lumber, millwork, building ma- 
terial and fuel. 20 yrs. exp. Middle age, married. 
Best references. 

Address “M. 53,’’ care American Lumberman. 


EXPERIENCED RETAIL LUMBERMAN 


Desires position as estimator. Can list accurately 
materials and millwork from plans and specifica- 
tions. Now employed. References. 

Address “L. 92,” care American Lumberman. 


Distributors 


DISTRIBUTOR WANTED 


In New York, Boston, Buffalo, Pittsburgh, Phila- 
delphia, Baltimore, Washington. Manufacturer of 
steel windows and other metal building products 
has attractive proposition for distributors selling 
to building material dealers in these territories. 
Address “‘N. 29.’’ care American Lumberman. 


DISTRIBUTOR WANTED 


Exclusive franchise open for rock wool insulation 
applicator and distributor. Both new construction 
and existing residential fields. Complete sales pro- 
motion materials provided. Minimum investment 
of $2,000.00 necessary for stock and equipment. 
For details write ROCK PRODUCTS COMPANY, 
150 Fourth Avenue, North, Nashville, Tennessee, 
giving details about your company. 
































Business Opportunities 


WANTED: 


Centrally located site on Railroad with available 
small tracts of timber to be hauled by truck for 
assembling and re-manufacturing—largely Yellow 
Pine with smaller amounts Cypress and Hardwoods, 
preferably Eastern N. C. territory. 

Box 7376, Oakland Sta., Pittsburgh, Pa. 


Retail Lumber Yards 


WANTED: LUMBER YARD 


In Metropolitan Chicago; lease or purchase for cash 
with or without inventory. 
Address “M,. 97,’’ care American Lumberman. 


WANT TO BUY LBR. YD. WITHIN 50 MILES 


Of Detroit, Mich. Address “M. 69,” care Amer- 
ican Lumberman. 


Steel Rails 


WANTED TO PURCHASE 


16 1b., 20 1b., 25 Ib., $0 lb., 40 Ib. or 60 Ib. Steel 
Rails and Accessories. State price, condition of 
material, etc. 

L. B. FOSTER COMPANY, 

Box 1647, Pittsburgh, Pa. 




















DO YOU WANT EMPLOYEES? 
Write an advertisement; send it to the paper that 
reaches the people. We can help you. AMERICAN 
LUMBERMAN, 431 8. Dearborn St., Chicago, IIl. 











RAILS WANTED 
6 to 7 miles (or any part); 16 to 40 Ib. rails. 
dition immaterial. 
Address ‘“‘M. 86,’ care American Lumberman. 


Con- 


Used Machinery 


WANTED TO BUY: 


For Yates 91—15” Planer and Matcher: 
Double Profile Attachment, 
No. 472 Automatic Feeding Table, 
Profile Heads. 
Address “M, 75,’ care American Lumberman. 








WANTED: GOOD SECOND HAND HOG 


No. 40 Diamond preferred. Advise condition. 
THUNDER LAKE LUMBER COMPANY 
Rhinelander, Wis. 


WTD.: PROFILE FOR 94X BERLIN 9” MATCHER 


State price, location, equipment and condition. 
HILL BROTHERS, Cook, Minnesota. 








WTD.: 125 H. P. OIL BURNING MOTOR; 


Also 75 H.P. Steam Boiler & Engine. Must be in 
good shape; lumber and log trucks. 
Address ‘“‘M. 98,” care American Lumberman. 








FOR SALE 
Retail Lumber Yards 


FOR SALE 


Two Retail Lumber Yards located in Central IIli- 
nois, long established yards, well stocked, all new 
lumber; owners wish to settle estate. 

Address “J. 66,’ care American Lumberman. 


FOR SALE: AT INVENTORY 


Lumber business in New York State, half-million 
population area. Thriving condition—nets good 
return. 

Address “I. 47,” care American Lumberman. 


FOR SALE: 


Our Myrtle and Holcomb, Ill. yards, elevators, 
bldgs. and mdse. Good opportunity in old success- 
ful profitable lIbr., coal, grain businesses in small 
N. Ill. villages. Priced low to move quickly. 
HOLCOMB-DUTTON LBR. CO., Sycamore. III. 


FOR SALE: 


On account of health of owner we are offering for 
quick sale, without bonus, one of the best yards 
in Kansas. Good schools. Town of 20,000. Five 
yards. Good retail prices. First come, first served. 
Address “M. 87,”" care American Lumberman. 


IF YOU HAVE A SMALL AMOUNT OF MONEY 


And a good record with the company you are 
working for; are under 35 years of age, and wish 
to acquire a substantial interest in a good yard, 
where there are excellent schools, good competition 
and great opportunity to lay a foundation for an 
estate, write ‘‘M. 88,’’ care this journal. 


























A CLASSIFIED AD WILL MOVE SLOW STOCK 
ADVERTISE FOR WHAT YOU WANT 





RETAIL LUMBER YARD & PLANING MILL 


In successful operation for over 100 years now in 

voluntary liquidation. Entire plant and stock will 

be sold at a bargain. Excellent opportunity to get 

into an established business. 

Inquire—WASHBURN-WILLIAMS & COMPANY 
Scranton, Pennsylvania. 


SAW MILL AND CONCENTRATING YARD 
Plenty of timber. Access to three leading R.R. 
Also steam dry kilns. Central Arkansas. 

Address “L. 62,’’ care American Lumberman. 

FOR SALE: RETAIL LUMBER YARD 
In Small Central Wisconsin Community. 
Address “H. 89,” care American Lumberman. 
FOR SALE: LUMBER YARD 
in central Kansas; good farming com- 











Located 
munity. 
Address “M. 94,” care American Lumberman. 





FOR SALE: RETAIL LBR. & BLDG. MATERIAL YD. 


Located in Southern Wisconsin City. Saless Area 
population 90,000. Sales for 1937 $150,000.00. Ex- 
cellent opportunity if properly managed. Good 
reason for selling. 

Address “‘M. 96,’’ care American Lumberman. 
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